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Versatile wall bracket . full 
swivel action gives unlimited use 
from wall mounting. Simply pull 
pin to remove REELITE for ceil 
ing mount no need to remove 
entire wall bracket! 


Plug In 
Anywhere! 


For ceiling installation, the 
APPLETON 7P SERIES REELITE 
has full swivel action to 
give you light wherever 

you need it! 


diso Manufacturers 

of many other Reelites 

for Electrical Conductors, 
Air Hose, Liquid Hose 
and Weight Balancers 


7P SERIES 


PLUG-IN REELITE’ 


EXTENSION CORD REEL WITH HANDLAMP 
(No Elaborate Wiring Needed) 


Switch from wall to ceiling installation without 


a mounting change... sim ply hane and plug in! 


The new, modern de sign APPLETON 7P SERIES REELITE with 
handlamp has the quality features you associate only with APPLETON! 
Universal mounting bracket beautiful baked hammertone enamel 
finish hand lamp with shock-proof rubber handle push-through 
switch, and snap-open guard: takes 100 watt lamp. The model illustrated 
(7P2) mes with 28 ft. of 18 paupe com Or prene cord 

Also available with 25 ft. of IS paup 4-CO ict 1coprene cord: 


the extra conductor serving only as ; 


Positive stop action holds Kink-proof neoprene cord 
ord at desired length F - on the new APPLETON 
yet a flick ERIES REELITE! 
auses the cord to coil ' b ; Gives you positive 
neatly and quickly int eo protection against oil, 
the reel when the job i e, and other 

is done! rrosive elements 


/n all ways, you can't buy better quality than APPLETON ... the Standard for Better Wiring® 
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Sold Exclusively Through Selected Wholesalers 

NE 

: ay 

APPLETON ELECTRIC COMPANY 1734 Wellington Avenue * Chicago 13, Illinois 


only Fuse with the HEART 
GIVE COMPLETE PROTECTION 


ECON-ALLOY makes the difference! 


The heart of this unique fuse is made of exclusive Econ-Alloy. 
, When current overload is continued beyond the safe, pre-deter- 
mined time, Econ-Alloy breaks the circuit by changing directly 


from solid to liquid. The usual plastic stage is eliminated, 
insuring faster, more accurate protection against overloads 


DUAL-ELEMENT ‘ a 
cartridge fuses 


ELECTRICAL WHOLESALERS 


every month, ads like this are telling your 
customers to see you for the only fuse with 
the heart to give complete protection. Don't 
let the demand outgrow your stock Check 


now and be sure of a supply to fill every sale ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 


FOR EVERY PURPOS, 


January, 1957—ELECTRICAL WHOLESALING 1 


T 4 

ly 
| 

| 

A a 

6 @ eliminate unscheduled down time “4 

FUSES 


Latrobe 
Llectrival 


Products 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed for 
quick, easy installation and su- 
perior performance. Stripped of 
complex assembly, ‘‘Latrobe”’ 
Products do their job smoothly 
and economically. 


Two Gang Adjustable 
Floor Box 


Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang, Two Gang, Three Gang and Four 
Gang Boxes. All adjustable boxes are now 
bonded which makes them fire-proof. 


Non-Adjustable 
Floor Box 


Represents the last & 
word in unique design, 
neat appearance, fewest 
number of parts, and 
least amount of labor on 
to install ‘ 


Insulator Supports 


Malleable iron clamps of 
high tensile strength 
Four sizes to fit all stand 
ard porcelain or glass in 
sulators 


Sold Only Thru Wholesalers 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities. 


‘Manufacturing Go. 
JEFFERSON STREET 
LATROBE, PA. | 


LETTERS TO THE EDITOR 


Best Foot Forward 
Dear Sir: 

We thought you would be interested 
in what we have done towards taking 
positive action on that which we all 
agree are the weaknesses of the resi- 
dential lighting fixture industry. 

We are attaching a letter forwarded 
to our electrical contractors: 


e Ed. Note: Following is the verbatim 
text of Mr. Shemitz’ letter to his con- 
tractor customers. The figures con- 
tained therein are his own. 


“Only ten years ago the electrical 
contractors and wholesalers were re- 
sponsible for nearly 100% of the resi- 
dential fixture business on a national 
basis. Today, they hold only 40% 
of this volume due to the inroads of 
the department stores, mail-order 
chains and hardware stores 

“The reasons are obvious—most 
wholesalers have priced their products 
to provide large discounts to their 
contractor customers and a compe- 
tition has ensued to see who would 
give the most discount rather than 
the lowest price. Naturally, list prices 
were raised to compensate for these 
discounts 

“Within the past eight years look 
what has happened here in New 
Haven—-W. T. Grant Co. opened a 
small fixture department in their new 
one sales-girl alone told us 
sold over 200 units in one 


store 
that she 
day. 

“The Edward Malley Co. put in a 
group of crystal chandeliers and fre- 
quently gave sizeable advertising space 
to them, indicating that they are 
turning over rapidly—and now Sears 
Roebuck and Co. in their new store, 
probably sell more units each day than 
all of the wholesalers in this area put 
together 

“Montgomery-Ward will have a de- 
partment when they open in the area 
soon, and I’m sure you've seen fixtures 
around from Gimbel’s and Macy’s 
mail order promotions. 

“And what happens to the 40% dis- 
counts we have saved for our contrac- 
tor customers? Some say, ‘Give Mr. 
Jones 20% off and save me 20%’. Or 
‘Just save me 10%.’ And ‘Give her 
all the 40%.” *. Use your own 
judgement.” ‘Save me whatever you 
can 

“As a result, every time a customer 
walks into the wholesaler’s showroom, 
the salespeople feel like they are walk- 
ing a verbal tightrope over the hot 
coals of contractor wrath—not know- 
ing what to quote. 

“And how does the customer react? 


As soon as discounts are discussed a 
feeling of appears—-wonder- 
ing, if they're offered 109%, “Why not 
20%? or if no discount is quoted, a 


distrust 


frequent question from the customer 1s 
‘Why do you charge $3.95 for a fix- 
ture that Sears advertises for $2.85? 
or ‘If I go to X’s showroom I can get 
40% off—what can you do?’ 

“The lame duck that 
competitors do not have UL labels on 
their fixtures is no longer valid—they 
do. 

“The lame duck excuse that the fin- 
ishes are not as good is no longer 
valid—dollar for dollar they are 

“What «re we going to do about this 
problem? Shall we let dollars 
slip away from us as happened twenty- 
five years ago with appliances? I think 
action 


excuse these 


these 


not! The time has come for 
let’s plug up the leak! 

“Here is the plan of attack New 
Haven Electric Supply is now follow- 
ing: 

e All list prices on showroom prod- 
ucts (fixtures, chimes, heaters, 
etc.) will be lowered to competitive 


fans 


levels 

e The electrical contractor will re- 
ceive: 200% of list if he sends in the 
customer and handles the charge or if 
customer pays cash; 25% of list if he 
waits on the customer or selects fix- 
tures from showroom himself and 
handles charge; 10% if sale is origi- 
nated by someone other than the elec- 
trical contractor such as builder, dec- 
orator, dealer, etc. If the electrical 
contractor involved does not trade with 
us Or in any way discourages the cus- 
tomer from using our showrooms we 
reserve the right to eliminate his com- 
mission entirely. 

“To bring these customers into our 
showrooms and thereby help you to 
regain lost profits, we will campaign 
through advertising in the newspaper, 
radio and direct mail and in so doing 
See your licensed 
lowest cost 


we will recommend, 
electrician for safest and 
installations.’ 

“Furthermore, we will actively par- 
ticipate in the American Home Light- 
ing Institute's campaign to 
arouse the buying public to the need 
for better lighting in the home. 

“The policy has been 
tried in cities in the 
United and has 
proven the elec- 
trical contractors, We want and need 
your support. We believe that you will 
profit from this policy.” 


SYLVAN R. SHEMITZ, 


coming 


foregoing 
many mayor 
States Canada 


to be successful for 


and 


PRESIDENT 
NEW HAVEN ELEC 
WEST HAVEN, CONN 


SUPPLY IN¢ 
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B From 5 basic models you get 10 standard relays 
with the new CLARK Type “PM” Relay line 


SECTIONAL POLE CONSTRUCTION —a new design concept for relays 

— provides units with 2 to 12 poles, with the greatest variety of combinations 

and pole arrangements available in an integrated 10-ampere line, and with 

7 a minimum of different parts to stock. Extra poles are available in kit form 

The 5 Basic Models — assembled either normally open or closed. Coils and complete magnet 
assemblies are also available in kit form. Stocking of coils is simplified since 

one coil for a given voltage will handle any combination of 2, 3 or 4 poles 
normally open or closed, and for larger relays is correspondingly simple. 


No. -4 


Basic: 
4-Poile 
By removing one or two poles, 
the standard 4-pole unit be 
abe comes a 2 or 3-pole relay. 
: 2-POLE 3-POLE 4-POL 
By adding 2 poles next to 
No. 5U-6 magnet, the standard 6-pole 
relay becomes an 8-pole unit 
Basic the first 8&-pole relay avail 
6-Pole able for single deck wiring 
No. 6UK-8 
Basic By removing 2 poles from the 
double-decked relay, 
8-Pole you get an alternate 6-poie 
of double-deck construction 
8-POLE 
Double -decked Double-decked 
No. 56U-12 
With 2 poles removed, the 12 
Basic pole unit becomes the standard 
12-Pole 10-pole relay. Both have iden 
tical mounting dimensions with 
NEMA standard size | starters 
10-POLE 12-POLE 
a special purpose relay designed exclusively to 
No. 5UK-2 meet smal] or space requirements. Overall) height less than 3 inches 
2-Pole 


Write for 8-page illustrated Bulletin PL-7305 tor complete 
information on this revolutionary new line of heavy-duty relays 


1146 East 152nd Street . . Cleveland 10, Ohio 


IN CANADA: CANADIAN a ae * MAIN OFFICES AND PLANT, TORONTO 
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QUARE COMPANY 
eqguipmMeNT 


January, 1957 


As we pegin the new year most of the economists are LJ 
predicting that 1957 business will continue at the se ak 
level reached during 1956. Their optimism, however, is a 
tempered by the unsettled conditions throughout the world. ook 
we of the Square D Company have complete faith 1” the future | 
of this country ~~ and in the soundness of its economy - tt 
> 4 
We are putting this faith 1m action by the eontinued expansion 
of our manufacturing facilities and our sales organizations - b+ 
Gurrently, we have new plants under construct1onM in Atlanta, a 
Denver, Milwaukee, and Lexington, Kentucky - All of them + 
will be 2” operatio0e this year: q 
we firmly believe that our distributor partners are the a. a 
; 4 
lifeline of our successful operation: In keeping with this | 
thinking, we expect to gO all-out 1” strengthenine and improv- | 
ing our distributiom activities: | 
Our distributor policy manual, "Square D And Its pistributors,' 
j which you recently received, gives our philosophy of a sound a 
partnership: We intend to carry out 
this philosophy for our mutual advantage - We know that you, 
ona our distributor partner, will do the same 
‘ 
++. We have am ynbeatable combination. Let's continue to 
| 
prove it in 1957 
sincerely yours, 
SQUARE D COMPANY 
+ 
Ww. Moriarty 
Distributor Relations specialist 
+—+— + i. 
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TT GEORGE GANZENMULLER, 


= GEORGE D. FARLEY, M Print Order This Issue: 12,944 
DURWARD HUMES 
ROBERT S. BUSH 
= M, B, FURMAN Annual Outlook and Review 65 
HOWARD J. EMERSON t 
4 , |. OUTLOOK FOR SALES .. 66 
. Le DEVENDORF, How electrical wholesalers see product sales and operating t 196 
Mgr. 2. OUTLOOK FOR MARKET: 69 
’ D. M. KEEZER ! An analysis of the ‘57 prospects for six basic markets deals ndustria 
as. J. F. McPARTLAND, commercia institutional residential and farr 
; 3, REVIEW FOR REGIONS 79 
‘ A retrospective look at electrical distributors’ sales in nine regions during 
‘ the first ten months f 1954 
Tips On the Code B.A. McDonald 81 
7 C. B. SHAW, Advert y Sales Manaae Kicking off a new department to help you backstop your customers 
on the code 
Salesmen’s Idea Exchange 85 
JAMES S. COLEMAN 
' New discussion corner. This montt Tabeofls: Your Job or the Contractor + 
; CHARLES F. MINOR, Jr 
| R. R. REAM, Blueprint for Improvement 86 
T R. A, HUBLEY Bell Electric came up with a sound home-made formula for its growing pa 
EDWARD P. GARDNER 
a R. C. ALCORN Operation Distribution Research 89 
E. E. SCHIRMER Now underway—a study of the distributior f electrical apparatus, supplies 
R. H. POWELL 
} D. BILLIAN the Salesman’s Technical Notes W. J. Novak, J. F. McPartland 90 
+ The subject this mont Wiring Devices ti 
} W. W. GAREY, Publishe ‘ 
Industry-Wide Programs 92 
= A department centralizing promotion news that attects you 
j Practical Ideas for National Electrical Week Special Insert 
i 16 pages designed to help you and your customers elebrate by selling 
; AL WHOLESALIN 
with Wholesoler's Salesman) DEPARTMENTS 
2 Chuckl f the Month 112 
JANUARY 1957 VOL. 38, NO Letters to the Editor uckle o « on 
= New Products 7 What's Happening in Washington 114 
Top of the News W Business Index 116 
Times and Trends 63 Price Index 118 
' News for the Industry 111 What's New With Your Customers 120 
Calendar of Events 147 
’ Publication Office, 1309 Noble Street, Phila 
delphia 23, Pa Mcé 
NEXT MONTH: 
@ “Managing An Established Branch House’ —second in a series 
on branch operations from A to Z. 
@ “Tips on the Code” will cover article 210—Branch Circuits. 
Discusses and diagrams two signiticant changes concerning 
receptacle outlets required in dwellings. Gives reasons for 
eq change, reaction in field, significance to you. 
@ “More Than a Warehouse’’—the story behind Union Electric's 
120,000-sq ft Montreal building. 
‘ 


$30.00 for tered Member ABC and ABP @ 
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Terminal Block 
Square D Co., Milwaukee, Wis. 


Introduction of a new channel- 
terminal block with 50 per 
cent more terminals in the same space, 
and featuring greatly simplified assem- 
bly and modification, has been an- 
nounced. These blocks are 25-amp box 
lug type Also available in 
the new are 25-amp terminals 
with pressure wire connectors and 50- 
amp box lug terminals. The important 
feature of terminal blocks, ac- 
cording to the company, is their chan- 
nel mounting which makes it posible to 
easily and with 
minimum disturbance of existing ones, 


mounted 


terminals 


design 
these 


add new terminals 


Tape 
Permacel Tape Corp., New Bruns- 
wick, N. J. 


A new 2-in-1 silicone 


trical tape, 
tion, is designated Permacel 211 
strength and 
claimed, 


glass cloth elec- 
suitable for Class H insula 
High 
dielectric insulation 
properties are 
Switch Boxes 

Keystone Mfg. Co., Center Line, 
Mich, 
Sectional 
cormers are 
Boxes 


leveling 


with beveled 
in seven new 
without plaster 
and mounting 
face mount 
ing are offered without clamps, if de- 
sired. Standard boxes with clamps and 
offered without 
leveling bumps for old work. Standard 
finish is galvanized or a high grade 
baked-on aluminum enamel 


switch boxes 


now available 
types with or 
ears bumps 


brackets for either side or 


plaster ears are also 


Raceway 
National Electric 
Pittsburgh, Pa 


Products Corp., 


addition to underfloor 
a raceway known as Flush 
It was primarily for 
installed 
covered 
top sur- 
is furnished 


brass 


Recent 


systems 1S 


wiring 
duct designed 
modernization use, to be 
flush floor and 
over by linoleum or other 
face material. Flushduct 
in 10-ft gths, with 


outlets + inches 


with surface 


len covered 
Available in 
three-duct sys- 
range of standard 


adapted to flush 


every + 


duct, two- and 
A complete 


asily 


single 
tems 
fittings e 
svsiem 
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Controller 
Cutler-Hammer, 
Wis. 
A new controller for textile applica 
tions combines overload protection to 
match the 
the special motors used on card drives 
with long time-lag heater 
complete motor protection during run 
ning or jogging. The controller is rated 
at 5-hp-220-v and 7!'2-hp-440-v. It ts 
available in NEMA sizes 0 and 1. 


Inc., Milwaukee, 


specific characteristics of 


coils for 


Low Voltage Contactors 
Edwards Co,., Norwalk, Conn. 
General purpose low voltage contac 
tors, supplied with three make-and- 
break switch arrangements, 
available for many 
cluding installation of burglar 
supplementary low voltage 
kitchen cabinets, closets, stairs, 
garages, They offer 
compactness and ease of application 


are 
home projects in- 
alarms 
lighting in 
cellar 
said to 


etc are 


Receptacles 


Sierra Electric Gardena, 
Calif. 

Sierraplex 
feature “contemporary di 
meet demands of 
tractors, home builders 
modern receptacle. Line 
two-wire and three 
type single or duplex 
with tandem or 
molded of arc-resistant plastic in ivory 
or brown. They 
NEC requirements 
proval. A complete 
wall plates is also 


Corp., 


line claims as a_ chief 
sign” 
architects 
for a 


includes both 


con 
really 
wire grounding 
receptacles 
either parallel slots 
are said 
and have 
line of 
available 


modern 


Enclosure 

Federal Pacific Electric Co., New- 
ark, N. J. 
A new sequence Stab-lok en- 
closure designed particularly to pro 
vide more two-pole circuits has been 
announced. Stab-lok No, 1620 fea 
tures 100-amp main bus lugs, 
bussing for six two-pole common 
circuit breakers, 12 l-in NA or 12 
in NC breakers 


bussed 


sequen c 


trip 


Circuit Breaker 
Co., Circuit Pro- 
Plainville, Conn, 


General Electric 
tective Devices dept., 
A compact new 800-amp molded case 
hy iker 
than conventional breakers of the 
The 


ations 


circu which 1s 6 in shorter 
same 
rating has been announced new 
K M-trarnn covers ippli 
using M ind Kl 


permits space savings in the 


now 
frame s17es lt 
ultimate 
size of its containing equipment and 
stocking 
the company. One 
for all 


h ROO 


imp litic according to 


also 
frame size can now 
iker 1s 


rating from 
Ihe KM bre 
h 600 I he 


being te sted 


he ul ed 
throug 
UL 


Mit) 


ted throu imp 


and imp ratings are 


Cut-Off Switch 


Co., Batavia, Ul. 


cut-off 
protection 1s 


Furnas Electric 
=low 


for wat \ 


Ihe 
switch 
designed to stop pump operation when 


pr 


determine 


pressure 
tem 
water ills below a safe, pre 

Pumping 
set button 
110 
with 


erating level 
depre re 
it | hp 


conjunction 


is resume 

Switcl ited 
When used in 
neu 
will 


220-¥ ac 
a mag 
pre switch, it 
i pilot control 


starte! ind ssure 


Ope rat 


Attachment Cap & Switch 
Cable Electric Inc., 
Providence, R. I. 


Heavy 
has been d gyned to ac 
ation which 
ord It 


hon ind foolprool 


Products, 


automatic attachment cap 
ept the 
different 
pier 
insulation ording to the manutfa 
K wik-4 ap 1s avail 
Companion 
Thru switch is 

ll accept no 
Switch 

lief, 1s 

125 


duty 
vari 
xist in types 


simple ac 
ing of wire 


ture! 


fea 
rated 
volt. 
black; pas- 


ial order 


imp 


id 

| 
} 

a 
tel colors upon spec 
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FLANGED 
4iNGED COVER WIREWAY 
AMD FITTINGS’ 


PLANGELESS FEANGELES 
CREW COVER — — — HINGES COVER Wiel WAY 


CABINETS AND PULL BOXES 


No doubt about it! When it comes to wiring installation jobs, you can 
vet what you want when you want it from the Keystone Quality Line 
Wireways, for example, are available in both flanged and flangeless 
styles with hinged or screw covers . with or without knockouts 
and in sizes ranging from 24%” x 242” x I’ through 8” x 8” x 5S’. 
lhere’s a wide selection of auxiliary fittings to choose from, too, plus 
ots cutout boxes and pull boxes in more than 50 different stock sizes 


pwircr sot: and a variety of telephone and current transformer cabinets to meet your 
Outiet 


exact requirements. And if it’s outlet boxes or switch boxes you're look 
ing for, you'll find that Keystone has them in almost every type and 
size, with proper covers, too, What's more, every item in the Keystone 
Line is quality-built, priced right, and stocked for immediate shipment 
direct from factory warehouses! Want more information? Send for your 
free copy of the new illustrated Keystone catalog today! 


— 
MANUFACTURING COMPANY 


23328 SHERW 1D AVENUE @ CENTER U { ror mit 
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Attic Fan 


Lau Blower Co., Dayton, Ohio 


Automatic exhaust fan is de- 
signed to relieve attics of superheated 
air, prevent it from 
lower floors, thus reduce load on cen- 
tral air conditioning unit 
when attic temperature 
reaches and shuts off when tem 
perature drops to &U Also operates 
in homes with 


This 


moves 


attic 
penetrating to 


Fan begins 
operation 


gs 


to remove hot attic air 
conditioning fan 
diameter blade 
rate of 1,900 ctm, can be 
installed vertically or horizontally 
Matching automatic wall 
also available 


central au 
1 6-1n 
the 


oul 
with 


aw al 


shutter 1s 


Bathroom Heater 

Kdwin L. Wiegand Co., Pittsburgh, 
Pa. 
New Chromalox electric radiant bath 
utilizes the same “Micro 
element used in ranges assuring 
Polished 
radiant 
gauge 
standard 


room heater 
tube 
salety 
well 


positive electrical 


chrome reflector scatters 
rays, prevents hot spots. Heavy 
20x14x2'2-in fits 
stud spacing, easily mounts in new oI 
existing construction. Heavy stamped 
steel cover ts finished in biege baked 
on enamel, 120 or 240-v ac 
connects to built-in 
of “on-off May be 
automatic with 
thermostats 


wall box 


powe! 


source terminals 


switch wired for 


control wall-mounted 


Sun Lamp 


Westingbouse Electric Corp., Lamp 
div., Bloomfield, N. J. 


The 
produce 
like 
a generous 
well a 

to the 

hlament 


oft the 


new RS Sun Lamp is 
light that looks 


sunlight. It 


said to 
fec Is 

the 
Vilamin D as 


and 


icts gives user 
dose of 
1 pleasing sun tan, according 
manutacturer 
the 


lamp increases 


Positioning of 


closer to optical center 
amount of in 
ted 


al © results in 


d and 


the 
ster 


warm white light proje 
and 
Product is promotion 


packaged with instruction booklet 


peam spot 


tanning 
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Power Supply 
The Pyle-National 

New 


mechanical 


Co., Chicago, 


alternator” combines 
drive turbine, 
exciter and voltage regulator in a sin 
gle unit 
for regular or stand-by 
It is 
capacities 
120/208 


can be 


turbo 


generator, 


produces 60-cycle ac current 
requirements 
and 


manufactured in 3.75 to 25 
single or 
240 o1 
furnished drip-proot 


three phase 


480 voltages. Unit 
splash 


proot and explosion-resistant 


Service Entrance 
Frank Adam Electric Co., St. Louis, 
Mo. 


Service for rural 
the 


rain-tight 


equipment use inf 


offered by manufactures 


a 200-amp main lug having two 100 


areas 


now includes a with 


branches for 
the barn 
the milk 
a sub-feed lighting panel to the hous¢ 
The has 
mounting padlocking. In 
the 


or two 


amp pull-out one usc 


as a main tor and the other 


“aS a4 matin tol cooler or as 


new unit provision for 


pok 
addi 


ind 


tion unit is available with 


410 amp 
for 


two-pole independent 


switches control of pumps 


Cable 
Western Insulated 
Angeles, Calif. 


The Bronco 66 Certified line 
able control cables now includes 600-\ 


etc 


Wire Co., Los 


of port 


control cables for stationary instal 


lation in important control circuits 


AWG 


to + 


They “are 
14, 12 


conductors 


available in 
and 10 
€ onductors 
Buna 

conductor | 


coded 


with from 


coated 


stranded coppel rubber insula 


tion On each protected 


by a color Neopren 


jacket 


Saturable Reactors 
Hevi-Duty Electric Co., Milwaukee, 

Wis. 

iturabl 


ranging in Output from .5 to 


\ compicte line ofl 


reactol 
SOO-kva 
manual o1 control ol 


for automatic 


power to a load | available from 
this firm 
ud to be ideal for teple 


electrically heated equipment 


now 
device 1s 
control of 
reduced 
voltage in ac motor larting 


test 


lor a 


circulls 


and loading for hoards 


he 


Variety 


reactors 


reactor ire suitable wide 


applic ations 


industrial 


Time Switch 


International Register Co., Chicago, 


New Intermati 
V22000 


Series 
controls two electrical cir 
at cifle imme It ally 


uited lighting 


lime witch 


IS 
well 


circu 


ontrolling 


artment house store 


NEW PRODUCTS 


factories and buildings. In 


public 
dial 


sects of 


will accom 
ON-OFI 
for 


new switch, time 


modate up to . 
Models ure 


or 250-5 


trippers ivailable 


124 for 


Steel 
n. Hinged 


operation and 
switching 


LOx4 


Varlous equenees 


cause measures 


door (with hasp) provides a dust and 


moisture-proot seal 


Fluorescent Fixture 
Lightolier, Inc., Jersey City, N. J. 


Recessed fluorescent fixture designed 


for use with almost all types of 2x4-It 


acoustical ceilings, as well as plastes 


ceilings ha just been introduced 
Strialux 
fully 
panels which blend « 


design. It 1 


diffuser ud to provide 


luminous, wide area, modula 
leanly into ceiling 
molded of optically engi 
with rigid cross channels 


neered vinyl 


tor added strength Intended tor com 


mercial application uch as oflices 


tore chool lobbu auditoriums 


Troffers 
The Edwin F. Guth Co., St. Louis, 
Mo. 


models ol 
troilers——al 
idded to the 
different 
All 


fol 


new ompanys 


wide—-have 


been are said 
to fit 

system 
diffuser 


tensity 


eling 


stelite 


Uspension 
ieature louve! 
highest illumination 
with lowest apparent brightness 
Models ule 


low 


iccording to manulacture! 

ilso available vith Skytex 
brightne Standa 
ollered in lengths, in 
t-light 


and 


lense rad models are 


ind 4-1! 


ind unil 


Floodlight 
Stonco Electric 
ilworth, N. J. 


Products Co., Ken- 


floodlight 1 
to highest 
portable 


powell 


port powered 
muck 
oduct 
rating. It 
OO0U-h 
three 
Con 
lun 
dumimnun 
ni read 


4 
y@ 4 they 
bight 
tr 
‘i 
la th re ul adjustablk with 
in positioning knobs to lock focu 
4 
. 


Stock and 


with Complete Confidence 


WHITNEY BLAKE sells its portable cords only through electrical distributors who are 


serviced by seasoned, technical company salesmen, experienced in sales promotion. 


WB DYNAPRENE, 14/2 SO and larger is listed by the U. S. Bureau 
of Mines and Pennsylvania Bureau of Mines, identification number 


P-118 BM. 


FOR YOUR CONVENIENCE this tough, long-lasting cord is put up in 
250 ft. spools in sizes up to and including 16/3. 


Write for complete 
WB Portable Cord 
catalog... 


there is no charge. 


Well Built Wires Since 1899 


©1957 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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TOP OF THE NEWS ... . and its significance to you 


RR Economics 


Adequate Return 


Truckers, Too 


Hope Dims 
General Tax Cut 


Power Peak 


Value Added 
by Distribution 


Big Question Mark 
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Freight rates went up just before year’s end—seven per cent on eastern 
railroads and five per cent on western lines. These were “emergency” 
increases authorized by the Interstate Commerce Commission while the 
railroads’ request for a general 15 per cent long-range hike is pending 
(Southeastern railroads also have a seven per cent emergency increase 
request on file.) Cost to shippers of this boost may run to over $400 mil- 
lion yearly with wholesalers paying a big share of it. Latest hike comes 
less than a year after ICC granted a nationwide six per cent increase last 


March 


Canadian railroads received a four per cent hike in freight rates, effective 
January 1, on top of seven per cent authorized last June. They have hopes 
of getting still another boost to meet their original application for 15 


per cent 


ICC admitted the rate increases were necessary in the respective regions to 
give the railroads an adequate return on their investment, [hat scems to 
be a common problem (see NAED Outlook on page 126) and the RR 
freight hike won't make it any easier for wholesalers to achieve 


Not to be left out of the picture—motor truckers carrying freight netween 
eastern and central states set a 15 per cent rate boost to take effect simul 
taneously with the railroads’ rate hike. A proposal for a 10 per cent boost 
in the central states was protested by shippers, will be aired again this week 


One other item re: freight handling—the possibility that Congress will 
permit railroad-airline mergers, in the interest of better, cheaper rail-au 


service 


Small business wi!! probably he the only segment of the tax paying public 
to get any relief this year. The outlook is for continuation of the 52 per 
cent maximum rate On corporate income, and no cuts in individual tax 
burden. It’s uncertain what form the relief for small business will take 

and it isn't likely to be much of a bonanza. Ffforts will be made to plug 


tax “loopholes and to overhaul excise tax administration 


Pre-Christmas lighting displays—-plus demand for heating and lighting 
caused by cold, dark December days—enabled the nation’s electric power 
industry to record new peaks in kwhr usage. Output hit 12 billion kwhr 
three weeks in a row, looked to maintain the 5.3 per cent weekly gain 
over a like period in 1955. EEI’s year-end rev cited a total of 601 
billion-kwhr of electricity generated by utilities double the 
figure for 1949. more than three times ; great as in Lotal iles of 
electricity in 1956 were up 10 per cent over 1955. That included industrial 
sales—up 10.1 per cent; residential—up per cent; commercial-——up 
9.4 per cent Increased demands by all classes of customers in 1957 
were forecast. EW Outlook and Review Section beginning on page 65 

shows how wholesalers will fare in these and other important markets 


Without marketing and distribution our economy would collapse overnight, 
The case for value added by wholesalers and retailers has again been 
stated—in a report published by the | S. Chamber of Commerce I hy 
Chamber recommends that this statistic be collected by the U. S. Bureau 
of the Census and regularly included in us Of Business. Further 
information on the outlook for distribution begins On page 111-—and the 
equation for computing wholesaler value added” appears on page 112 


Home building remains the big question mark for 1957 as other key indus 
tries look for another banner year. Mortgage money remains tight even 
after the Federal Housing Administration jumped the gun and raised the 
interest rate on FHA-backed loans to five per cent in early December 
Bankers and lenders still preter installment loans to mortgage \ Senate 
subcommittee heard that the Veterans Administration home loan program 
would “dry up if the VA interest rate was not aligned with FHA The 
Federal National Mortgage Assn. was a heavy buyer of mortgages in 
the resale market during December Fannie Mae” probably will run out 
of money by spring and will ask Congress for more 


' 
for 
‘oak 
3 
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with the amplex Franchise 


Consistently, amplex brings you more of the quality, lamp manufacturer. Here are a few representative 
higher-profit lighting specialties than any other single items from the complete ample line. 


SWIVELITES 1-, 2-, 3-, 4-socket canopy units. All sockets with exclusive 
amplex double-ball swivel for instant, positive fingertip positioning to any 
angle--360° horizontal, 170° vertical. All hoods with Deluxe Satin Alumi- 
num finish, lustrous, lasting, non chipping, non-blistering; ali with air flow 


ventilation for cooler lamp burning, longer lamp life 


MERCURY VAPOR LAMPS High-intensity illumination on work- 
ing areas in high-bay installations. Rated life of 6,000 hours. Four types, 
all 400W: EH-1 Clear (initial lumens 20,000) and JH-1 Phosphor Coated 
(initial lumens 18,000), for burning in any position; AH-1 (base up only) and 
BH.-1 (base down or ly), both Clear, initial lumens 16,000. Ideal for installa- 


tions in combination with amplex fluorescent or incandese ent lamps 


WEATHERPROOF SPOTS and FLOODS Special weatherproof, 
heat-resistant glass; pure inside silvered reflectors. Ideal for outdoor use 
where lamps are exposed fo rain, snow, fog, moisture condensation. Both 


Spotlites and Floodlites in ratings from 150 to 1,000W. All-mechanical 


Amplock construction for permanent locking of glass bulb to base is standard 


for 500W and up, available on smaller sizes 


FOCALITES a) angle spotlights to highlight floor and window displays, 
showcases, shadow boxes, niches, wall cases Instantly adjustable to any 
angle; maintain focused position indefinitely. Tripod base and canopy 


mounting types. Available in Deluxe Satin Aluminum Finish and decorator 


colors 


DIRECT REFLECTORS Pure inside silvered reflecting surface main- 
tains its brilliance and efficiency throughout lamp life. Rated life 2,000 
hours. 60 to 1,000W in both standard and high voltages. 300W and larger 
sizes with all-mechanical Amplock base construction. Also in weatherproof 
construction, 500-1,000W 


With an amplex franchise, you have a lightiag line that will fill every special- 
ized lighting need. Your customers will know that you can meet their most 
exacting lighting requirements—so they'll look to you too as a convenient, 
dependable source of general-purpose incandescent and fluorescent lamps. 
Naturally, these bread-and-butter items as well as the high-profit specialties 
are included in the complete amplex line. CORPORATION 
And with an amplex franchise, you also benefit from better discounts and Dept. EW 1-57 

a comprehensive program of advertising, merchandising, and promotional , 


material. 111 Water St., B’klyn 1, N.Y. 


Write today for information on the amplex franchise and amplex specialties. 
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Long “standard equipment” in the auto service industry, 
Cordomatic products are being presented to the elec 
trical and industrial fields with advertisements regularly 
scheduled in over 50 of the trade books you and your 


A new, 

saving concept in 
portable lighting for 
warehouses, loading 
docks, construction 


i 
nd other uses 
jobs a a 


customers read most! They're high profit items, with 
dozens of industrial uses—uniformly high in quality, 
fully UL approved yet cost less than any items of 


their type on the market! 


BALANCE REEL 
For Electrical Hand Tonle 


Eliminates waste 


motion’ on produc 


tion lines makes 


tools instantiy 


accessible! 


x 
Coridaomalic Dept. ""V"’, 17th & Indiana Ave., Philadelphia 32, Pa. 


Write to your nearest Cordomatic representative for free illustrated brochure and price sheets on Cordomatic line. 


Horry G. Anschuetz Co Herma 
Philadelphia 3, Pa New Y 7, NY 


Gerdts 


Robert Dunn "Robert Haizlip C« 
Milwaukee 16, Wis ty 15, Konsos 
"John M. Fincke Co 

Los Angeles 31, California 

Joseph Freedman 

Philadelphia 50, Po 
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Everett Jones *The inde 
Cleveland OF 

L. Morris Landers ¢ 

Atlanta 3, Georgia 


nder Ele 


B i G N EW S A B U 
- We’re Pre-Sell ALL Your Custom On 4 
We’re Pre- ing Four wu ers Un 
Electrical Reel Products! 
| 

DROP LIGHT R 
| 

“ 7 | 
J 

Woret @ Stock Available 
13 


ELECTRIC 


PACKAGING 
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KEEPS PROFITS 


means bigger portable 


r handling 
s new corru 


you with Royal’ 
individually packa 


Easier, faste 
gated 


cord profits for 
“Handi-Pak” (250° spools, 


in Master cartons! 


ged) 


new “Handi- 


Now .-- yov save time 
Pak” Cartons speed spool handling 0” both receiv 
ing and shipping: Master cartons simplify you" 
d multiple unit shipments, too! 
ORDER ROYAL ELECTRIC 


warehousing on 


ps IN NEW 


PORTABLE coR 
TONS NOW! ay 


EASIER STOCKING! 
‘ carton identification makes HANDI-PAK CAR 
promotes faster ss 


New Veye-opening 
stock control. ang 
2 “Wandi-Paks” | 4 “Mandi-Paks” 
(1000') 


shelf stocking faster, easier 
order processing, and rapid, accurate 
\ (500°) 
GREATER CUSTOMER SATISFACTION! per Master Carton | per Master Carton i 
Tuck type tOP> ~ a Royal First for cord cartons es 18/2 log) 18/2 
are easy to open and close eliminate messy | Bese. 
cutting and tearing. Here's feature busy con Type 16/2 type 3 
tractors and dealers will appreciate and one Type S) 18/4 \Type 16/2 
by which you con profit! Type 3 Type 18 
Type SJ 16/4 Type 5jO 18/3 x 
Type 5jJO 14,2 


Type sjO 18 4 
Type 16 


Type 16 


y CORPORAT 
IEF, PAWTUCKET * RHO 
— DE ISLAND 


Manufacturers 
of 
WIRE + CORD SETS + FUSES Ww 
IRING DEVIC 
ES 
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YOU GET 
SOMETHING 


WITH 


BRYAN 


Better Contact...Longer Wear...Easier Installation 


Ihe redesigned Bryant 6142 Outlet eliminates loose-fitting cap 
blades. New floating, double-sided contacts grip cap blades se 
curely at all times, even when cap is inserted or removed at 
angle. Insertion of wire in terminal spring grip does not spread 
contacts. Integral snap lock buttons hold cap blades securely, 


reduce contact wear 


Pius BRYANT installation Time-Savers 
Captive mounting screws speed installation 
Spring grip terminals speed wiring. Simply insert stripped end of 


conductor in hole and connection is completed. Wire strip gage 


Pius These BRYANT Quality Features 
Compact body design allows more wiring space inside box 


Safety construction no exposed current-carrying parts. 


No, 814e@ ‘Cutier Stronger, straight-through yoke with scored plaster cars 


rf Rated 15 amperes, 125 volts 


THE BRYANT ELECTRIC COMPANY 
Bridgeport 2, Connecticut «+ CHICAGO + LOS ANGELES —" 
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CONTINENTAL pre-fabric ited Plug 
Duct systems slash non-productive labor 


costs by quickly and easily providing 


power to relocated machines. Wide variety 


of fittings and accessors illows instal 
lation in any plane or direction. Copper 
or aluminum conductors are standard on 


all sizes. 


Standard lengths and fittings immediately 
available from authorized distributor 


stock or factory warehouse 


for areater elec 
@ Completely Safe 


and mechoar 


@ Fast, Easy Installation 


@ Plug-in Every 12 Inches Compare for yourself 
@ Low Syst Resist 
ystem Resistance Write for detailed 


@ Up to 100% Salvagability 


specifi ations toda 


CON I] N EN TA L ELECTRIC EQUIPMENT CO. 
—s General Offices 209 West 4th St., Cincinnati 2, Ohio 


Manufacturing Plants in Ludiow, Ky. and Tampa, Fla Sales Eng 
y 
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| in MINUTES not days 
| 
AT HALF THE USUAL SPACING 
‘is ike 
- 
wa 4 neering Offices | Principal Cities 
7 


Insulated 


Connector 


Cross section 


#100 
Cutter for ‘A, % 
and 1” E.M.T. 


“BM” #1000 
Holder for A, % 
and 1” E.M.T. 


“BM” #607 


Ya" 


“BM” #600 


Changeable Jaw Indenter 


Briegel Rain-Tight E.M.T. Compression Fittings 


SIZES FROM 


to 2” 


SIZES FROM 
to 2” 


Briegel Representatives 
from Coast to Coast 


4, H. Akerman 

B13 Sistina Avenve 

Coral Gobles 46, Florida 

Phone: Mohawk 7.3864 

Harry C. Andrews Co. 

5440 Gravois Avenve 

St. Louis 16, Missouri 

Phone: Hudson 1.7373 

Crescent Electric Sales Co. 

1800 N. Humboldt Blvd 

Chicago 47, Illinois 

Phone: Albany 2-2600 


Cunningham Electric Ce. 


843 South Front Street 
Philadelphia 47, Pennsylvania 


Phone: Lombard 3.3660 43.3109 


J. Crews 
1725 Arlington Road 
Richmond 20, Virginia 
Phone: 4.2273 

~ 
Curtis Sales Corporation 
323) Warrenville Center Rd. 
Shaker Heights 22, Ohio 
Phone: Skyline 2-0225 


Herbert L. Jones 
745 Ohio Piver Blvd 
Pittsburgh 2, Pennsylvania 
Phone: Linden 1.6684 


Al Levin & Associates, Inc. 


1200 So. Peters Street 
New Orleans, Lovisiana 


Phone: Tulane 8480 & 8489 


H. A. Maggiore & Son 
15 Carleton Street 
Cambridge 42, Mass 
Phone: Kirkland 7-4954 

Ernst F. Hauch Co. 
1282 Folsom Street 
San Francisco 3, California 


Phone: Hemlock 1.1828 


R. C. Handy Sales Co. 

4811 Excelsior Blvd 

Minneapolis, Minnesota 

Phone: WAlnut 6.2939 

L. D. Hood Sales 

1133 West 8th Avenve 

Denver, Colorade 

Phone: Acoma 2-800) 


A. Lee Clifford 

1801 West 18th 

Indianapolis 7, Indiana 

Phone: Melrose 6.4449 


Walter Nash 
2101 Tula Street, 
Atlanta, Georgia 
Phone: Elgin 8071 


Rutkin Electrical SalesCo. 


935 Stanford Avenue 
Los Angeles 21, California 
Phone: Tucker 12244 5 
Valkus-Kissel 
1711 Kelly Street 
Dallas |, Texas 
Phone: Hamilton 8.7388 


W. W. Wheat & Son 

2219 4th Avenue 

Seattle 1, Washington 

Phone: Seneca 6222 


Arnold J. Young Co. 

12600 Hamilton Avenue 

Highland Park 3, Michigan 

Phone: Townsend 9.50804 1 


J. Martin Company 
150 Nossou Street 

New York 38, New York 
Phone: Worth 4-6270 


SIZES 
Ya", Ya", 1", Wa" 


All indenter Fittings ere 
Approved as concrete-tight and 
all Compression Fittings os rain- 
tight as well as for general use 
(File Card £10863). Also comply 
With Federal Specifications 
W.F~406. 


GALVA, ILLINOIS 


METHOD 
T00L 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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“Berns Air King push-button hoods 
and twin blowers 


M. Gdwerde Pree 
Béwards Construction Oe. 
Chrcage. 


Like so many other leading builders and contractors, Mr. Edwards 
has fouad the beauty, and outstanding perfermance of Berns Air King 
Hoods ard Fans of real help in eelling home prospects. Berne Air 
King Hoods combine push button convenience and many other ad. 
vanced features in a complete selection of niodels for every type of 
installation, Put the extra “sell” of Berna Air King Ventilating Range 
Hoods in your kitchens—at no extra eat 


are more attractive, icvent, cost less 

in appearance, in performance, in valve, there's no bathroom fan te equal Berne Air 
King. The beautifully styled grille ore triple pleted chrome to resist the effects of heat 
and mobture, stay aparkifag new for Continugua duty, waterproc! moter and 
preseure blower biade insure quieter, more effiion: service for years. 115 CPM. Can be 
exhausted into ati, between juists of out sidewall, Extonsion arm allows installation 
without heading in. Fall year gunrantes, Model .. List pride $24.75. 


Write for Fee Kitchen Fan Venthoting Mood 
BERN SORPORATION 
080 ROCKW LE CHICAGO 18, 
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Cell 


APPEAL....... 


APPEAL....... 


APPEAL....... 


BOOTH 496.498 


A complete selection 
of floor displays 
window and store disploy 
material, newspaper ads 


and stuffers, available 


mur FREE COPY Air King 1957 
AIR KING CORPORATION + 3050 NO. ROCKWELL STREET, CHICAGO 18, ILLINOIS 
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New! “Dual-Diffuser’ Louvers—slimmer, modern design 
~richer, more striking styling. The fon line you'll be | 
proud to display and sell in a complete selection of if 
Window, All Purpose and Fan Mobile models 


\ 
BEPNS AIR KING SMPERIAL DELUXE. Electrically WN iN 


reversible, 3 speed push button control avtomotic —— 
thermostat, 20” model. Has new * dual-diffuser 

louvers and capacitor motor. Golden control panel Al 
with ivory louvers and beigetone finish. The first window ~. 
ventilator that actually adds beauty to any room 

5 year guarantee. Model AV20PN. List Price $69.95 


More models incorporating Automatic Thermostat—Push 
Button Contro!—Electrically Reversible operation Now 
you can offer your customers all the most wanted features 
in a wider variety of America's finest fans. Disploy Berns 
Air King and watch prospects sel! themselves! 


— 


Mant 


eet 


BERNS AIR KING ALL PURPOSE FANS. Available 
in 20” and 22” sizes all with Retractable Control 


Handle incorporating automatic thermostat and 3 
speed push button controls. ‘‘Dual-diffuser’’ louvers 
and 5 yeor guarantee on all Models. Two models 
electrically reversible, one manually reversible. Swivel 
stond extra on all models. All models come complete 
with side panels. Series 7 List prices from $59.95 


Sell the best! Berns Air King fans rated first in quality and 
performance by America's leading independent consumer 
testing laboratory.” There's o size, model and price to meet 
the needs of every prospect. You can feature o Complete 

5 Year Guarantee on \7 different Berns Air King Fans! 


BERNS AIR KING ECONOMY MODELS. Greatest 

fon valves you can offer! Famous Berns Air King quality 
in a 20” electrically reversible window ventilator. 3 speed 
push button control. Handsome ivory finish. 5 yeor 
gvorantee. Mode! SQ 20P6 (illustrated). List Price $49 95 
Straight exhaust mode! $Q720. List Price $39.95 
MULTI-PURPOSE, PORTABLE WINDOW FAN MODELS 

14” Model RAI4. List Price $29.95. 20” Model RA20 

List Price $44.95 

“All Purpose Fans Mode! RA20~ 20 


ws 
14, 


WINDOW FANS MOBILE FANS FLOOR FANS DEHUMIDIFIERS 
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Boost Profits During Big January, February, 
Starts 


NOW ’S THE TIME for you to see that your dealers are it’s an ideal time to promote a profitable item like light bulbs 


well stocked with new G-E Coloramic Bulbs in all four exciung With extra-profit Coloramic bul irem, dealers 
colors Sun Gold, Dawn Pink, Sky Blue and Spring Green will sell more other type bull 

tarung January &th, and continuing through March, General The General Electric Colo ( ilb market is tremendous 
Electric follows up its tremendous November announcement 17.500.000 homes —a sales potential of $71,000,000 to 
campaign on G-E Coloramic Bulbs with a sy ecial promouon light and decorate Living rooms alone! 
to bring customers into your dealers’ stores Make sure your dealers get their share of this profitable 
The Coloramic “blitz” 1s tamed just nghe for che peak bulb business. See that they're prepare ! for this big promotion with 
selling period of the year. With Christmas promouons over plenty of G-E Coloramic bulbs and other G-1 bulbs as well, 


NEW/ SB 
coloramic 


BULBS 


Redeourate witht taht 
for as little 44.16 @ room! 


Flatter yang the whole ton : 


COLORAMIC DISPLAYS—a variety of display material in TELEVISION General Flectri: le ABC network TV 
cludes counter and window displays featuring the “G-E Color show “CHEYENNI Bulbs Jan. 8, 15 
amiuc treamer;rs package tuck mis and counter kel 12. Mar { ter-c ner drama attracts 
demonstrator to show how all 4 colors aftect comple Kions and some 000.000 viewers ry ay. Watch W 
furnishings. Your G-E lamp sales district office has them for you 


after 
ednesday's bulb 


grow—tf your are stocked tor 


action, 


FULL COLOR PAGES in LIFE, SATURDAY 


POST, and BETTER HOMES & GAR 
ruary and March follow iy he | Ni 


EVENING 
DENS in January, Feb 
vember introducuon of 
Coloramic Bulbs i¢ G-E Coloramu Girl and the 
decorative etfects of each of the 
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priced General Electric 


March Promotion 
January 8th! 


SUN GOLD 


ONLY G.E. 
OFFERS FOUR 
PASTEL TINTS 

TO CHOOSE FROM 


DAWN PINK 


4 BULB PACKAGES 
distinctively colored t 


vely 
| 
color and help dealer 


or two, 


GENERAL 
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thoroughbred name! 


There's a 


th, 
Ay 
BULL DOG TAPE 


for every purpose 

© FRICTION You sell tape without effort when your cus- 

tomers see the famous BULL DOG name. And 

* RUBBER BULL DOG'S blue-ribbon performance brings 

them back for more! Smart packaging attracts 

* PLASTIC the eye — keeps stock fresh and new. Self- 

service dispensers and multiple-unit containers 

make volume sales easier, too! Put BULL DOG 


Tape on your “want list” now! 


Sold only 
through verified 


wholesalers 


Another quality product of 
BOSTON BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 3, MASSACHUSETTS 
Also manufacturers of Garden Hose - Nozzles - Matting « Stair Treads 
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smart modern appearance 


helps make CHROMIALOX Electric Baseboards the Quality Line 


Homeowners are quick to appreciate 
the clean, streamlined styling of 
Chromalox Electric Baseboard 
Heaters .. . and their smooth, un- 
cluttered flow from wall-to-wall and 
around corners. 

With factory-primed surface, 
they're ready to paint in any color 
desired. No need to convince Mrs 
Homemaker that one of 27 shades of 
white or other factory colors “will 
look just fine.” 

The top-front warm air discharge 

another Chromalox quality design 
feature—avoids messy wall streak 
ing . . . makes the world’s cleanest 
heat just that 

The baseboard idea itself is strict- 
ly a quality heating idea. None other 
gives the genuine comfort of base 


boards that put heat along out 
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side walls and windows where most 
heat loss occurs 

And the silent, finless Chromalox 
strip element cannot catch or char 
dust, dirt and lint, will never sag 

Available in four practical lengths 
Two adjacent connections wire-up 
16 feet of heat. Simply attached and 
connected. Wiring from bottom, 
back or either side. Built-in thermo 
stat and convenience outlet sections 
also available 

Write for more details today 
mention Bulletin BOOA 


Edwin L. Wiegand Company 
RESIDENTIAL HEATING DEPARTMEN' 
7595 Thomas Boulevard, Pittsburgh &, Pa 


Heat Better... Electrically 


| 
| 
md 
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Now! Over-all electrical protection—one main 


A. Single-row panels feature one 
factory-installed main disconnect... are 
available in capacities of 70 or 100 


amps with space for 12 or 18 circuits. 


B. Double-row panels feature two 
factory-installed 70- or 100-amp main 
disconnects for 140 or 200 amps capacity 


with space for 24 or 36 circuits 


C. Separate 70- or 100-amp enclosed 
Pushmatic main disconnects are used 
when the branch-circuit panel is located 
at any distance from the service entrance 


(Fig yre 'C" shown blown up for clarity.) 
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New 70- and 100-amp Pushmatics bring 


Safer Electrical Living! 


It's here . . . maximum protection for service entrance conductors! 
maximum protection for all branch circuit wiring! maximum protection 


for lamp and appliance cords! 


This over-all protection for everything electrical in the home is made 
possible and practical with the new 70- and 100-amp Pushmatic circuit 
breakers. Here's why 


The new main disconnect breakers for every |O0 amps of service prevent 
overloading of service conductors. The thermal bi-metal operation of 
Duo-Guard Pushmatics” prevents overloading of branch circuit wiring 
The exclusive solenoid-magnetic operation of Pushmatics gives maximum 
protection against short circuits caused by faulty cords. Offer all this 
plus push-button convenience. Call your BullDog field engineer. 

BullDog Electric Products Company, Detroit 32, Michigan + A Division of I-T-E Circuit 


Breaker Compony + Export Division: 13 East 40th St. New York 16, N.Y. In Conade 
BuliDog Electric Products Co. (Canada), Limited, 80 Claysen Bd. Terente 15, Ont 


New IT'S DIFFERENT. . IT'S GETTER 


BULLDOG 


ELECTRIC PRODUCTS COMPAN 


| } | | | \ 
‘ ‘ i \ 
f 1 0 f i 
disconnect for every 100 amps of service a 
‘ 


PROTECTION 6-6 ON THE RAILS 


FOR YOUR 
WIRING PROTECTION 


Standard-threaded rigid steel conduit is 
the only wiring system approved today 
by the National Electrical Code as 
moisture-, vapor-, dust- and explosion- 
proof for use in hazardous locations and 
occupancies 


Permanently safe wiring systems today demand the use of Youngstown 
Buckeye full-weight rigid steel conduit for positive protection from dam- 
aging elements such as water, moisture, vapor, dust and dirt. Jt’s been 
the accepted standard of architects, contractors and owners who have 
found over the years its higher quality and longer service life spell in- 
creased profits and less trouble on-the-job 

Users across the nation consistently report Buckeye Conduit is easy to 
fabricate—easy to fish wires through—-and guarantees trouble-free in- 
stallations because of its excellent corrosion resistance 

Leading distributors in every industrial and electrical market are ready 
to serve you quickly from their ample stocks. They're as near as your 
phone—why not call now” 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 


General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 


Ask your distributor for 
Youngstown Buckeye Full 
Weight Rigid Steel Conduit 
and 
Youngstown Electrical 


Metallic Tubing. 
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time 
NEW, SUPER 


SERIES 3000 


CAT. NO. 


ONE out of every THREE valuable wiring 
seconds SAVED, thanks to Hubbell’s new 
screwless PRESSURE-GRIP terminals. This 
exclusive cost-saving and labor-saving idea 
completely eliminates the conventional “‘wrap 
around— screw down" binding post method 
Wire ends are simply pressed into their in 
dividual pockets and are locked securely when 
the dead front section 1s positioned Tests 
prove it’s the safest, most secure, most fool 
proof connection there is. Remember, it PAYS 
to have GOOD CONNECTIONS. Hubbel! 


connections, that is 


Use knurled sec 


tion on shell as 


strip gage. Insulation 
left on wire end 
{J simplify insertior 


containir 


Judge approxi eact insert dead front 
mate wire length ductor outward nto keyed shell 
snip off excess o~ nto its jividual nd engage the two 
pocket and press firm cl ecurély by 
y into place tightening each screw 
alternately unt ati 


are firmly seated 


Bridgeport 2, Connecticut 
State and Bostwick Streets 
Chicage 7, tlineis 
17 South Sangamon Street 
Los Angeles 13, California 
103 North Santa Fe Avenve 


DEPT. D RIDGEPORT, CONNECTICUT Sen Frencisco, California 


1675 Hudson Averve 


Datlas 7, Texas 


FACTORY WAREHOUSE LOCATIONS ASSURE NATIONWIDE STOCK AVARABHLITY 1111 Oragon Street 


SEWN) 

| — 3321 ie 

\ CAT. NO. 

AX, 

| 

| \ | 

sert ductors into ly, tighten cord clamps 
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NEW 3° and 4” 


featherweight henders 


FOR BENDING UP TO 3” PIPE 
S-159 «a 
driven 
a 


hand 


sortment with electric- 
hydraulic pump or 
sortment with hydraulic 
for 14, 1%, 
diameters 


pump 
» and 3 


FOR BENDING UP TO 4” PIPE 
Model S-140 assortment with 


driven hydraulic pump 
1%, 2, 2} 31% and 


electric 
For 1A, 


4” diameters 


FOR BENDING UP TO 4” PIPE 
S-157 assortment with P-85 hy 
hand “pump for 1%, 

3, 34% and 4” diam 


draulu 


ALUMINUM REMOVABLE TOP PLATE “LOCK 
ON” SHOES shoes on ram 
imp and 


threading of 
insert 
from 
aide 
bolt 


them mn 
quickly po 
muscled in from 


quick lock 


place 


position 
look itioned 


Pipe i 
than 
in fap 


pin 


GAUGE 
and time- wasting 
degree of bend 
constantly view 
bender 


Stop 
rather 
measuring in 
The exact 


(,auge 1 


lop plate h 


ALUMINUM ALLOY FRAME 
STRENGTH WITH LIGHT WEIGHT! 
vet light 


strong urprisingly 


means greater portability 
floor 
Smooth 
factory like 
time and 
ell 


easiest Use 


Keep 


on bench makes overhead 


action turn 


form makes 
materials 


The new 
fastest 


ngs im 
manufactured 
by far the 
the market 
happy too! 


today 


full 14 
troke 
in the 
faster 


RAM 
bene 


in one 


LONGER-STROKE 
1 Make 

with onl 


NEW 
moh trave 
etting of the 


ome pipe 


bends 


forma up to 


gues 
controlling 
angle of bend is 

mounted 


electrioan 


work 


AND SHOES 


weight 


and 


embly 


bending a 


compared to 
Blackhawk 


bender on 


crew 


Hydraulic 


Porto-Power™ 
Benders 


Electrically 
Driven Hydroulic 
Pumps 


BLACKHAWK bends prove 


Pipe 
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bender! 


NO W! J Make 90° bends in 1%” through 3” pipe 
in one pass!* 


boost ever for wholesaler 


Man, here’s the BIGGEST 
profits! It’s Blackhawk’s new 8-139 featherweight 
aluminum pipe bender! It’s a natural equipment sales 


opportunity demanded by the booming $3,500,000 
000 electrical construction market a hydraulic 
bender that has everything! 

Self-selling 103-pound ready-for-work portability 
— one-bite, 90° bending for 114" to 3” pipe 

And, you can’t miss with these Blackhawk sales 
advantages. Moderi: electric-powered hydraulic pump 
models pay for themselves in 35 bends! Save up to 


75% over cost of manufactured ells! 


Stock sell profit like never before with 
these feature-crammed Blackhawk’s! Sell the on/y 
complete bender line for 14"-2” thin-wall conduit 


14,"-4" rigid conduit and pipe. Call your Black 
hawk man today! He'll give you complete profit 
details 


Only 3 quick set-ups needed for making 3 and 4 


Whopping big 77% bending cost 
saving with BLACKHAWK Bender! 


Foreman Norman Melder, using new Blackhawk ele« 

tric-powered hydraulic bender aved 77%, forming 
314%" conduit compared to cost of manufactured 
ells! Melder says, ““We recently installed 65,400 feet 
of conduit for wiring systems in a medical center 
Our Blackhawk bender not only saved time but money 


too. Here’s a record of how much we saved on variou MR NORMAN MELDEP CHARLIE JOHNSON 
° Pr 
sizes of conduit compared to the cost of manufactured Ge 
hends 
We saved 67°, on 2" diameters! 
W 168%, on 21/,” diameters! 
We saved 72°), on 3” diameters! 


We saved 77%, on 31." diameters! => WANTS TO SEE YOU! s 
That’s why we're sold on Blackhaw Ane vat’ 


why every Blackhawk you sell brings in new cu 


omers. They are their own be alesmen one 0 — “~ 
best sal ORCHARD 1-4000 EXT. < 


your best profit sources! 


BLACKHAWK 


Milwaukee 46, Wisconsin 


Hydrau! 


{OO Doggy Knock-Out Gouge-Equ pped 
ae) ) Punches Jocks 


BLACKHAWK’S best! 


January, 1957—ELECTRICAL WHOLESALING 


ing 
a 
| bad 
om 
3! 
£ 
sin 
Blackhawk Mfg. Co. Dept. P-44 17 
Hydrau Jocks 
& 
31 


Every Day 


More and More 
ELECTRICIANS 


Are Using 
BUCHANAN 


pres-SURE-connectors 


A single Buchanan pres-SURE-tool, with only 2 sizes of Splice Caps and Insulators 
and only one size Termend lug, handles all normal circuit wiring requirements. (Splices 
from 2 / 18's thru 3» 8's or 2 /6's,—terminates from 1 /16 thru 1 #8) 

No other single tool has so broad a wire range. 


No other splice insulation is as easily and quickly applied. 


Write for distributor information on pres-SURE-connectors 


and other acceptance-proven Buchanan products. 


act 

CORPORATION 

HILL NEW JERBEYV 


x 


Representatives in principal cities throughout the United States and Canada ae 
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“$175 freight for $160 worth of cable... 


but the contractor’ll save thousands!” 


(poh almost the tail-end of a story the other end and then, questioningly, The “voice” was that of Leslie Gilbert, 


that began three days earlier in New “By the end of the week, George? Look Portland Electric and Plumbing Co, The 
York when George Jacobs, Circle execu there’s a hydro-electric project out here project was The Dalle Dam on the 
tive, answered his phone. Contractor on the job needs tt wire to Columbia River. The i} ntractor was 
on ow volt e \ ette nad té ‘ 

“George?” the receiver cracked ur h up menow, 9UU el Co, The 


nr er ‘ of the | ¢ ble lon? 
gently, “I’m in a jam. I need 2500 feet ipplied instead of tl 1000 voit stull RR i ' le all vas made, 
- the gvovernme t pec allied for.” and the ) ol ays 
of RR cable in a hurry he governm | called for hipped, and I in four day 
Another emergency, thought Jacob for a atl WI Becau t's 
ol to be fir ed t thar « 
resignedly. “Sure, but why all the ex Ph ! ( etocu 
citement about 2500 feet of RR cable? wares gundt the) ner rvi 
We'll get it out in the morning. a Severe penalty Cause eact pol ilt of a 
cy, vat 1 by the contractor I've looked all over flexible ry A I it of ympathy 
“You can't,” said the voice on the this state for 1000 volt. 12-1 stranded. 1 with “red tape” and “stuffed shirt 
other end of the line anxiously. “It’s a can’t find any. Now it’ te ' pon 
‘ , ’ ay ak > ” nye tnt igh a Cirele 
special, you'll have to make it up 
‘or a briel moment there i lence tr pest assur 
“What?” sputtered Jacobs excitedly on the phone. Jacol could hear the ance of ! ite plies quickly and 
wan me 0 up a equip +} nt +} nu thy is 
“You t to t p all that equiy other’s faint bres ome three t den de ' o the site. Specify 
ment for 2500 feet of RR cable? When and miles distant. Finally he said, “All rn ge npn? Circle Wire and z 
” 
do you need it? right, we’re wasting time. Let me get Cable Corp., 5500 Maspeth Avenus : 
here was an uncomfortable pause on tarted. You'll have the cah's« in a week.” Maspeth. New York. Dept. C 1 : 


@@ WIRE & CABLE 
a“ theidiary of 
w@c Cenno Pasco 


CORPORATION 


; New Wiring Calculator — FREE! 


end today for this 


handy useful 


wir g@ aid. Gives 


conguit sizes, am 


perage capacities 


PLANTS: Mospeth ond Hicksville, N.Y SALES OFFICES: In all principal cities 


and helpful moter 


running dala. 


RUBBER COVERED WIRTS & CABLES VARNISHEO CAMBRIC CABLES PLASTIC INSULATE ABLES NEOP@ENE SHEATEO Cas 


= 
> 


more profits for you 


from realistic discounts 


more satisfaction for 


Yes, Linemaster, internationally known and nationally advertised, has 
added 40 models in two contact types and 4 classes. The new 
Linemaster Hercules heavy-duty industrial switches are rugged 
with cast-iron enclosures, safety-guards and minutely adjustable 
pedal position trip point. Ideal for use in the electrical and electronic 
fields (riveting machines, welders, motors, solenoids, relays, sound 
systems, presses, machine tools, etc.) and as pilot devices in con- 
nection with control circuits of contactors or starters 

Yes, the new Hercules switches are fitting companions for 
Linemaster’s 


NAUTILUS, waterproof, dustproof, oilproof, rustproof 

LINEMASTER JR., for women workers 

LINEMASTER SR., treadle type operated by foot or knee 

LEKTRO-LOK, small, sensitive, safe, teeter-totter 

CLIPPER, rugged 2-contact type ‘Momentary or Maintained 
COMPACT, small, light with 4-way operation (foot, finger, knee or elbow 
CADET, compact, non-skid rubber based, operated easily from any angle 
TREADLITE, compact, versatile, two switching operations in one treadle 
THE EXECUTIVE, on-center pivot action for two switches in one 


And, Linemaster’s realistic discounts add up to strong jobber profits... 
even increasing profits! Yes, you could ask no better ... profit no more 
® Write TODAY for detailed information 


LINEMASTER SWITCH CORPORATION 436 — Terrace, Woodstock, Connecticut 
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Another multiple product Job 


HOUSTON 


a | | | Everything’s BIG in Texas ~— 


and now Houston has added another BIG 
$17,000,000 Building of Bank of the Southwest Opens [ts Doors 


2,103,500 of TRIANGLE WIRE AND CABLE 
322.980 of TRIANGLE CONDUIT 


hat's how much top-quality Triangle footage went into the building. A 
~izeable order, by any standards, and delivered on time 


Tri igele Distributors are able to meet deadlines on big orders like this 
because Triangle’s 100% distributor policy means production is geared 


to distributors’ needs, assuring them of ample stocks to meet heavy de 


livery schedules and emergencies. 


\nd every foot of Triangle material is top-quality because Triangle’s 
inanufacturing plants are equipped with the most modern production 


machinery and laboratory facilities available operated by men who 
know their jobs 


That's why those who know, specify TRIANGLE 
MUST BE RICHT 


Bank of the Southwest. Its lobby +d dl 
63,000 square feet, in the largest in ¢ a} le 
America. This ultra-modern building = | 
covers an acre and a half and rises ¢ «| ”* 
24 stories, The entire building is air « 
4 
conditioned by the largest electroni- da 


cally controlled system in the country 

ancuirect: Kenneth Franzheim 

enotneer: H. E. Bovay (mechanical 
and electrical) 


in centers 


GENERAL CONTRACTOR: W. 8S. Bellows 


CAL CO cTon: Fisk Elee- 
NTRACTOS Ny 


rane The Triangle Tradem 
Trode Mark Ever expanding plann is your of quality 
of TOP Quolity 


TRIANGLE 


NEW BRUNSWICK NE 
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Let's take a Quick Look at TRIANGLE 
TRIANGLE 
Up to date research a 
sie 
RIANGLE 


/ Jefferson Constant Wattage 
+ Mercury Lamp Transformer 


New Hlectrically—New Mechanically 


Stocking Requirements Cut in Half. A new, 
slimmer shape and new mounting accessories 
make it possible to use this one transformer for 
aerial, pole top, or pole base applications 


Easier Handling in Warehouse and on the Job. 
A one-inch reduction in diameter further sim- 
plifies the stocking problem and combines with 
the new threaded pipe nipple for easy, fast 
installation 


Improved Lumen Maintenance. Engineered to 
produce a better starting current wave shape for 
smooth, quiet starts; plus an operating lamp 
current crest factor which meets a// lamp manu- 
facturers’ requirements 


Dependable Operation. Designed and tested 
to provide: 

1. Constant lamp wattage of +2 
range of +13°, 


over line voltage 


2. Automatic compensation for line voltage variations 
and line drops 


3. Positive cold weather starting down to — 30°F. 


Maximum Versatility. Designed for use with 
AH-1, EH-1, JH-1, and a// similar 400 watt 
lamps. These transformers are compensated | ke 
light output in ar urning po 
lamp manufacture ecificatior 
For full details and experienced engineering recom- 
mendations, contact your Jefferson Representative 
or write JEFFERSON ELECTRIC COMPANY, 


Bellwood, Illinois, today. 


Jefferson Electric Company 


BELLWOOD, ttttinotse 
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He’s reaching for... 


the BEST 
ELECTRICAL 
TAPE... 


i 


Yov 
To g TAP ACCURATE TAPE 


M FRICTION, RUBBER SPLICING, ACCURATE MANUFACTURING COMPANY 
and PLASTIC TAPES Gartielid, New Jersey 
LARGEST EXCLUSIVE MANUFACTURER OF ELECTRICAL TAPE 
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Sylvania’s VHO lamp makes possible more light per foot from fluorescent lamps 


Produces more than twice the light output 
of conventional 40 watt lamps! 


Sylvania Research conquers Heat and Pressure— 
two major obstacles to more light per foot! 


The VHO-lamp represents on entirely 
new concept in lamp design—on en- 
tirely new way to get more light per 
foot from fluorescent lamps 


achievement possible 
developed 
and combined these vital features 


1. New “Pressure Control’ Center. The 
specially developed, exclusive in- 
ternal end construction of the VHO 
cool spots’ at each end 
which allow mercury to condense 


To make this 


Sylvania engineers have 


lamp creates 


2. Neon gas replaces Argon. Sylvania 
discovered that Neon actually gives 
far greater efficiency at higher watt- 
ages than the conventional Argon 


3. Use of standard T-12 bulb. The 
popular T-12 bulb permits maximum 
effective production and use of ultra- 
violet radiation within the tube 


4. The Patented Sylvania Rapid Start 
System. This development for fluores- 
cent lamps keeps filaments warm dur- 
ing operation of lamp, and encourages 
effective electronic emission from fila- 
ments at all times 


4 


Iw APPEARANCI , the VHO-25 is a standard 4-foot T-12 lamp, 
yet it produces more than double the light output of 40-watt 
fluorescent lamps made until now. 

Due to the substantially greater light output of the Sylvania 
VHO, High-Bay Industrial Fluorescent lighting becomes 
practical and economical. In Low Bay lighting, VHO lamps 
will; in many cases, prove more economical because fewer 
fixtures are required. 

VHO lamps are also a new and practical answer to better, 
highly efficient street lighting ... use a minimum of lighting 
units of less cumbersome size. They are also particularly 
suitable for other outdoor lighting applications such as store 
fronts, service stations, and floodlighting of outdoor indus- 
trial or commercial areas 

If you are considering plans which include lighting for new 
construction or modernization, the new Sylvania VHO 
fluorescent lamp will be of particular interest to you. For 
complete details consult your local Sylvania Representative, 
or send today for your free folder about the revolutionary 
Sylvania VHO Rapid Start Fluorescent Lamp. Write to: 


W, Salk 


SYLVANIA 


LIGHTING RADIO 


38 


TELEVISION 


... fastest growing name in sight 


ELECTRONICS ATOMIC ENERGY 
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Now distributors can sel! an I-T-E “Power Package” 


Authorized I-T-E distributors can clad and low voltage switchgear: and 
sauisfy most requirements of electrical individually enclosed large and small 
distribution in 4 customer’s plant with air circuit breakers. And I-T-l ld 
an I-T-E “Power Package.” It includes engineers are available to give t 

engineered products such as primary cal advice on specific applications of 


and secondary unit substations; metal- I-1-f Power Package 


I-T-E CIRCUIT BREAKER COMPANY 


19th & Hamilton Sts., Phila. 30, Pa. 
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One in a series to emphasize the economy of Electrical Wholesale Distribution 


"Shucks, Rajah, this is nothing compared with the torture 
electrical users who buy direct put themselves through.” 


“Electrical Wholesaler Distribution reduces the Manufacturer's selling cost and thereby 
reduces the selling price of electrical supply material to the user. Therefore, our policy has 
been to distribute Thomas & Betts products exclusively through the Electrical Wholesaler.’’* 


IT'S THE MARK OF AN AUTHORIZED T&B DISTRIBUTOR 


THE THOMAS & BETTS CO. 


*Quoted from the T & B Plan of Wholesoler INCORPORATED 

Distribution. If you would like to know the 20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 

complete story of the T & B Plan, write THOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAi FITTINGS SINCE 18986 


LOOK FOR THIS SIGN — 


y, 1957 
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Striking New Building 


for a Twin City 
Insurance Society 


Latest addition to the growing Minneapoli 
Minn., business center is the beautiful new home 
office of the Lutheran Brotherhood, a fraternal 
life insurance society. This modern building 
boasts a number of unusual features, including a 
unique sunken garden and terrace, exterior 

walls of blue-green porcelain-enamel steel and 


640 windows of double-pane plate glass 


One of the requirements for this building v 
electrical system of the highest quality. That 
why Phe Ips Dodge building wire and paper 


insulated power cable were installed exclusi 


On every wiring job where top-qualit 

expert workman hip and experienced } 
are called for, it pays to rely on Phelps Dodge 
your Phelps Dodge distributor! 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: A: 
geles, Memphis 


Portiand, Ore 


January, 1957—ELECTRICAL WHOLESALING 


4 
+ 
‘ 2 
ba 
Pe 
3 
A = 
4 
3 
an 
tes 
ely 
rial 
how dad 4 
and 
anta, Birmingh A Boston, Buff 
Milwaukee, Minne New New b ‘ Pittsburgh 
pond, Rochester, Son Fr cattle, Washing? ¢ 
a) 


Select from this wide variety of 
interchangeable components: 


Ui 
Single pole, Double pole Convenience outiet 
3-way and 4-way switches 


Now, a newly designed series of devices that can be made up in combination  — 
and installed right on the job with a minimum of inventory and a maximum yi )) if 
of efficiency. Any combination of one, two or three devices on a single gang : AN. 


can be assembled quickly and easily. Each device locks into the strap with a Pilot light Push button 
twist of the screw driver ~ + 


With the Leviton Interchangeable Line, you get the devices you want in the 
combination that is right for the job. And these devices are also interchange 
able with other devices of the same type for replacement purposes 

Devices fit standard boxes and wall plates. Available in brown or ivory 
phenolic. Newly designed wall plates in metal or phenolic are simply styled, 
easily cleaned. Listed by Underwriters’ Laboratories 


Duplex and Triple outlets 


Your best jobs are done with 


LEVITON MANUFACTURING COMPANY BROOKLYN 22,N.Y. 
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ELASTIC — 
MOLDS TO SHAPE 


RESISTS 
SUNLIGHT 
AND WEATHER 


STICKS 
STAYS ON 


NEAT, THIN 
WRAPPING 
FULLY 
INSULATES 


CELLOPHANE 
PROTECTED 


Pant 
INS> 


é 


¢ Best SELLER FOR PLANT SUPPLY 


All types of GOLD SEAL TAPE Friction, Rubber, Plasti« 
ore packed in 10-roll cartons as well as single rolls 

Every roll cellophane protected, stays fresh 

Jenkins Bros., Rubber Division, 100 Park Ave., New York 17 


DEFIES WATER, 
DIAMOND SEAL 
Friction and Rubber Topes OIL, SOLVENTS 


also made by Jenkins Bros. 
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Your customers read th 


Rome ads sup 
effort. Its one 


of many to appear in important elec 


Hlere s just thr 


porting your owl 


trical magazines 

When you stock Rome FlexAll, you wet 
that 
branch circuit 
It's ideal for the 
of outdoor lighting jobs, tor example 
This is just the contractor 
customers need as their 
lling 


a cable you can recommend for 


ilmost: anywhere 


rground 
cable you 
thes 


youl sales 


by 
bigger outdoor lighting in 
stallations. And it's ideal for 
where moist and corrosive atmospheres 
prevail: for food ing plants 
dairies bre We»rles, mie houses cold 


busine SS and 


rire and 


locations 
proces 
storage and ice plants et 


aa 


Besides providing users with the 
many described above 
Kome FlexAll offers you these impor- 
tant benefits: 

« Smaller inventory — this one cable can 
do the job of many others. 

¢ Easy storage—packaged in cartons for 
neat, Compact storage. 

National advertising support 
Cable assists your selling effort by reg 
ular advertising in national trade mag 


advantages 


azines and other publications 
Single-conductor FlexAll is available 

AWG through 14 AWG 

Two- and three-conductor types come 


10 AWG to 14 AWG 


Boost your sales of multi-purpose cable 
by stocking up with Rome FlexAll 
Contact Rome Cable 
representative for more information 
or write to Department 345, Rome Ca 
ble ¢ orporation, Rome New York 


in sizes 4 


SIZES 


your nearest 


ROME CABLE 


Cc O R 


> Oo FPF A 


O N 
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we're so careful with 


‘Tu © UY) © fittings 


Yes... you, Mr. Contractor! Here at E.T.P. we 
are constantly on guard to protect our achieve- 
ment of precision and uniformity. And, more 
contractors are discovering Tubeweld’s uniform- 
ity every day. 

How carefully do we protect this uniformity? 
We inspect every piece! Unusual? Yes! 

We are as eager for total automation as anyone, 
but our reputation in this line is very important to 
us—therefore, 100% inspection on every fitting 


That's just one reason you should specify Tube- 

weld fittings; here are others 

¢ Oversized hardened steel set screws staked for 
permanency! 

¢ Uniformly flat connector shoulders assure per- 

fect centering in the box 


CONNECT WITH 
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¢ Rolled instead of cut threads for 54% 
stripping strength and 66° greater snapping 
strength according to an independent testing 
laboratory report 


yreatel 


Smooth, lustrous zinc finish and carefully 
beveled edges—your asurance of workmanship 
that is unsurpassed in the electric fitting field 


Tubeweld fittings are available in 42", %4" and 
1” sizes. They're carefully and smartly boxed fo: 
ease in shelving and identification. For descrip 
tive brochure and additional information, writ 
or cali 


ELECTRIC TUBE PRODUCTS 


A Division of Berger Machine Products, Inc 
74.16 Grand Ave., Maspeth (N.Y. C.), N.Y. DEfender 5-8000 


FOR ECONOMY 


are the reason 
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OKONITE’s 100% distributor policy 


1. Direct sales totally eliminated 2. Complete selection of splicing materials 

2. One price, one discount to all authorized distributors 3. Nation-wide advertising and technical sales support 
3. Protection against price change 4. Continued top quality in all products 

4. Well-defined return goods policy 

Plus these additional features that help build tape sales: 
1. Improved puckaging for easier handling, larger unit sales 


Like Mr. Hirschfeld, every Okonite Tape Distributor 


finds that it pays to be a partner in Okonite Tape sales. 
The Okonite Company, Passaic, N. J. 


OKONITE 


tare e a 
icin ta es 
TAPE 


3966 


‘Phe. 

ree 

m ccf | 

ott 

» 
a offers full protection for tape sales: 


Over 65 years of leadership in the wiring device field have taug 
the industry to look to Pass & Seymour for the Precision Man 

ing and Creative Engineering that means stronger, longe 
simpler-to-use wiring devices 


P&S SUPER AC SWITCHES 


Pass & Seymour-engineered for extra long life on HEAVY 
DUTY service. P&S Super Switches can be used at full 
rated « apacity on fluorescent, incandescent, and inductive 
loads, and can control motor loads up to 50 ol 

rating. Rated 15 and 20 amperes, 120 Volts A. 

Volts A.C 


P&S TURNLOK LINE 


Heavily armored caps sturdy, twe 

longer life. Easy back or side wiring 

20 amperes 2, 3, and 4-wire types Modern face 
plainly indicates ampere ratings on all receptach 


P&S POLARIZED DEVICES 


Extra heavy bodies and extra heavy metal parts with 
stand hardest wear for longer periods of time. All rv 
ceptacles have extra design features to make installation 


easy and quick. Available in 10 and 20 amperes — 2, 3 
and 4-wire connectors, receptacles and caps 


For wiring device quality, Every year, more Pass & Seymour wiring devices are sold. The 
always look for these out- strength, durability and, most important, the speed and simplicity 
standing devices. a of installation of all P&S products make them the specified choice 
bin —— Despard Line of electrical contractors everywhere. 

Roto-Glo® Switches 

Uniline® Wall Plates Write Dept. EW.22 for full listings and descriptions of these and all 
Alabax® Fixtures other types of wiring devices in the complete quality Pass & Seymour 
Complete line of Switches, line. For accuracy’s sake—order only by P&S catalog number. 


Outlets and Lampholders 
PASS & SEYMOUR, INC. 
® SYRACUSE 9,NEW YORK | ie 


Murray St., New York 7..N.¥. 1229 W. Washington Bivd., Chicago 
In Canada; Renfrew Elec. & Refrig, Co., Ltd., Renfrew, Ontario 
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steer 
steady 
lamp 
profits 
your 
way! 


One nice thing about selling lamps — 
they’re in constant use, constant 
demand. 


One nice thing about selling Champion 
lamps — they steer more of this prof- 


itable business your way. 


For Champions are sold only by 
selected suppliers like yourself. You 
get the steady, repeat business. It 
isn’t scattered amongst all your com- 
petitors as when you carry a line 


everyone else carries, too. 


So why let good lamp business roll 
right by? Get a bigger share and keep 
it by selling Champions — known for 
50 years for lasting lighting value. 


sell CHAMPION lamps CHAMPION LAMP WORKS 


DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 


CHAMPION 
lamps 
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RESOLVED! 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


Look for this label 
&] when you buy fittings. 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS + PIPE NIPPLES «+ ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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Jack Bauter 


gives the same < Personal attention 


from George Watts 
starts your mail 
orders right. 


prompt service for 
phone orders. 


Eddie 
ships them — 
and out they 
go—pronto! 


4, 


«< Joe Kernell 
approves your 
credit. 


) Ray Stradal 
purchases material 
to fill your 
orders 


engineers the 


ceiling layout designs. 


From sale to shipment— your ‘ Cliff Winkler 
orders receive fast, efficient handling by - , schedules the orders. 
your friends at Guth. They 


take pride in “delivering the goods”. 


It's a matter of team work. There's no time-wasting red tape, 
no unnecessary delays. All orders are processed 
in one smooth, continuous operation that spells 
unsurpassed service in the industry; a tradition 
that has been established by Guth since 1902. 


LIGHTING SINCE 1902 


ELECTRICAL WHOLESALING—Jenvary, 1957 


: 

-> 

time 
a 
S 
2 CON 
wit 
TRUS 
TED NAME IN 
50 
Aa 


Get quick service for a large number of different 
connection and wiring jobs with BLACKBURN’S Cross 
Tap Clamp. 


Re pay @ Eight connectors accommodate cable sizes from #6 
nd-to-En Connections to 1000 MCM. 


@ Made of high strength copper alloy; silicon bronze 
bolts; phosphor bronze shakeproof lockwashers. 


@ Rounded edges for easy taping. 


@ Greater wrench rotation with either end or socket 
type speeds installation. 


@ Available from Electrical Distributors everywhere. 


Also available completely tin plated for general purpose work. 


35 Madison Street © St. Louis 6, Missouri © Phone MAin 11-2821 
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VERSA-LUX. 


There's unmatched versatility in this neu 
Versa-Lux family, together with a designed 
in simplicity of straight-line styling that will 
satisfy any lighting need 

Wide unbroken surface planes, made pos 
sible by rigid hinged steel doors, provide 


maximum visual continuity. Doors with 
center mullions are also available to provide 
a greater selection of media 

widths for two, four 


Versa-Lux—in two 


and six lamp s now available with these 
lens and panel closures 

Holophane Controlens" #6016 
Flat Flat Dished 
Crystal, Corning #93 Alba-Lite, Polystyrene 
Plastic 


louver, or Flat 


glass and plas‘ic 
Lo-Brite! 
9016 


Piastic, Crystal, 


Kgg-Crate, Honeylite" aluminum 
Acrylic Plastic 


with fine-ribbed plastic 


all of them 


side panels. Versa 


Lux installation is simple and versatile; 


maintenance is minimal 


No matter what kind of lighting you’re 
looking for, at whatever price — Versa-Lux 


the answer, for its <=) 
| | 


versatility is limited only by 


can be 
your own imagination, and its 
price is set to meet any budget. 


* Rapid Start only 


cueTis 
4 


IGHTING 


reque at 


| rad Lua 


specifications available on 


wHolophane Co., Inc. ®Hexcel Products, Inc 
CURTIS LIGHTING, INCORPORATED 
6135 West 65th Street, Chic ago 38, Illinois 


Versatile Versa-Lux/install them direct-ceiling-mount, par- 
tially recessed or pendant mount, individually, in continuous 


lines or in patterns 
v 


PARTIALLY RECESSED 


SURFACE MOUNT PENDANT MOUNT 


f / in California: 242 S, Anderson St., Los Angeles 33, California « in Canada: 195 Wicksteed Ave., Toronto 12, Canada 
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TWO LAMPS 


4 


FOUR LAMPS 
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Versatile Versa-Lux /available in two 
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ADDS ANOTHER IMPORTANT 


Seowitce 
FOR MANUFACTURERS 


6, Minor 
Chicage 
yrive, 


sing the 
red good faith 


The ELECTRICAL MANUFACTURERS’ CREDIT BUREAU, in addition 
to its other services, now makes available complete NARRATIVE 


CREDIT REPORTS. 


Complete services include 


Manufacturers who distribute through Electrical Wholesalers will find 


individual Credit Reports these reports to include 


change Reports 
Delinquent Accounts Bulletin (monthly) 
List of newly established Electrical 
Wholesalers (monthly) 

* Accounts Placed for Collection Bulletin 
(monthy) 


. Antecedent information concerning the principals of the business. 


3. Such comment as we can offer based on our analysis of your customer's 
position and the more intimate details of his operation which we are 
able to acquire trom our many personal contacts within the Electrical 
Industry 


| 
| 
| 
| 
| 
Unlimited.Free Reciprocal Ledger Inter 1. Historical information regarding your customer. 
| 
| 
| 
| 
| 


Financial information customarily contained in this type of report. 
. SPECIAL INFORMATION on request, whenever you want certain 
rumors or tacts clarified or verified. 
The EMCB specialized service is the source of more intimate and 
dependable credit information. It not only provides greater safeguards 
for Accounts Receivable, but also the means for conducting a more 
aggressive and selective selling program. 


THe EvectricAL MAnuracturers’ Crepit Bureau, Inc. 


Main Office, 205 W. Wacker Drive, Chicago 6, Illinois 
Telephone ANdover 3-3080 
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you get 
DOUBLE PROTECTION 
with every KILLARK 


electrolet! 


ig ALUMALLOY...FOR STRENGTH WHEN YOU INSTALL IT.. 


You'll see durability from the very first moment you install a Killark Electrolet 
The metal! itself has been greatly improved since the aluminum alloy fitting was 
introduced 10 years ago. New Killark Alumalloy, through modern metallurgical 
research, has greater-than-ever strength, better resiliency to shock and strain 
Killark fittings are, in fact, unconditionally guaranteed against breakage 


For Longer Life... 2] PROTECTIVE COATING...FOR CONTINUED STRENGTH 
AFTER YOU INSTALL IT! 


You'll appreciate the “built-in” strength of a Killark Alumalloy Electrolet more 
and more as the years roll by. It won't rust, it’s more resistant than iron in 
corrosive atmospheres. And now Killark's new KPC.-56 Protective Coating adds 
a “‘first line of defense’’ even for highly corrosive areas. So you see, rain and 
weather run off a Killark fitting like water off a duck's back 


Greater Customer Satisfaction 
.. SPECIFY 


.A FITTING NAME TO REMEMBER 


_ECTRIC MANUFACTURING COMPAN 


St. Louis 13, Missouri 


(KILLARK 
Louis | 


Vandeventer and Easton Aves. 


Atlanta 69 Mills St., N. W Dallas 190 3 Griffin St Prhilodelphia 2014 Chancetior St 
Boston 49-5+ D St , 
SALES OFFICES and Buffalo 278 Johnson St Denver 1073 Golapago Pittsburgh 4630 McKnight Rood hy Bes 
WAREHOUSE STOCKS hice 15 West Adoms St Detroit 8319 Mock Ave Son Francisco 714 Harrison $ 
go 
Cincinnoti 1031 Meto Dr los Angeles 412 Seaton S$ Seattle 4130 First Ave., So 
SALES Offices 11 W. 25th Kansas City, Mo 616 W. 26th St BNew York 600 W. St 
Columbus 2700 E. Moin St Minneapolis 826 Andrus Bidg 


Soles Olfices and Warehous® Stocks throughout Conode 


4 


NEG, 

Cha 
BLACK 

FRICTION TAPE 


% INCH 
NO. 4 
CHASE & SONS. INC 


(hase 
BLACK 
FRICTION TAPE 


NCH 


Now ... CHASE takes the wraps off 
the greatest tape saver in years! 


New Saran-Wrap* packaging cuts 
costly storage losses... keeps 
Chase Electrical Tapes fresher longer 


HERE’S HOW Chase's modern moisture-proof packaging 
methods help promote genuine customer satisfaction . 


repeat sales and added profits for you. 


WRAPPED-IN FRESHNESS! Because it has the lowest 
moisture vapor transmission rate of any transparent 
packaging material, Saran Wrap actually seals out mois- 
ture while it seals im factory freshness. Saran Wrap's 
superior packaging qualities also help prevent peeling, 
drying out or raveling .. . assure perfect adhesive quali- 


ties in every roll of Chase Tape you sell. 


CHASE & SONS INC. 


North Quincy Massachusetts 


LONGER SHELF LIFE! Because every roll stays fresher 
longer, Chase Saran-Wrapped Tapes eliminate trouble- 
some storage problems .. . permit full stocking to meet 


your customers’ complete requirements at all times. 


GREATER SALES APPEAL! Sparkling, transparent Saran 
Wrap molds itself to every roll of Chase Tape to form a 
neat, eye-appealing package ... helps protect tape against 
dust, dirt and drying out in between jobs . . . adds new 


appeal to a sales-proven product. 


WHY DON’T YOU investigate these exclusive sales 
advantages now. Order a profit-making supply of fresher, 
faster-selling Chase Electrical Tapes today! Chase & Sons, 
Inc., 26 Spruce Street, North Quincy, Mass. 


Trademark of The Dow Chemical Company for its vinylidene 
chloride copolymer film. 


CABLE INSULATING TAPE * CABLE BINDING TAPE 
CABLE JACKET TAPE * NEOPRENE SPLICING TAPE 
FRICTION, RUBBER & PLASTIC TAPE 

LAMINATED & REINFORCED INSULATION 


‘| 


ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too. 
The end labels on these convenient cartons enable 
you to instantly identify the catalog number, the 


type ballast, the ballast voltage and other important 
For further details on how you can in 


crease your ballast sales with ADVANCE technical data. The boxes are rugged, stack easily, 
Fluorescent Lamp Ballasts in modern and require only a minimum of shelf space. They put 
individual cartons, contact your 
ADVANCE salesman, or write, phone an end to loose, dangling wires and keep your bal- 


or wire today. ; 
last stock always factory-fresh. This saves you time, 


money and gives you better inventory control. 


ALL HPF BALLASTS CARRYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 
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The Heart of the Lighting Indust ADVANCE 


Anaconda Interlocked-Armor Cable is installed on simple racks. Installa 
tion work is finished often in half the time required for other cable 


DURALOX: 
High Profit—from low-cost installation 


In every area of the country, in almost every industry No. 6 Awg to 750 Mem up to 15 kv. Also available with 
more and more plants are installing this tough, flexible varnished-cambric. or plastic types of insulation and 
cable when thev-add new power feeders. And tor good Underwriters types approved for 600 v and 5000 . 
reason 


Be ready to supply Duralox Cable in your area! Don't 


Because itis made with its own tough yet flexible miss good sales, good profits. See the Man from Ana 
metallic armor, Interlocked-Armor Cable is installed conda, or write for new publication M-5606 “Anaconda 
cui kly indoors or out—on light, easily installed racks Duralox Interlocked-Armor Cable Anaconda Wire & 
It is trained smoothly around corners, columns and Cable Company, 25 Broadway, New York 4, N. ) 


(ev) 


other obstructions in long uninte rrupte d runs. And this 


cables metallic armor affords high protection against 


Available multiconductor construction sizes ANACONDA 


Metalworking Plant pands its power system with Anaconda Interlocked-Armor | Cable ty 
trom 


eilin from transtormer ou floor above, and spreads out (3) carrying more power to local center j 


| | 
ps 


SWITCH BOXES 
OUTLET BOXES 
BAR HANGERS 
AND COVERS 


A COMPLETE LINE OF ELECTRICAL BOXES 


2 
4 J |: T 
You can readily recognize the high = 
] y 
A & quality of RACO products beaut 
fully finished smooth edges 
r deep, clean-cut threads, Made of 
> > a, heavy gauge steel engineered to 
~ exceed local and national code re 
4 
quirements, On new jobs onrewir- 
4 
, Ing you can always rely on RACO ? 
Write for complete information 
iy / 
he | 


"A RACO BOX FOR EVERY NEED" 


ALL-STEEL EQUIPMENT INC, 1inois 
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Report on Remcon’s record-smashing first 8 months: 


MORE 
JOBBERS 
OLD 


MORE 


THAN 
ANY OTHER 

LOW VOLTAGE 
RELAY 


Are you getting your share? 


REMCON low voltage switching 


Adivision of Pyramid Instrument Corporation, Lynbrook, N. Y., manufacturer of the famous AMPROBE snap-around volt-ammeter 
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Still in Service after 29 years, 24 hours a day 


not too unusual. They stem, right at the start, from the 


and without a single splice, patch or power failure! 

This amazing record was made by a 175-foot length 
of U. S. Royal portable cable installed in 1927 as a 
source of power for a traveling agitator in a cement 
plant®. This three-conductor cable has been fully 
exposed to weather for the entire 29 years. The agitator 
moves back and forth the length of the slurry basin 
and the cable is simultaneously taken up and paid out 
by a revolving drum. 

To “U. S.” engineers, performances such as this are 


*Penn-Dixie Cement Corp., Tenn 


Electrical Wire & Cable Department 


determination of “U.S.” technicians to produce only a 
quality product his is po ible because “U. S.” is the 
only wire manufacturer to grow its own natural rubber 
make its own synthetic rubber and its own plastics 
assuring complete quality control with the help of un- 
matched research and manufacturing facilitic 


Call on your { » electrical re ar 
of your j r write United 
rk 20, N. ¥ 


cable repre 
entative for il 
States Rubber. Rockefeller ¢ 


United States Rubber 
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THE 


DUAL-GRIP 
ENTRANCE HEADS* 


LOOK FOR THE PATENT NUMBER 
TECTION AGA 
PAT 


INST 


COPIES 


NO. 2,739,999 


Dual-Grips and money 


save your customers time 


When ‘'Dual-Grips”’ are used on EMT, 
your customers know they're ‘on to stay 


with no special fittings 


With rigid conduit, the electrician just slips 


the head on and tightens the screws 


No valuable time wasted cutting threads. 


Lightweight aluminum alloy moistureproof 


rustproof Six sizes ] ss 2 


NEW COMBINATION ENTRANCE HEADS 


head and reducer in one compact, 
easily installed unit! No mast threading 


For 2” or 2'2" rigid conduit or pipe 


MR WHOLESALER 
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TIMES and TRENDS 


N.E.W. and You 


A cynic, no doubt, would take special delight in the tact that tor every 


week in the year there will be at least three “weeks” devoted to celebrating 
something or other. There's Odorless Decoration Week, Take Tea and See 
Week, National Crochet Week, Kraut and Frankfurter Week, Internationa! 
Wheat Bread for Toast Week, Rock 'n Roll Week (purpose to perpetuate 
the ideals of rock 'n roll music’), and some 165 others 

One of them is National Electrical Week—February 10-16. In no way 
should it be confused or compared with the host of flimsy events that will be 
hawked to the attention of the public in 1957. N.E.W. has substance—and a 
purpose that is important: to focus attention on the contribution of elec 


tricity to our American way of lite and on the contributions toward the eco- 


nomic strength of our country of the organizations which make up the elec 


trical industry.’ 


) 


Sponsored by | 2 
Week is insured of industry-wide support. Contractors, dealers, distributors, 
inspectors, manufacturers, power suppliers, and unions all have a part to play 
At the national level, there will be radio, television, magazine and newspaper 
tie-ins with N.E.W. At the community levels, there are a number of projects 
that will be undertaken by group action and by individual firms. (for some of 
these ideas, plus others, see the special National Electrical Week presentation 


national associauons and organizations, National Electrical 


in this issue.) 
Every organization in the electrical industry can use N.E.W. to strengthen 


its position with its Customers, its employees, and the public. The cumulative 
effect of these individual efforts will, as N.E.W. chairman Merrill E. Skinnet 
points out, “bring about greater awareness and understanding of the values 


of the electrical industry as a whole.” 
For the wholesale distributor, such an opportunity can't be passed up. His ts 


the least understood and appreciated role in the electrical business. Suppliers 


customers and the community often are confused as to what economic purpose 


the distributor serves—except, in the minds of the many misinformed, to fill his 


pockets with unconscionable profits. How wrong can they be! 


As part of your participation in National Electrical Week, you could call 


attention to the functions you pertorm tor the trade and, ultumately, the publ 
Why not hold an open house some night between February 10-16¢ What 
better time could there be to invite your Customers to come and see how you 


are set up to serve them? Take them on a tour of the warehouse. Point out all 


the products you make readily available to them. If you are doing an adequate 


stocking job, you have everything to show, nothing to hide 

And what better time could there be than National Electrical Weck to 
state or re-state your policy. Why not put down on paper a point-by-point de 
laration of your business aims . . . make a special mailing of it to customers 


. have salesmen carry copies tor distribution on their calls tack up an 


enlarged version near the counter tor all to sce? 
National Electric al W ex k is a made to order Opportunity for you to s¢ I] you! 
importance as a member of the electrical team. The benefits of participation 


may not turn up the following week in the torm of dollars in the ull. But any 


well-conceived investment in the creation of understanding and good wil! 


eventually pays for itself many times over. 


EDITOR 
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GEDNEYS RIGHT THERE YOUR CORNER 


helping save time ...hold down costs 


CORNER FITTINGS? Well, here are three 
that have proved immensely popular for the 
simple reason they’re easiest to install — save 
time and labor that really counts up. Like the 


90° CORNER ADAPTERS 
Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from 2" to 2”. 


GEDNEY FITTINGS FIT 


rest of the full Gedney line they’re made of un- 
breakable malleable iron...accurately machined 
and threaded... individually inspected. Order 
Gedney — always —for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from 12" to 2”. 


CORNER PULL-IN CONDUIT ELLS 
Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from 42" to 2”. 


RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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ANNUAL OUTLOOK AND REVIEW 


Outlook for Sales Is Up 


Percentages indicated are the medians 
© Northeast 
Midwest 


Far West 


South 


Data: Electrical Wholesaling 


But That Goes for Costs, Too 


Percentages indicated are the medians 


Northeast 


Midwest 


Far West 


Data: Electrical Wholesaling 


6 PER CENT increase in their dollar sales over 1956 ilers there look tor a per cent increase in dollar sak 


is what the nation’s electrical wholesalers look fo whereas ther southern and far western ounterparts © 

this year. That's the median of their expectations a pect a 5 per cent gain. In terms of majority Opinion, how 
revealed by an annual ELECTRICAL WHOLESALING surve ever, distributors in the Northeast rate as the most hope 
on the sales outlook ful. An almost unanimous 93 per cent expects their firm 

Ihe teeling for bigger volume is more pronounced than to boost sales in 195 

in any past survey. Eighty-three per cent of the respond © Turning the Coin——-Bul this outlook is hardly opt: 
ing wholesalers expect to do more business in 1957. Thi mistic Actually, it might be on the somber side. Price 
figure compares with 69 per cent and 76 per cent an of apparatus and supplies are expected to edge up an 
ticipating sales gains tor 1955 and 1956. Only 10 per cent other 3 to per cent during 19 ind thus account for 
of the wholesalers expect a decline in dollar volume in most of the anticipated gain in dollar 
1957 while 7 per cent look for no change in sales from At the same tin operating co (vee raph) wall still 
last year’s record levels he rising. If they go up th pm ent that distributor 
e Regional Picture— Distributor « xpectations in the Mid expect, then the squeeze on profits will intensify perhap 
west have a touch more buoyancy than elsewhere. Whol hecoming as painful as during 1954 
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Outlook for Sales 


For 13 Products, 
The Forecast Is Up 
Or at Least Equal 


p' ILLAR SALES of nine product groups are expected to 
rise this year, with volume for four others matching 
1956 levels (See graphs for median expectations). But 
almost to a man, the distributors responding to EW’s 
questions saw the portent of further price increases over 
hanging all products. Many felt that products generally 
would be marked up as much as 5 per cent 
One-Two-Three— Motor controls built-in electric 
space heating equipment (page 68), and commercial and 
industrial lighting fixtures——in that order—-look like the 
products most likely to succeed nationally. Distributor 
believe sales of these three will grow tastest in 195 
(Motor controls and lighting fixtures were the top two 
product years forecast.) 

Sale five groups of products are expected to go up 

per ce each, They are residential lighting fixtures 
power tools, transtormers, panelboards and switchboards 
and wiring supplies. (Five per cent increases were also 
forecast in 1956 for wiring supphes and power tools) 
Panelboards and switchboards might do better than. the 

per cent anticipated in each region as wholesalers con 
tinue to take more interest in such “engineered” products 
e Always a Gamble— The outlook for fans and ventilat 
ing equipment is for but a | per cent gain-—allter a year 
that fell short of expectations, But playing it safe with this 
product ts understandable. Because of the weather factor 
pre-season predictions of how fan sales will fare can 
never be much more than guesses. And the crystal 1s mor 
clouded than usual as distributors go into 1957 with heavy 
carry-over stocks of 1956 models 

The four products expected to remain at last year 
sales levels (indicated hy an “NA on the graphs) are 
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1. Outlook for Sales (cont.) 


electric housewares, motors, signaling equipment, and 
pole line equipment. Regional expectations for products 
however, often deviated from the national outlook 
© Opinions Aplenty—Individually, wholesalers’ forecasts 
of how their firms would fare varied widely. The range 
from up 20 per cent to down 20 per cent for over-all 
sales. This latitude was almost duplicated in product 
sales predictions, except for one distributor who saw 
his electric heating sales going up 50 per cent 
Comments on prospects for the new year took many 
tacks, too. Here's a sampling of the observations 


Northeast 

‘Our figures are based on an average price change of 
about plus 5 per cent, which we now feel will most cer 
tainly occur during 1957 

“The substantial ‘ups’ indicated are the result of an 
expansion program with additional personnel.’ 

“Profit margins becoming Ughter—-more volume rr 
quired to make up for loss of margin 


Midwest 
1957 will be a good year but highly competitive 
Costs up, profits down 

Due to some rather unusual orders, our 1956 busines 
is unusually high over 1955. In figuring an increase, we 
have discounted some of these orders.’ 

“Large volume—high operating cost-—-low gross. Di 
tributors must learn to operate more efficiently because 
of the manutlacturer squeeze 

Ordinarily, we would certainly expect to do mor 
business in 1957. But we have been servicing almost in 
their entirety a couple of extra-big jobs which have 
made 1956 a banner year for us We will have to 
work like the dickens and have a lot of breaks to have 
our sales in 1957 keep pace with 1956 

“| believe that as individual operations, we shall do a 
more and more profitable business i! we keep a constant 
vigil on operating costs 

Inflation of material cost will bring an average of 3-4 
per cent profit mcrease in gross, Ovel production by manu 
facturers will drop normal gross 5-7 per cent, average in 
dustry use will increase sales average 7 per cent—all of 
this on the premise of no wars or strikes of any size” 


South 

“Gross profit will be down somewhat 

‘Gross margins should increase, Distributors are 
realizing that sales at such low profits are dangerous 

“I believe sales will increase slightlhy—-this is based on 
work now on local engineers’ boards. Gross margins, | 
have a feeling, will inch up a little; no basis for this—may 
well be ‘whistling in the dark.’ Collection problems, no 
doubt, will increase.” 
bar West 

‘Expected large industrial expansion in this area ac 
counts for large expected increases in sales. However: 
gross margins will not tncrease in dollar proportion du 
to large low profit sales 

“Gross margins definitely will be up 20-30 per cent 
over ‘56. Less low profit tract housing sales by our 
company. Less low profit commercial-industrial con 
struction jobs by our company. More full service whole 
saling by us and others 

“We are far trom saturation because of growing pop 
ulation, but we are being priced out of the market by 
price and wage increases and reckless credit adventur 
ing Sales increases will represent rising prices. The 
same for inventory increases. Cutthroat competition 1 
driving profit margins down to absurdly low levels 
lam not going out of business because I am an optimist 
Ihe reason ts Homo the Sap has weathered worse 
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2. Outlook For Markets 


DRENS CENTER 
Be 


DEALER MARKET: 


It Points Up— 
After Static 1956 


Last year's appliance sales were steady. 


With consumer spending on the upbeat, 
1957 may well top even fabulous 1955. 


HE APPLIANCE market looks to at least hold its own in 195 This 

is better than it sounds, for 1956 was among the four best years (other: 
1950, 1953 and 1955) since the end of WWII, with an estimated $8.4 
billion in appliance-radio-TV shipments 

As 1957 begins, most of the pressures are upward. Consumer spend 
ing, Slowed down through most of last year, is dynamic and ts the factor 
in the economy most likely to grow in strength later on. Incomes art 


no Shih rising and consumers are paying off installment debt hanging over from 
1¢e fabulous 1955. Assuming that this year’s auto models move well, it’s 
" R the +rmoe -*« estimated that consumer spending may jump $15 billion during 195 
« Gail? Sull, all is not optimism. Major appliance prices are up all around 
which may reduce sales or at least unit volume. Housing starts are 
FO WNTa. TH YyYauy dealers expected to be down from last year’s 1.1 million. Tight credit, while it 
tr the Oy a *actar hasn't yet hurt the appliance market, has somewhat dampened consumer 
! buying expectations for the winter months. Rising prices are another 
factor 
e Good But. . .—-1956, despite early fears, looked good except in rela 
tion to the best (.e., 1955). Overall retail sal vere up 3.3 per cent 
through October, though appliance sales lagged with a .6 per cent gain 
Consumer debt went up, but so did consumer saving. And spendable 
income jumped $15 billion 
Much of the 1957 appliance buying story depends on the economy 
“NO to tneiv can = “4nd on how buying plans are affected by recent price hikes. The picture 
S - in detail, was spotty last year. Built-in ranges were up dramatically (86 
ITCH ee AUST S per cent) and dishwashers, washers, dryers and radios followed. But 
sales of many appliances were off, including refrigerators, freezers, and 
ranges. TV generally was down saleswis« portable models really took 
hold, while color—with sales of 150,000 set howed that its day i 
yet to come. Room air conditioners hit 1.5 million units, even with a 
bad sales season, and housewares—excluding fryers and iron kept 
the 1955 pace 
e Built-ins Hot—Color units and built-ins should share the new building 
spotlight during 195 In modernization work, complete electric kitchen 
Sud dAen\y Sameé¢ are expected to do well. These growth appliance probabl vill be 
4 ns to utes? ee joined by the electronic range, which is moving better than anticipated 
‘ age atmedal Meanwhile, disconcerting trends continue. Manufacturers, with merver 
qn fever, move more and more to the full appliance lin Ihere are sign 
Sewmaves obihd that discount houses are headed for branch operation in a bi , And 
ened vwTeve,.S4 Fair Trade last year lost more battles than it won. Housewares distribu 
tors report profits down and handling costs at a point where th in 
no longer be apprecial ly reduced (kW Jul 6, p. ¢ 
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Looks Like 


Despite tight money, capital 
spending to rise 14 per cent. 
Building alone to rise 5 per 
cent while existing plants will 
turn to electrical moderniza- 


~ 
— 


| tion to gain lower production 
i, costs, achieve greater effi- 


4 


A‘ RICAN INDUSTRY seems headed for another record year in 
1957——no matter how you look at it. Whether measured in terms of 
physical output or dollar sales, that’s the industrial market picture 

Gross national product is expected to reach $435 billion in 1957 as 
compared to $410 billion in 1956. Some of this will reflect price infla 
tion and some will represent the growing volume of services in our tre- 
mendous growth economy 

light money or not, manufacturing companies will increase capital 
spending from an estimated $12.6 billion in 1956 to about $14.4 billion 
in 1957—-for a total gain of 14 per cent 
e Construction To Slow Up—Present indications are that private in 
dustrial plant construction will continue to expand in 1957 but at a 
much slower rate than during the past two years. The reason: the slower 
rate of expansion reflects in part fulfillment of capacity goals in some 
industries and some revision of expansion plans in others. But—the 
$3.2 billion expected to be spent on new building will still represent an 
all-time high, exceeding 1956 volume by 5 per cent and that of 1955 by 
33 per cent 

Phe electrical share of industrial spending will rise from roughly $459 
million in 1956 to an estimated $480 million in 1957. And an increas- 
ingly large part of the electrical work will consist of modernization of 
existing facilitie 

Continuing foreign troubles will have little effect on these plans 
barring a major blowup, of course. On the contrary, the recent crises 
have firmed up the expected rise in defense spending. 1957's estimated 
hike in military spending—about $2 billion—is now certain and may be 
boosted still further. It will certainly take up any slack in the private 
economy this year 
e Industry-by-Industry— Here's how capital spending breaks down for 
1957. Manufacturers of non-ferrous metal products will show the great 
est percentage gain in outlay. Having spent an estimated $589 million in 
1956 this industry plans a 59 per cent boost for 1957. Iron and steel 
will spend 32 per cent more 

Petroleum retining—the cradle of automation—plans to up spending 
by SO per cent. And manufacturers of transportation equipment (aircraft, 
ships and railroad equipment) will boost outlays by 48 per cent to about 
S691 million 

In contrast to 1956 there will be several declines in capital expend- 
itures. The auto industry: down 20 per cent from an estimated $1.7 
billion in 1956 to $1.3 billion this year. Companies making residential 
building materials, textiles and miscellaneous consumer goods such as 
apparel and furniture will also cut spending. These are industries where 
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INDUSTRIAL MARKET 


Another Boom Year in the Making 


Phe auto industry drop also reflects the ab 
lines following the very larg¢ 


demand was slack in 1956 

sence of a major model change in many 

expenditures for that purpose in 1956 
Some of the other intended spending gains in 1957 are: electrical ma 

chinery 17 per cent; chemicals—-29 per cent; machinery 10 per cent ( 

petroleum (other than refining)——& per cent, electric and gas utilities Su 

25 per cent, es, radio and T\ per cent food and beverages 


© per cent 
e Looking Backward—<As 1956 ended, the nation’s industry was barrel 
ling along at nearly top speed. From September to year’s end, demand for 
steel kept American mills operating at 100 per cent or better of rated 
capacity. Manufacturers’ backlogs reached the & per cent mark 
Record job levels were reached in October when the total emplo 
hit 66.2 million—1 million higher than in any previous October on 
record. At the same time, average hourly earnings of factory worker: 


reached $2.02 an hour, contributing to a new high in average weekl 


d 


earnings of $§2—$3.51 more than at the same time tn 
e And Rising Prices—But along with record production and record 
employment came pressure for price rises. Steel——ever the key industry 

is expected to set the 1957 pattern. There will be an early boost followed 
affecting all steel prod 


through the year by prices increasing generally 


ucts and consequently many other industries 


Whether manufacturers are big or little, they ve got their eyes on pris 
witnessed the 


boosts with relation to their own operating cost 


beginning of the era of automation 


For the large industrials it was automation tn the fullest sens« bor 


the small industrials it was automation in the sense of striving for cost 


cutting operating ideas and a turn to modernization in order to keep uy 


with competitors 
In 1957, as in 1956, manufacturers will again be receptive to new 


oncepts of modernization—particularly to electrical applications that 
will help them to attain the cost-cutting flexibility essential toda 

e Big Lighting Progress—Industrial lighting and relighting standard 
made rapid gains in 1956 and will continue to rise. The trend: more and 


better quality lighting for production area free from glare and wid 
200 are on the 


variation in brightness. Intensities of 100 to 
Factories adopting automation in any degree are installing better lightin 


than those plants which still depend on employee control 
New concepts in industrial lighting are finding quick acceptance 
Electric ceilings are in for a big year along with 2 +80-v lighting in 


stallations. The cost cutting benetits are there for the sellin 
e Climbing Voltage Use—Power distribution requirements havi 
climbed with the swing to automation with its increased machine hp 


and more powered materials handling. Bus duct; convenient, ecasy-to-tap 


power center panelboard the “life-insuranc for plant electrical 
systems; equipment-protecting down-time reducing larter 

maintain, economical, complete electrical heating and cents ond 
tioning systems—these are just a few of the product u can sell in 
1957 to increase the flexibility and cut the operating costs of your in 


dustrial customers—large or small 
e Year of Opportunity ——With all signs pointing to booming expansion 


ind particularly to wide pread modernization, with the tre on cost 
cutting for efficiency through electricit with the electrical share of the 
industrial building dollar steadily rising —195 hapes up as truly the 


year Of opportunity for the electrical distributor and hi ilesmen 
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Stationary 


Spending for commercial con- 
struction this year will remain 
even with the 1956 figure. De- 
mand for office space will off- 
set a decline in new store and 
other mercantile building. 


IGHT credit probably will prevent an increase in commercial building 

this year, but there is no indication of a decrease, either. Latest figures 
show that during 1956, approximately $3.3 billion was spent for new 
commercial construction. This figure should be about the same in 1957 

Offsetting a decline in expenditures for new stores and other mercan- 
tile buildings will be an increase for office buildings. Demand for addi- 
tional office space is still high, as indicated by the low office building 
vacancy rate 

On the other hand, declining contract awards volume and the comple- 
tion of many new shopping centers suggest that store building demand 
is beginning to taper off. 

Ihe anticipated volume of new commercial construction this year is 
based on the assumption that the general level of economic activity will 
advance moderately, with employment continuing at record levels and 
personal income reaching a new high. It is assumed also that international 
developments will not significantly affect construction activity in the 
continental United States during 1957 
e Costs Rise More Slowly—Construction costs are expected to continue 
to rise, but at a slightly slower rate than in 1956. Building materials 
venerally should be in adequate supply, with no more than minor spot 
shortages likely, because of extensive gains in plant capacity and record 
produc tion levels 

On the other hand, mortgage funds will probably continue to be 
relatively scarce, especially for long-term, low down payment loans. This 
will reflect widespread competition for credit to meet the unusually 
large demands in a record-breaking economy 

As for electrical work, 1957 estimates show that there will be no 
appreciable increase in the dollar volume of electrical equipment going 
into commercial building. Approximately $396 million will be spent 
this year, the same amount as last. This includes work going into stores, 
restaurants, garages, office buildings and warehouses 
¢ Office Construction Leads——As in 1956, office building construction 
will head the list this year in the commercial field. To meet the expand- 
ing needs, both new buildings and additions to those now existing will 
get underway. A backlog of contracts will keep a steady pace on this 
kind of construction in 195] 

For office buildings and warehouses, an estimated $1.5 billion will be 
spent in 1957—an increase of 10 per cent from 1956. Leading the field 
for this type of construction will be New York and northeastern New 
Jersey, with an estimated amount of slightly more than $26 million 
to be spent for new office buildings 
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COMMERCIAL MARKET 


Spending Seen in Tight Market 


For the overall commercial field, New York and northeastern New 
Jersey also will have the largest increase in dollar volume for construc- 
tion. Estimated figures now show that $31.8 million will be spent 
in 1957 in that area 

With the age of automation in full swing, many new electrical devices 
are being installed in office buildings. Following trends from last year, 
gains in automatic equipment will be made in 1957. Electronic data 
processing machines will be used more extensively. This—coupled with 
extensive relighting—will increase the potential for greater service, more 
wire, new wiring systems and a wide variety of switching devices 

Installations of air conditioning systems and high frequency lighting 
in new and present buildings also will cause an increased need for more 
adequate electrical systems 
e Outstanding Jobs—Some of the outstanding jobs coming up include a 
$10 million office building in San Francisco and a $1.3 million office 
building in Hawthorne, Calif. These are in addition to several large 
projects which are planned for construction in the New York area this 
year. Large projects also will get underway in Denver and Dallas 

The brighter commercial building picture this year will contrast with 
the decrease in store, restaurant and garage construction. Compared with 
the 1956 figure of $1,935,000,000 for these three classifications, the 
dollar volume is predicted to be down 7 per cent to $1.8 billion 

Comparisons of 1955 figures with those of last year showed store 
restaurant and garage construction up 9 per cent in 1956 
e Shopping Centers Increase—Of this group, most of the construction 
centered around new shopping centers in the suburbs of cities. Few 
downtown stores were being built last year. The construction of depart 
ment stores, banks and other mercantile establishments followed the 
lure of suburban living with its sharp increase in housing development 

Substantial electrical installations are always required in these modern 
shopping centers. Design includes everything from branch circuits 
secondary distribution, load-center substations to primary systems to 
serve these sprawling center 

Pressure of lighting needs in the automobile parking areas, canopies, 
malls, project signs and decorations for holidays is important in attracting 
customers to the center—and affords a solid selling point 

All-electric ceilings are becoming increasingly important in retail 
stores (EW—Sept. °56, p. 69). With the growing competition of large 
shopping centers, many established downtown business firms are begin 
ning to remodel—with emphasis on relighting 
e NAWB Commercial Study—As an aid to promoting good wiring in 
commercial establishments, the Adequate Wiring Bureau of the National 
Electrical Manufacturers Association has been in the process of making 
a complete study of industry interest in this field. Questionnaires have 
been sent to members of the industry to determine which fields of in 
terest in an adequate wiring program are most important to contractor: 
and utilities 

Phe Certified Lighting Program (EW—Sept. p. 76), which 
another aid designed to raise the electrical share of the commercial build 
ing dollar, will continue to grow this year. At present, the number of 
local CLP bureaus totals 18 

Phough dollar-wise it will remain steady, the commercial market | 
still a best-bet for your selling efforts 
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Fewer Homes; 


Home building and electrical 
work to drop slightly. More 
expensive houses will need 
electric living features to help 
sell 1957's tough customers 
—the ''second buyers." Indus- 
try programs will help. 


WO YEARS ago, home-building emerged as the one bright spot in our 

recession-hit economy. Toda as we enter 1957 its the worrisome 
part of the general business outlook 

Even though residential construction in 1956 topped a million units 
for the seventh straight year everyone connected with the trade felt a 
bit uneasy. The reason? Housing starts had slumped roughly 200,000 
from the 1.3 million units racked up in 1955 
e Tight Money, Tight Market— But there were other disturbing aspects 
to the situation. Home builders blamed tight money for the slump. In 
nuid-November, the Eisenhower team developed a “split T” on housing 
credit poli \ 

In St. Louts, Housing Chief Albert Cole promised to ask Congress 
early in 1957 for measures to increase the supply of funds for home 
building. He told the National Association of Real Estate Boards “we 
have reached a point where we must not risk a continued drop-off tn the 
availability of home-ftinancing. It is time to go to bat for housing, It is my 
intention to be lead off man in the batting ordet 

In Philadelphia, at almost the same hour, Under Secretary of the 
Treasury Burgess was taking almost the opposite view. Though the 
tightened money situation has created some hard hips he declared, “it 

the market a chance to absorb the very heavy building of recent 
years. It is a partial brake on the rise in building costs which would 
threaten seriously to narrow the market for house 

But that wasn't all from Washington. Senator Sparkman’s Banking 
ub-committee will tackle the job of an early-1957 probe of tight money’s 
impact on home-building. Object: to ascertain whether rising interest 
rates and mortgage-money shortages are putting housing in a bad way 
e Electrical Picture Good—What does it all mean to you? Residential 
building will fall off slightly in 1957 but the picture is far from dark 
electrically speaking. Though latest figures point to a slight slump in the 
electrical share of the residential building dollar—from roughly $670 
million in 1956 to about $661 million in 1957—new forces are at work 
to help you maintain your share of this important market 

For one thing, the home package has changed. Builders have steadily 
switched from building high-volume, low-price homes to a higher-priced, 
lower-volume operation, The result: with building costs up and larger 
homes in more demand, the average one-family house now represents 
more than twice as much money as 10 years ago 

From April, 1946 to April, 1956, the average cost of such homes has 
increased 120 per cent; since 1950, the rise has been 45 per cent. In the 
year ended April, 1956, the cost of the average new house started rose 


9.1 per cent—and building costs are still rising 


ELECTRICAL WHOLESALING—January, 1957 


an 
? 
é 
| 
: 
74 
vars 


RESIDENTIAL MARKET 


More Electric Living Package Sales 


e Tough Customers—Who's buying this bigger, more expensive pack 
age? Primarily, they're “second buyers.” They want to move out of then 
post-war, two bedroom $9- to $12,000 “dream house” and they won't 
bolt if a price of §20,000-plus is mentioned. But——these buyers are out 
to get a dollar's worth of value. They shop; they spell out what they want 
If they can’t get jt—they wait 

Smart builders react. They put in looked-for features. They relearn 
home-merchandising technique They start promoting, But more im 
portant to you, they look for ways to dress up the high priced house 
package 

Smart wholesalers are quick to come up with just the right electrical 
furnishings (EW—Oct. °56, p. 60). Working with their contractor-cu 
tomers, wholesalers and their salesmen are selling electric living to 
home-builders in a big way 

Electric heating, 100-200-amp service, much-more-than-adequat 
wiring, central air conditioning, modern planned indoor and outdoor 
lighting, all sorts of built-in electrical appliances and music-intercom 
svstems—these are the features that alert distributors’ salesmen are 
selling to builders as vital aids in clinching home = sales—at close 
to book price And they're part ot the package vith no string uch i 
allowances, discounts, etc 
e Backing You Up—lIndustry-wide programs—-Housepower, AHL] 
Live Better Electrically Adequate Wiring are another influence on 
your 1957 share of the residential market. Their aim: to help you sell 
electric living. Their progre ome programs growing by big spurt 
others making steady gains. The outlook: wider industry cooperation on 
selling the home-owner and potential home buyer in 1957 (p. 92) 
e There’s Still Hope— Another factor in the residential building picture 
for 1957 1s the Administration’s attitude. Housing has been a mainsta' 
to overall business too long to be treated as a st px hild 

Ihe December increase to 5 per cent on the interest rate for FHA 
loans was a first step. Though home builders generally agree that it 
helped, they also looked for further stimulation because mon va till 
hard to get 

Inflation is still the enemy. So, while nothing drast 
Washington will take other steps. The Administration 
Congress to lift the lid on VA mortgage interest rat Congr 
be asked to permit the Federal National Mortgage Association 
more funds to spur mortgage-money flow 

Incidentally, public residential construction outla vill jump from 
$275 million in 1956 to $450 million in 195 arise of 64 per cent. Th 
electrical share will rise from $7 million to S11 million. This segment 
of the market is making an impressive comeback, and should be watched 
e Fix-up Market Big-——While new housing may dip 1Y yreater 
outlays for alterations and repairs on older homes wv rovide you with 
immeasurable selling opportunitie Electri 
definite part of the overall $8.3 billion home ’ 
e It All Depends on You——lrom your ang vw residential market 
looks better than ever—-even though housing sta hou lump. Never 


before have builders been so willing to listen to y« electrical furnish 
ings sales story. Never before have you had so mu owertul industs 
wide cooperation to help stimulate home-owner int ind acceptanc 
of the electric living message. Never before have 


opp rtunityv to Spark your creative elling etlort 
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The Boom Is 


Pacing this market will be 
spending for highway con- 
struction, which will show an 
increase of 15 per cent in 
1957. School construction will 
increase, but hospital building 


will decrease. 


NSTITUTIONAL building will reach an all-time high in 1957. An 
increase to $14.8 billion is forecast, a rise of 10 per cent from the 1956 
, predicted spending figure of $13.5 billion. 
‘al AetT m « Sparking this increase will be a 15 per cent rise in spending for 
sadbad highways. The forecast for 1957 indicates $6 billion will be spent for 
a this type of construction. Latest estimates show last year’s figure will 
probably hit $5.1 billion for highway spending 
Under the highway program passed by Congress last year, 36 states 
have already contracted for 311 miles of road construction to cost $157 
million. For the federal highway program, $1 billion has been authorized 
for the fiscal year ending next June 30. The following 12 months will 
see an increase to $1.5 billion, and $2 billion the third year 
In addition to these federal payments to the states for highway con- 
struction the first half of this year, $175 million already has been au- 
thorized for the fiscal year of 1957 in the Federal-Aid Highway Act of 
1954 
e A 13-Year Program—Under the Federal highway construction pro- 
gram, $45 billion has been allocated to provide for 41,000 miles of 
super highways over a period of 13 years. Under the plan, the govern- 
ment will pay 90 per cent of the cost for interstate roads, and 50 per 
cent of the cost for state and town roads 
In Massachusetts, highway officials say the volume of construction 
in that state is at the 1936 level. During World War II, only 40 miles of 
highway were constructed in five years, 
Because of this, a tremendous backlog of work has been built up, and 
in the next 13 years, Massachusetts plans to spend more than $1 billion 


4 Orr 


for roads. 

Latest figures indicate that of the total amount to be spent for highway 
construction in 1957, approximately $345 million will be spent for 
electrical work. In 1956, the electrical share totaled approximately $248 
million 

With this increase, the market for better highway lighting looks good 
(EW—Nov., 56, p. 70), and should surpass that of 1956 
e Schools Continue Rise—Public school construction continued on the 
upgrade during 1956. Estimates show an increase of 8 per cent can be 
expected this year in money spent for educational outlays. While latest 
figures for last year showed $2.6 billion spent for this type of construc- 
tion, estimates for 1957 were set at $2.8 billion 

Private educational construction also shows a prospect for increase 
in 1957: About 3 per cent over the 1956 figure of $535 million 

For public education, most states have projects planned to meet needs 
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INSTITUTIONAL MARKET 


Continuing in Most Categories 


through 1960. Because of an increasing population, all states are think 
ing in terms of long-range programs to meet the future demand 

In New York City alone, the Board of Education estimates that to meet 
the growing needs, a $1 billion program over a 10-year period is a must 
Most of this money would be used for construction of new school build- 
ings, while the remainder would go for expansion and modernization of 
present facilities 

Along with the growing demand for school construction will come a 
rise in the amount of electrical work included in these programs. Esti- 
mates show that in 1957, $342 million will be spent for electrical 
installation. This is a $30 million increase over the estimate of last 


year 

As in 1956, better lighting in schools will be stressed this year. Along , 
with higher illumination standards will go increased service entrances, 


more switching devices and more wire 220 9 : 4 . 
As an aid to the educational program, President Eisenhower will try 

harder this year to push through Congress the $5 billion federal school 

aid bill which was defeated in 1956, mainly because of the segregation 


controversy. 
e Hospitals to Drop——Partly caused by the tight money market, spend- 
ing for both public and private hospital construction was down last year, 


and ts predicted to continue on a decline in 1957 

Last year, construction for private hospitals and other similar institu 
tional buildings was down 12 per cent from 1955 to $233 million. For 
construction in this public classification, latest figures show the dollar 
volume down to $234 million, a drop of 9 per cent from 1955 

However, modernization and repairs on existing buildings increased 
and should continue to climb this year. That will mean that the market 
for electrical materials will still be good. Increased use of newly 


developed surgical equipment as well as equipment used in hospital 
rooms for the comfort and convenience of patients will place a demand 


for larger service and increased electrical supplies 

e Church Construction Up—Religious construction fared better last 

year, although latest figures show an increase of only | per cent over the 

1955 figure of $538 million. 1957 looks brighter, however, with a rise of Yun tHe - kK neru 


6 per cent predicted Cia 
Stimulated by a large backlog of contracts for sewer and water fa 
cility construction there was a large increase in money spent for this 


type of construction in 1956 

Figures show sewage disposal hit the $700-million mark last year. The oa . 
outlook for 1957 is for an increase of 18 per cent to $825 million. For 
water supply construction, the estimate for 1957 is for $675 million, an 


increase of 13 per cent over the 1956 estimate 
Social and recreational building climbed to $270 million, an increase 
of 11 per cent over the 1955 figure. Estimates show this type of con 


struction should hold its own this year 
e Government Building Good—tlederal, state and municipal public 
construction will increase this year. For federal projects, there should 
be an increase of 15 per cent to $2 billion. State and municipal spending 
should increase 14 per cent to $7.2 billion 

Overall, the institutional picture is bright for 1957. With institutional 
building reaching an all-time high, the prospect for sales of electrical 
materials in this market also is good. With every sign pointing to boom 


ing expansion this year, it should be one of the best institutional mar 
salesman 


ket selling years for the electrical distributor’: 
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FARM MARKET: 


; Rit pee! 


End of a Trend: 
Income Edges Up 


The farm income upswing is on, after 


a four-year drop. Sales of equipment 


and appliances should pick up in 1957. 


ARM INCOME began to edge upwards during the last half of 1956, 

ending a four-year down curve. The outlook is that this trend will 
continue, if slowly, during 1957 

Gross farm receipts for the first nine months of 1956 show an increase 
over 1955 from $23.3 to $23.9 billion—still down 25 per cent from the 
19ST peak, but up nevertheless. Net farm income for the same period 
was $11.7 billion, up $400 million over 1955. And the Agriculture Dept 
forecasts that net farm income will be up another 5 per cent this year 

There are several favorable factors. Surplus holdings, while at a high 
$& billion, are expected to drop somewhat this year. One reason is the 
soil bank, from which farmers have already collected over $215 million 
Another reason ts overseas export under various government programs, 
which ts running one-third ahead of a year ago 

Parity has increased for the first time since 1952, to 82—in October 
56 from 80 for the same month in ‘55. While farm debt is up to $16.9 
billion (compared to $13.9 billion in 1952), there’s assurance in the fact 
that a good chunk of it is land debt. Assets to cover this debt rose $5 
billion last year, to $176 billion. There’s greater certainty now than 
during past years about the government's farm program—and one large 
machinery maker is planning expanded production during 1957 
e Psychological Lag— The impact of this reversal in trends is yet to be 
widely felt. There’s no rush yet from farmers to hurry-up their buying 
especially in the face of predicted hikes in costs for labor and industrial 
commodities, The farm squeeze, though slighter, remains a squeeze 

With costs still a headache, electrical power continues to dominate 
in the farmers’ buying picture. The Agriculture Dept. estimates that 
$1,100 per farm will be spent each year through 1960 for electrical 


12? 


equipment and apphances (EW—Oct. °56, p 2). Another projection 
shows non-urban customers using 2'2 times the kwhrs in 1965 that 
they do now (EW Apr. °56, p. 120) 

The biggest buying projections are for the larger farms, in line with 
the trend toward a greater share of production from these units. The 
outlook is for sales increases in primary heating, water heating, home 
freezers and all types of milk-handling equipment 
e Farm Wiring— Wiring and equipment for future needs are receiving 
practical attention from the Inter-Industry Farm Electric Utilization 
Council, sponsored by industry groups and farm extension organizations 
The council's 1957 Farm Power Use calendar has been expanded to 
include 10 equipment items and eight appliances during designated 
months. Individual firms are encouraged to tie-in with the calendar, 
preferably on a coordinated basis 
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How Regions Fared in Sales of Electrical Wholesale Distributors ° 


Pacific 


West North Central 


Mountain 


* Based on electrical apparatus, supplies distributor's sales for first ten months 


West South Central 


3. Review for Regions 


1956-Big Volume, Tight Prof 


URING 
1956 


the first ten months of 


sales of all electrical good 


wholesalers climbed I1 per cent 
1955 
thi 


over the comparable period in 
Over-all 1956 for 
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Unlike its reluctant ex-heavy- 
weight champion, New England 
is definitely on the comeback 
trail, Manufacturing and general 
business activity have picked up 
well during the region’s swing 
from textiles to durables. Big 
road-building, school construc 
tion, and flood control work 
helped. Distributors’ sales were 
up 23% for the first 10 months 
of 1956 over the same 1955 
period, (1955 gain was -+-10%.) 
Per capita income: $2,087-——up 
$130 from the previous year 
Population growth 1950-55 
4.3% Average gross weekly 
wage $69.05 


Stepped up over-all business ac 
tivity characterized the West 
North Central region in 1956 
There were moderate gains in 
employment and new plant 
building. Even tor the farm 
areas, the year ended better than 
it had started. Though there was 
a marked drop in_ residential 
building, it was largely offset by 
increased industrial construction 
Wholesalers’ sales were up 12% 
in the first 10 months of °S6 
from 10 months ‘55. (55 gain 
8%.) Per capita income: $1,647 

up $5 for the smallest regional 
gain, Population increase, 1950 
55: 56%. Wage: $76.16 


Big construction, big produc 
tion, big employment—that was 
the 1956 picture in the West 
South Central region. Naturally 
lexas made the biggest gains of 
all, Almost every petroleum re 
finery and chemical plant under 
went large expansion There was 
similar industrial as well as com 
mercial activity the other 
states. Oklahoma City was the 
scene of a commercial boom 
unequaled in 27 years. Whole 
salers’ sales climbed 19% 10 
months ‘56 from 10 months ‘55 
(SS gain: 18%.) Per capita in 
come: $1,483. Population up, 
1950-55: &¢ Wage: $72.52 


Sull near the top in industrial 
activity, the Middle Atlantic re- 
gion also picked up considerably 
in construction in 1956. The 
New York-New  Jersey-Long 
Island area surged in all types of 
building—particularly commer- 
cial. The eastern Pennsylvania- 
southern Jersey area also en 
joyed increased building and 
manufacturing activities. Elec 
trical wholesalers’ sales were up 
21% 10 months °56 from 10 
months '55. (1955 gain: +-10%.) 
Per capita income: $2,149—sec- 
ond highest of the regions. Pop 
ulation growth, 1950-55: 6.9% 
Average gross wage: $79.83 


Now third ranking industrial 
area, the South Atlantic region 
continued to prosper. While pro 
duction of textiles, apparel and 
furniture was still growing, air 
craft and related products 
boomed in Georgia and Florida 
Chemicals, paper products, metal 
fabricating, food processing 

they lure an estimated 700 fami 
lies a week to Florida, which 
now boasts more than 5,000 in 
dustrial plants. Electrical dis 
tributors’ sales rose 15% 10 
months from 10 months 
(55 gain was 16%.) Per capita 
income: $1,502. Population rise, 
1950-55 1% . Wage: $65.35 


General economic activity slack 
ened a bit in the Mountain re 
gion during 1956. Housing starts 
were down; commercial building 
gained slightly except in Nevada 
where it spurted for the fifth 
Straight) year. Durable goods 
manufacturing expanded but the 
aircraft) industry particularly 
blossomed out. Electrical whole 
salers’ sales: 9% 10) months 
from 10 months (55 
gain totaled 15°7.) Per capita 
income: $1,663. Population in 
crease, 1950-55: 16.9% with 
Nevada adding 47.1%, the high- 
est state gain in the nation. Av- 
erage gTOSS weckly wage $85.50 


lop industrial area in the nation, 
the East North Central region 
set a hot pace during 1956 in 
construction and production 
Michigan was heavy on indus 
trial building as was southern 
Ohio and the Cleveland and Chi 
cago areas. Indiana school work 
and highway building showed 
great gains. Urban renewal got 
a good start in all the Lakes 
cities. Electrical distributors’ 
sales evidenced a gain of 11% 
10 months °56 from 10 months 
(The gain over was 
12% .) Per capita income: $2,078 
up $105. Population rise 
10.5%. Wage: $87.33 


Business was relatively static in 
the East South Central region 
for most of 1956. Housing 
starts were slightly down in the 
four-state area, but commercial 
building more than offset the 


slump. Alabama was also mov 


ing rapidly in commercial con 
struction while its industrial 
expansion continued as 1956 
ended. The rise in distributors 
sales—-10 months ‘56 trom 10 
months *SS—was 15%. (The 
comparable ‘55 gain was 13%.) 
Per capita income: $1,175. Gain 
in population, 1950-55: 1.7% 
Average gross weekly wage 
$63.66. 


Ihe Pacific region made spec 
tacular gains in 1956. Take Cali 
fornia. In October, employment 
reached 5.7 million—the third 
Straight month it topped the 
wartime peak. Plant expansion 
in the first 6 months of 1956 it 
was more than $560 million 
more than twice the total 1955 
outlay Commercial — building 
paced industrial and residential 
construction. Electrical distribu 
tors’ sales rose 15%, 10 months 
56 from 10 months *55. (55 
gain was 23%.) Per capita in- 
come: $2,186. Population gain, 
1950-55: 19.1%. Average gross 
weckly wage: $90.66 
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Starting in this issue: a new series... 


Tips the Code 


ELECTRICAL WHOLESALING plans to present a series of features on 
the National Electrical Code by an outstanding authority. The purpose: 
to help you become more helpful to your customers by providing you with 
the basis for understanding some of the important articles in the Code. 


FUNDAMENTAL knowledge of the prod troversial subjects only when he is fully advised 
ucts he sells is one of the most pressing needs He may be helpful or detrimental, depending upon 


of today’s electrical wholesaler salesman his knowledge of Code rules and the reasons for 
The increasing complexity and diversity of appa such rules... .” 
ratus and supplies is demanding a better under Writing the series is B. A. McDonald (see 
standing of electrical technology. So are changing  helow), a nationally-known authority on the Code 
customer requirements. It was to help meet this He has woven the series around the important re 
need for more electrical Know-how that ELrec ri visions in the 1956 Code, emph ing points of 
CAL WHOLESALING started “The Salesman’s Tech significance for the wholesaler lesman. The in 
nical Notes” series, currently in its 37th install stallments, most of which will be two-page spreads 
ment with numerous illustrations, cover the following 

Now EW is adding another dimension to its Code articles and section 

coverage of technical subjects: a series of articles @ Article 100-—New Definition 
on the National Electrical Code. A knowledge of @ Article 210—Branch Circuits. Section 2124 i. 
this body of rules governing the application of @e Article 220—Feeders. Section 2203-e. Sec e. 
electrical products joined with a knowledge of tion 2203-2 4 


the products themselves—can make the salesman e Article 230-——Services 
more valuable to his customers. By being able to @ Articl 40 Overcurrent Protection. Section 
backstop contractors and electricians on Cod 2411. Section 2434 
questions, the salesman can, in fact, become in @ Article 300-——CGeneral Requirements for Wu 
valuable. Code know-how could be an “extra” that ing Methods. Section 3023. Article 310-——Conduc 
would help to outweigh a competitor's cut prices tors. Section 3105. Section 3106 

The series is being written in the knowledge, as e Article 334 Armored Cable. Section 3342 
the author puts it in a forthcoming installment Section 3347 
that “the sales counter in a wholesale house is a @ Section 4184. Section 4291 
forum where electrical contractors and electricians e Article 430 Motors and Motor Controllers 
gather and freely discuss their gripes on the Code Section 4322-h. Section 4471. Section 4424 
the inspector, the utility, and all others who appear @ Article 500-——Hazardous Location 
to obstruct their normal procedure The whok e Article 510-—Specific Occupancies. Hazard 
saler salesman is often in the middle of such con ous Locations 
versations, and 1s in a very favorable position to ® Construction Specification 
issist in the clarification or justification of con @ Tables, Diagrams, Exampl 


About the Author 


B. A. McDonald has been actively engaged in the electrical indus- 
try for more than 40 years. His formal education in electrical 
engineering was obtained at the University of Michigan, Class of 
1915. Prior to 1952, he was associated with the New York Fire 
Insurance Rating Association and the New York Board of Fire 
( nderwriters as an electrical inspector for more than 33 years. He 
bocame chief inspector of the Rochester, Y., division 1927, 


Ife has been active in the International Association of Electrical 
Inspectors, and was president of the Fastern Section in 1949 and 
president of the International Association in 1954, 


4s a member of the Electrical Committee of the National Fire 
I'r tection Association, he has participated in the development of 
the Notional Electrical Code during a period of outstanding prog- 
ress in the electrical industry. . 


At the present time, he is consulting editor for Electrical Con- 
struction and Maintenance, a McGraw-Hill publication; associate 
editor for the news bulletin of the TAK; member of code making 
panels of the Electrical Committee, SFPA: and code instructor of 
electrical apprentices at a Rochester technical high school. 
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TIPS ON THE CODE 


Designed to help you backstop customers on... 


Article 100—Definitions 


(ODT DEFINITION is New Branch Circuit Definitions 
aescription o Pp mation o 


precise meaning of a term or a 
phrase as used in the various articles Ato Bisa branch circuit 


8 
of the Code. The importance ol a Main 
Code definition should never be dis oo on = oc 
counted since the intent of a rule often & | fuse sane Applionces 
is found in the definition, and the cor : = 


rect field application of the various 


terms used in a rule may be realized *Branch Circuit: 
only when a clear concept of such that portior 


terms or phrases is clearly under 
stood 

Article 100 defines a number of 
terms used in two or more articles of 
the Code. As a result, some terms are 
defined in the particular Code article I : 
involved. Any electrical term not de fuse * Q [A] [a] [ 


orc 8 portable only. 
fined by the Code is subject to the def | I 


inttion established by the American 


—~6)- 


Appliances fixed or 


WE xception for lampholder which is port of an appliance 
Standards Association, ASA-C-42. It is Such as light in refrigerator, range ete 
quite possible in the future that all ‘ 
Code definitions will appear under Branch Circuit—Appliance: An ap; 
Article 100 supplying ener f 

Ihe 1956 edition of the National 
Klectrical Code contains several new 


re + 
yy 1 pal: 


definitions, and some have been sub 


ject to editorial revision in the interest - 0) 
of clarity. Such additions or revisions F or ” Al < _ Appliances fixed 
usually result from conflicting opinions C.B or por toble 


in the field, or the development of new Lights fixed or portable 
materials, methods or devices Example: Circuits supplying lights and receptacles in livingrooms or 
The objective of Article 100 is to bedrooms in dwelling occupancy 


emphasize the importance of Code Branch Circuit General Purpose: A bra 
definitions, and we have endeavored ; { 


number of outlets tor yhting and 


to do so by the use of illustrations so 


that 4 mental image may be impressed 


and readily brought to light whenever Could be one lomp 


One utilization equipment m—— motor heoter or 
tion has been given to the new defini opplionce 


the occasion arises. Particular atten 


tions and some of the old ones which siecle 


are apphed extensively by the various Branch Circuit—Individual: A brary 
seyments of our industry. Definitions 


tilizvatior 


equipmer 


which duplicate those in the American 
Standard Definitions of Electrical 6) Ungrounded conductor 
Terms, © 42 are marked with an 


terisk (*) Grounded conductor 3 wire. 1/5/7230 
aste 


volfaoge circuit 
Ungrounded conductor 


Another example: 3 phase, 4Fwire wye, /20/208 volt 


COMING NEXT MONTH: Section 2111! Multi-Wire Branch Circuits: (Not new.) 2 
on two significant changes 
cerning receptacle outlets re- 
quired in dwellings; reasons for the 
changes, reaction to them, and 


significance to the salesman. 


re nized by e may be instalie 
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NO. 1 in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


*Ground: A grou New Ground Definitions 


ne wi 


Non -metatii 
cable assembly 


Normally ungreunded 


Accidentally 
*Grounded: Ground mear Service 
equip 
ta 


orounded 


*Grounded Conductor: Juctor Grounding 


b 


y -—» 
Grounded Ground (intentional / 
conductor forth, woferpipe 


IEVICE (intentional/ ground rod efc 


Conductor: 


j } Conflicting opinions regards the terms 


ro owirir en and ‘Grounding ¢ ducto ymmpted th 


ther 
/ r a4 


*Grounding 


Proposal to change jrounding 


Service: 
mant 


ding served 


*Service Cable: Servic: nduct || 470 & Service drop Service raceway 

cable || Btoc: Service entrance conductors, or 
overhead system. (New definition) Service cable 


Service Conductors: The supply AtoC: Service, service conductors ( 
| Service 


OLD 


Service lateral 5, Service 
Service Drop: verhead service nderground sys equipment 


if A Underground 
1C 


Service Latera!: 


Either inside or outside building wa 
When no ferminal bow used, lateral terminates 
enfrance fo bu wing 


NEW 


Service Entrance Conductors, Under- 
ground System: [hy 


we 


Service Entrance Conductors, Over- 
head Syst luct 


em: The service 


Service Raceway 
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Tips on the Code (cont.) 


New Compressor Definition Old Demand Factor Definition 


Ratio of maximum demand to the total connected /oad 
Conventional Hermetic type 
fFromple: Table 29 
motor recognizes an Gkhw Demand meter 
demand for a shows 50 amp 
| 60° Room range in residential maximum demand 
ome » | temp | gccupancy 
» 
‘4 


J 


Motor winding rr 


operates in Motor winding in | Demand factor Demand factor 
/00°F ambient chilled atmosphere 


temperature of compressor =66 
2OA 2OAZ0A 2OA 2OA 


motor 


50 
= 50° 
100 


Koted in P Not rated P 
Total connected /oad 
/00 amps 


Name plate current rating 
nust be used 

Hating imtluenced by low 
ambient temperature 


S:aled (Hermetic Type) Refrigeration Compressor: (New *Demand Factor: The 


de merly unde ‘ 43 A 


} fr part ystem 


tem 


* Voltage: (of a circuit] 


3 phase, wire, /2O/ZOB volt wye 
T 
Vv 2 
Y  208y 208v between 


/POvolt, phase to neufra/ 


*Voltage: (Of a } The greatest 


effective difference tential be 
Voltage fo ground Grounded circuit 
tween any two con ors of the 
353 phase-~4wire 
delta cirewt 
1107220 volt 190v 
N 
Two different voltages to ground 
Ground on this circuit Voltage to Ground: In grounded cir 


the voltage between the giver 


lac » greate 
Volfage fo ground: Ungrounded circuits 


Greatest voltage befween conductors 


3 phose- 3 wire : 440v 
440 volt de/ta 


Accidental 44Ov 
ground 
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Introducing a New Department .. . 


Salesmen's Idea Exchange 


Here's the kickoff of a new department designed to give you 
some ELECTRICAL WHOLESALING 
—as a sounding board for ideas—supplies the questions through 
a monthly survey. Some may be controversial, but all will be stim- 
ulating. Distributor salesmen furnish the answers for this discus- 
sion corner. Your comments on this or any other subject are wel- 
come to this department. 


WE ASKED... 


Do you 


THEY ANSWERED .. . 


“Its my job... 


While doing a takeoff is a time con 
I feel that it is my 
much as it is the contractor's and that 


suming job job as 
both the wholesaler and the contractor 
should get together on the task 

After all, the 


your territory have the same material, 


other wholesalers in 


or an equal thereto, to offer the con 
tractor, so the only way to better your 
relations with him coming back is to 
offer just a litthke more and better sery 
ice each time he calls on you 

mind there is definitely an 
for helping him make 
his takeoffs too, All pl ins and specifi 
cations call for 
manufacture, depending on what the 
engineers 


In my 
other reason 


material of a certain 


and architects who drew 
them up are most familiar with 

By being in on the takeoff, it 
to sell 
which is equal in 
price. By 
own line of merchandise on the job, it 
just naturally follows that 
going to increase and a good portion 
of the require the 
extra work of writing a purchase order 


vives 


you a good opportunity your 
own product line 
getting one’s 


quality and 


volume 18 


time it won't even 


Muncie, Ind 


“The contractor's 


I do not feel that I or my company 
After all 
installation. I 
if it would be of service 
but | not 
The job is not collected for 
installed and approved 
With 
has to see to the fact that the proper 


I do not do 
the 
to my 


should do this 
the 
chanc 


customers 


would welcome 


do believe it is 
until it is 
installations 


today’s someone 
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think takeoffs are your job or the contractor's 


Cl illy 


ontact 


equipment is there on time 
South Dakota 
with the manufacturer 
take the 


equipment is correct 


here in where < 
is expensive 
that the 


and responsibility 


Aberdeen $ DOD 


contractor should do his own 
He knows o1 
much better than the 

wholesaler’s 
all his talents 
the material 


swiftly 


The 
takeoffs 
custome! 
The 
centrate 
fully all 
needs us 

The 
many men as will make for profitabl 
add for 
his operating cost is in 
On the hand, if he 
doesn't add personnel, be cuts down 
Service lakeoftl 


job 


hould know his 
vhol 

saler aim 1s to ¢ 
on 
the 


ble 


supplying 
contractor 
is Poss! 
wholesaler operates with as 
business. If he 
takeoffs 


crease d 


personnel 
other 
some of hi ustomer 
work is definitely the contractor's 


Houston, Tex 


“Its my job—but . 


I do not consider it the salesman’s 
job to make takeoffs However | 
it times takeoff the fixtures and panels 
the 


do 


if possible—with understanding 
that my count is not to be accepted as 
accurate 

I think this in some 
that 


helping him and want to 


cases shows the 
interested in 
him a 


contractor you are 
vive 
price 

Not being a contra 
that I should figure the 
for if he contractor enoue 
to figure a should never take 
some one else's estimated takeoff 


I don't feel 


materials list 


tor 


him isn't 


he 


Baltimore, Md 


ontractor’s job whenever 


ob to h Ip him 


the 


mall and 
ket then 
that I at 


inmy b 

I believe | perfectly fitting 
| th Ip him to tak it off 
Hagerstown, Md 


should il 
it the 


man 
respon 
esti 
Takeotls on 
correct 


and 


ma r to do the est 


mating or determining the 
exp ricnece 
nven profession 


Detroit, Mich 


job, He 
can Use he knows 
ind I think the 
mack the 


It's the knows 
all the shortcuts he 
what hi 
full takeoff 
person doing th 

On all jobs of an 7K 


contractor 


men can do 
should be 
‘ob 
I takeoll my 


own items such as panelboards, con 
nal fixture owevel 


check 


orrect 


trol equipment 
l 
the plan 


ontr 


quantities quo 
fation wit 

they are rr 

By do \1 to read 

his ( asm mit some 

{ the 

vork 

hut 

mack 

the 

part 


man 
orkme ible 
ibination 


Little Rock, Ark 


possible and it is ny 
t 
In th ontractor 1 “Ties 
On! n rare « 
do takeoffs. I b Seek 
sibility of the 
dea 
at 
as 


Provide new 
“ door Use Up Fast Service Items Stock 
.. existing frame 
| = = - —-—- 


This woll 2-O° thick (assumed) brick const 
Use 2°%4" vertical furring 


) i 


cooler here 


18-0 


TT TTT 


Refoce all counters from present 
with pegboord, use _ positions, see 
nailing strips | Detail A 


New pegboord wall 


relocate existing showcases, 
cut fo fit Hung ceiling over 


Indicated ceiling plan 
Dotted areas indicate | 
new pegboord, the 
squares are existing 
ond are to remain 


Build new woil, 
march existing —— 


Strioted plywood 


Existing Office \ New 

catalog 
Move existing she 
end wall 6-0" 


Furr out wall to 
provide for elec 
panels. See elec cont 


6!-3" Extent of dropped ceilir 


See Elevotion 
and Detail 


93-9’ 


The old building compared with the improvements is shown in this blueprint drawn by company 


Here's One Distributor's . . . 


Blueprint for Improvement 


LITILE modernization goes a company personnel would have found “We decided to move the counter to 
long way in increasing business, themselves in the back alley the rear of the building,” he says, “to 
officials of Bell Electric Co. of — ¢@ First Step—The program of ex- devote an entire section to the contrac- 
Pennsylvania, Inc., Scranton, believe pansion began with the acquisition of tor. In the past, our contractor cus 
Before we started to remodel our a 25-ft-wide building next door. Until tomers were accustomed to standing 
outdated supply house about a year that time, most stock was kept in a at a cluttered counter, where our in 
ago, we were over our heads with lack crowded basement. An opening was — side men had difficulty serving them.” 
of space in a cluttered area,” says made between the two buildings, and Now, the counter is “L-shaped,” 
Harry Friedman, sales manager. (See the transfer of stock began and more customers can stand or sit 
“OLD” layout above.) Friedman says plans for remodeling in a smaller space 
He adds that wiring in the “100 per were undertaken for several reasons e Space Doubled—In addition, the 
cent outdated house” had not been Formerly, the counter area was small, front area of the building has been 
changed since 1930, and that if they permitting only a few customers to be remodeled to display more lighting fix- 
had not expanded and remodeled, — served at one time tures in a less crowded area. With the 
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back? 
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gorage floor 


ment below 


Build woll, 


stall pove for 


Install new 
Price List mokeup counter 
Counter 
- Area crosshatched 
existing cotoleg holders 


Provide new fire door 


all 


n 


Contractor Counter 


22'-C 


Use existing 
office door 


New Office 
Take off table 


officials. 


old counter removed 
has been 


leading 


counte!r 


Major 


almost 


from the 


shelving 


—, 
52 


Exists ing 
= 


6 


Provide 
gore 


Shipping ane 


Rece ving 


Existing shelves 


improvements are pointed out. 


An adjacent building 
acquired for expansion 
is used for warehouse 
space. As indicated, an 
opening was made be- 
tween the two build- 
ings. 


Additional parking 
space is now available 
at the rear of the build- 
ing recently purchased, 
reducing parking prob- 
lems. 


New counters are ‘‘L- 
shaped'’ and permit 
many customers to be 
served conveniently ina 
minimum of space. 
Small tools used by con- 
tractors are displayed 
on and above the coun- 
ter. 


Office space, which for- 
merly was at the front 
of the building, is now 
at the rear where most 
purchases are made. 


Officials of Bell Electric Co., Scranton, Pa., found the only 
solution to their cramped situation was to expand and re- 
model. Here is their formula and what it accomplished. 


doubled 


showroom 


The 


howroom 


also has ay en doubled, 


space 
a 


to the 


allow 


ing for display of small apphances and 


fixtures 


Incidentally, 
‘Il Electric 
riedman says the 
here and 


tures, Be 
price. I 


pet tive 
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advertising fix 
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in to see 


courtesy of 
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Blueprint for improvement (cont.) 


A Few Improved Features at Bell Electric 


OLD SHOWROOM above was clut 


tered e leading Counter was 
aisle ha 
and fixture we 


and neater area 


BEFORE REMODELINC unter was 
mall and overcrowded with upptiie 
Irisicte men found diffi 

ner The 


MANY ITEMS were 
m forrne 
house 

building 


attractive « 
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An Important Announcement to the Electrical Industry 


Distribution 
Research 


. 1s underway. It will he a comprehensive tudy of the distribution 
of electrical apparatus and supplies, sponsored by ELecrrical 
W HOLESALING. 


Such a study is needed, The apparatus and supplies segment of the 
electrical industry is growing at an unprecedented rate. And there 
are few horizons in sight. As the curve of production steepens, the 
role of distribution looms ever larger. But distribution, untike pro 
duction, has neve heen fully charted There are wice int the 


literature on the subject. And much of the information that is avail- 


able has remained uncollected, unstudied, unappraised, As a result, 


vital marketing decisions often are made in a factual vacuum——and 


with unhappy consequences 


This study proposes to get the facts and set them down. As outlined 
by the author, the research will be both broad and deep. It will take 
in the indu-try, the market, the competitive nature of the industry, 
the marketing tasks, channels of distribution, pricing, marketing costs 


and margins, industry outlook, And it will dig into specifies such as: 


price vs non-price competition by type of product, financing by type 
of product, risk-bearing by type of product, importance of channels 
of distribution by type of product, trends in use of various channels, 


methods used to set prices, changes in margins, costs and profits, 


The study will be the work of Edwin H. Lewis, professor of market- 
ing, University of Minne-ota. Dr. Lewis has the highest credentials 


(see left). To develop information for his study. he plans to contact 


» Amer Ma executives in manufacturing, distributing and user companies. Pos 
A 
: ' is \ — sibly he will be in touch with you. Working with Dr. Lewis is an 
advisory committee including Lester Barrett, Ralph J. Brown, 


Arthur W. Hooper, William Younger, William | Christopher, 


George Ganzenmuller. 


The results of study will be published a. a book during 1958. High. 
lights are planned for simultaneous public ition in the 1956 conven 
tion issue of ELecrrican WHOLESALING, celebrating the an- 
niversary of the National Association of Electrical Distributors, 
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Outlet box 


sus 


COMBINATION 


Un containing 
switch and pilot 
Jamp 1s connected 
Yo put corttrolled 
outlet in patalle/ 
uth pilot lamp. 


OVTLET TO SwiTCr, 


3-WAY SWITCHES 


are connected “hot” 
leg of circuit Grounded 
Jeg 1s conrrected 
outler 


and 


HOW COMBINATION 
-weer switcu/PuOT 


NEUTRAL 


> > 


switch LAMP 
COMBINATION Maty 
HAVE 4 TERMINALS, UNIT 
CONNECTEO INTERNALLY 


AS SHOWN. 
HOT LEG 
J NEUTRAL 
A | f 


COMBINATION LAMP 
UNIT 
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boxes 3- Conductor 
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\ Switch box 

Combination uri#: 

sun teh, ard 

4 pilot lamp 
Na 

Fixture ard ror 

COMBINATION TO OUTLET FIRST, 

UNIT. B-COMOUCTOR, CABLE 

REQUIRED 

| | IF LINE ISBROUGHT 

TO SWITCH FIRST, ONLY 

f CONDUCTOR CABLE 


Pinpoints the Information You Need on . 


Wiring Devices-—Ill 


By J. F. McPartland 
and W. J. Novak 


PPLICATIONS of wiring switches 
vary widely depending upon the 
type of the 
switching functions to be performed 
Typical switch applications 
follows 
e Single-pole switches are used for 
controlling lights or appliances from 


switches used and 


are as 


Such switches are con 
in the “hot” leg of the circuit 
In cases where the controlled outlet is 
out of sight from the switch location 


a single point 


nected 


a pilot lamp is commonly used and 
the 
tors on the load side of the switch, to 
indicate if the light is “ON” or “OFI 


Such cases include basement or garage 


connected across circuit conduc 


lights controlled from a switch in the 
kitchen of a room 
lights the 
room and many industrial applications 
where 


home, refrigerated 


controlled from outside 


lights are located in closed 
outside 


also 


single 


rooms and controlled from 
® Double-pole switches are 
to control lights 
but connected to 
close both of the circuit conductors to 
the controlled outlet 

e Three-way switches are widely used 
in all types of wiring systems to pro 


used 
from a point 


they are open or 


vide control of lights from two differ 
ent Typical of this applica 
tion is the hall light in a 
trolled from either of 
the first floor 
floor. light 
three-way switches 
“ON” or “OFI 
Again, when the 
from a 


locations 
home, con 
switches 

the 
controlled by 


turned 


two 


one on and one on 
second 
may be 
switch 
sight 
a pilot light 


three-way 


from either 
light is 
location 


out of 
switch 
switches 


ON” 


with 
Whether the light 1s 


may be used 
to indicate 
or “OFT 
Proper connection of three-way 
switches is important to safe operation 
Three-way switches are singl 
and 
that switching is down only 


The 


carried 


pok 
connected s0 
in the hot 
grounded ci 


switches must be 


circuit conductor 
directly to 
controlled. It is 
three-way 


cuit conductor is 
the outlet to be 


sible to 


pos 
connect switches 
with both the hot and grounded circuit 
conductors connected to each switch 
In such a hookup, the controlled outlet 
is isolated from the supply to provide 


the “OFF” control. Such a hookup is 
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the 


a short 


wrong and dangerous. Failure of 
switch mechanism could cause 
circuit 

Four-way 


two three-way switches to provide con 


switches are used with 


trol of lights from three or more differ- 


ent points. The four-way switches are 
connected in the hot leg of the circuit 
to the controlled outlet, with a three 
wav switch connected on each side of 
the one or more four-way switches. A 
four 


two 


connected be 
will 
or 


control re 


way switch 


three 


single 
tween way switches 
provide three points of control 
each additional 
quired, another four-way switch must 
series the 


lo control a light 


point of 
be connected tn between 
switches 
different 
three-way 


three-way 
from 
quires 


Say, five locations, re 


two switches with 


three four-way switches connected be 
tween them 

e Three-pole and four-pole switches 
are made in tumbler and rotary 
for 


three or 


pes 


switching applications involving 


four circuit wires 


Wiring Boxes 


The term 
the wide 
in wiring 
used at 
junction points. As used 
‘outlet 
sysiem atl 


taken to 


ludes 
used 
hoxe 


wiring device ing 
variety of small box 


Thes ire the 
switch lo 


systems 
ind 
the 
pomt im 


outlets 
here 
word describes any 
which electric 


lighting 


a wiring 


power may be upply 


fixtures, motors, fixed appliances, cord 


connected devi ind appliances and 
uming 
I illy 


armored cabl 
outlet 


any other current-con 
ment. Although gen 


of steel 


equip 
construct d 
steel 


also 


for ind 


conduit systems boxes are 
material for use 
ithed cabl 
insulators 


work 


boxes are di 


made of non-metalli 


with non-metallic-sh 


tems, Open wiring on and 


concealed knob 
In general 
into several catt 


ind-tube 
vided 
ording to 


fol 


wiring 
construction and application, as 
lows 


Outlet 


used at outlet points in 


Boxes ire the boxes 


wiring systems 


They are made in several cross-section 


shapes—octagonal, round, square and 
rectangular 
Octagonal 


are gencrally used 


and round outlet boxes 


for 
in all types of « ed wi vs 


line outlets 


tems in all types of construction 


Round hoxes are not used where con 


duit must enter the box from the side 


the difficulty in making a 
good connection on a rounded surtace 
Octagonal boxes are wall 
outlets to lighting 

Both round 


with val 


because of 
also used tor 
fixtures 

ind octagon il boxes ar 
mack ious combinations of 
knockouts 


commodat 


in sides and bottom to ac 


ilmost any con 
fisuration of conduit runs, Thes« 
are available with built-in clamps for 
or non-metallic 
the 


or provisions for 


use with 


boxes 


holding armore d cable 
sheathed 
Built-in 
mounting 


inserted in box 


stud 


cable 
fixture 
eparate nxture siuds are 
hoxes 


for 


also” standard parts of such 
Many 
these 
Special om boxes are 

concret vork These 
of depths to 6 inches 


ind kro k 
both 


Ivpes of covers afe made 
boxes 
tagonal made 


{or boxes are 
made in 
with removable back plates 
for onduit connections in 


ind back pl ile 


ul il aor 


outs 
the sick 
Square 
outlet 
outlets 


the boxes ar 


and rectan oblong 
find apph for wall 
in conduit wirine tems when 
embedc iin 
in brick of Both box are 
vith ions ol knock 
other type 


hoxe ition 


masonry of 


provided 
outs ind are ed in 
provi 


fixture 


of building uction, Square 


built-in) fixture tuds o1 


for 


have 
SIONS mounting separate 
studs 

Oblong boxes ar 
term which 


common! ill 
refers to 


gang) boxe 
the fact 
devi can b 
four hox for 


ommodat tandard wit 


that a number tandard 


wirin mounted im the 


hox 


will 


yany example 
four 
ing devices mounted ein 
the box 
A wid 


square ind 


mack 
with 


iriety of ver ire 


for oblong box: 
u to ommodat 
Ih ) ver 
have rial n ope n 
inv which ( ( mounted 


slightly back ria of the 
bring evict the 


openin + ma 
flush 


wiring device 


round the ma 


wall 
wall surface 
cover a4 pl 
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plate which 
the device 
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INDUSTRY-WIDE PROGRAMS 


Year-end Report: 


Where From —Where To 


FAR’S END, like school commencement, is traditionally the time of looking 
forward—and looking back. The electric industry’s promotional programs 


take no exception to this tradition 


Ihe programs shifted into second gear last year, and it looks as though they 
may reach third gear in 1957. The early 1956 estimate was that $10 million 
would be spent last year (including trade tie-in outlays, nationally and locally) 
Though this figure was a “projected guess,” 1957 will undoubtedly top it. 


Ihree facts stand out 


e The programs are moving toward more complete coordination—or, if you 


like, application of “the spirit of interdependence” on this level. Decisions are 


being reached on which program will do what 

© Housepower and Live Better Electrically themes are being taken strongly 
to the consumer, with increasing integration of terminology and plans. There’s 
also support ..om the National Association of Electrical Distributors and the 
National Electrical Contractors Association 

@ National Electrical Week is becoming the kickoff point for this year’s 
program activities—in line with NEW’s growth (see next page). 

Here are the year-end highlights, program by program, of what was done in 
1956 and what is planned for 1957. (References in parenthesis are to pertinent 


LW news stories.) 


Adequate Wiring 


Results: The number of local AW 
bureaus in Operation jumped 30 per 
cent last year, to a total of 112. Local 
activities continued to hinge on certifi 
cation. Best certification estimate: four 
per cent of all new home construction 
in local bureau areas, on the average, 
were certified during 1956. The Na 
tional Adequate Wiring Bureau came 
out with Housepower rating sheets 
(Sept., p. 93), for use dramatizing to 
homeowners what new and remodeled 
wiring means in terms of convenience 
rather than wire sizes 
Plans: NAWB is expanding into a new 
field, commercial-institutional wiring 
(Nov., p. 114). There probably will be 
much emphasis on new rating sheets 
designed for use with these installa- 
tions when final plans are announced 
at the national AW conference, Feb 
21-22. Other plans include 

e New Housepower contractor wir 
ing promotion kit 

@ Coordinated eatalog of AW and 
Housepower sales and ad materials 

e New promotion aimed at the 
home builder 


American Home Lighting 


Results: More than 2,100 distributors 
received American Home Lighting In- 
stitute’s residential sales planning 
book, with 118 participating either 
in the October national ad or with 
the local promotion kit. At least 12 
distributors report plans for new show- 
rooms, based on AHLI studies, LBE 
also tied in with Home Lighting Fix- 
ture Month 


92 


Plans: Definite 1957 plans are not yet 
set but will include stimulating fixture 
lighting, distributor displays and sales 
training 


Certified Lighting Program 


Results: 1956 saw CLP increase its 
operating local units from II to 18 
(Dec., p. 49), all under the National 
Lighting Bureau. Total certified com- 
mercial and industrial jobs, as of Nov 
20, was 717, involving 35,881 fixtures 
and a kw load of 6,582. A study of 
certification reports during 1956 indi 
cates a trend to a larger number of 
fixtures per job (up 14 per cent over 
1955 certifications) and to more kw 
capacity per job (up 25 per cent over 
1955) 
Plans include 

@ Addition of a field staff man—to 
sell the program on a wider basis, help 
local units, and step up headquarters- 
local bureau cooperation 

e New bi-monthly sales letter to 
local units and training course gradu- 
ates, with stress on success stories and 
selling hints 

e A national lighting prize contest 
to be co-sponsored by Electrical Con 
struction & Maintenance, ELeECTRICA! 
WHOLESALING and Electrical World 
magazines. Details will be announced 
later 


Housepower 


Results: Housepower officially got un- 
derway last May with a national con 
sumer contest. It drew 316,771 entries, 
with prize awards from 27 manufac- 
turers and the $10,000 grand prize 

Continued on page 128 


Talking 
About 
Industry-wide 


Programs... 


« National Electrical 
Week is coming up next 
month. It offers you a 
made-to-order opportunity 
to do a selling job—for 
your company and your in- 
dustry. To help you make 
the most of it, here’s a 
package of practical ideas. 
It includes three work- 
sheets for appraising, es- 
timating and selling wiring 
modernization. If you have 
the engineering know-how, 
you can use the work- 
sheets directly with some 
types of customers. Or you 
can encourage’ contractor 
and industrial customers to 
use them, Either way, you 
should find them helpful 
as sales tools. Additional 
copies of the worksheets 
are available on request. 
Write for prices. 
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ELECTRICAL CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL WHOLESALING 


PRACTICAL IDEAS FOR 
National Electrical Week 


The second annual Week is a good time to 


tell the public the story of the electrical 


industry—and its value to your community. 
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- 
FEBR 
16 
15 
\ 
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Va 
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(( wide basis, of Na ice for hom 
‘ \\ 
Howl expected to bor you 
| 
| | 
the International Association of bklectrical ‘ con 
| | dadoal 
ber ol tiie vile fetal 
Week Is concel doa it} tl 
promotion It ive electrica mid 
cneration of electricity. b Power 
I here a comme i] aspect ! iuted to ill 
com cial asp 
NEW. Industry public relations can be turthere iy league oF 
| 
puttin thie o hat wndividual co i listing of 
tie cle Hiv mid lat prod ict 
\ | j 
tinall Week ha i in terms of thre On 
ecthica Sticl wkhing too cle 
n ‘ NEW is adapted to plavin 
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14 Ways You 


By Group Action: 


National Electric 


the tol 


It mn local that 
Weck 
of 


ii pector 


itic 


utilized 


ol distributors, contractors, dealer 


midustry segment 
the first or 

i) take the in 
this re 


NECA 


perhiap 


or NARDA 


C)thwey 


i chapter ol 


One COMPA takin the 


W th 


C 


hould nomindustry 


vroup il hye j ol 


Coot cree 


thre ented 


thre 


and 


Weck 


thre Ktent of Cooperation 


chool ele 
that 


rele 


Pioclamation by the mayor 


NEW incl 


thre 


tite 


‘ \ 


to publicise 


1 


bakes 


hie 


titted 


the mayor tatement should be sut 


mice tor ipproval It hould 


NEW 


local electri il 


mbormation mid appropriate 
| Py 

\rrange 
for 


plus othe 
hit.) 


thre 
photography. 
VEW prop 


If your town 4 


rerark 


made for a pre release and 


pattern neu 
materia 


a metropolitan center, there itl 


opportunity to suburban mayors—and subul 


new papel publi 


the Week might be proclaimed by 


And, with the help of you! 


the wovernor 


Speeches to civic groups 
clubs, 
clubs, 


ind ci\ 


ocal 


prot ss1onal 


group social el ine mitcrested 


Can Promote NEW 


noncommercial speeches Chance 


that these 


ted peech on NEW 
through the 


Oy 


iched 


your league or utility you 


NEW 


wh il 


bureau of 


ba int to set up a bureau for Its respons) 


ould include determining spt ikers are 


makine 


alks 


contacting organizations 


veoh arrangements, scheduling ho t where 


nd deciding peech 


Speech generalls hould | broad this 


waker can refer im) passin Oo a ranve of item 


industry tradition and dev industry out 


look 
Also 


po 


eclopment 
| 


pecs ilue of the industry to the communits 


tilable are films tor showin it such meet 


and Ol 


/ 


3. Talks to school assemblies 
High 


eloorne 


ith 


chool 


talk 


i student 


children 

I hes 

project: such lectrical 
pection report 

folder desiened to 


Horne 
used 
hit 


project 


Your 
thre 
(Nee / 


blectricity in 


checking ol ilety of home 
fully 


lor u 


ine systems 


pector group foldet 


passed 
NEW 


out at the end of a school assembly 


4. Planning of civic meetings 


\ civic luncheon or dinner, with 
industry speaker, set the stage for effective NEW pub 
licity. Such Feb. 11 
billed as arranged in co 
pon orship with a community org 


The Week 


together people from various segments of the industry 


an affair might be set for 


kdison Day. It could be 
tization 


also provide ‘ 


pe rhap in connection with celebration planning o1 


ita Week tunction 


7 Special displays or exhibits 
NEW 


or future ol 


displays—perhaps tracing the 


the indsutry in terms of its meaning te 


the average citizen—« ranged with 


Ore 
etlectiv: 


Othe: 


banks are 
bank ofhcials 


utilized 


I obby aol window 


and are olten encour 


locations that might include school 


libraries, cle partment store id small retail outlet 


appliance dealers first Suvvested themes are 


models of atomic power plant and electrical progre 


dramatized by contrasting old and new appliance 


local 


an outstandiney 


in Opportunity to bring 


deve lopune hit 


| 


1g 
peak 
j 
lead can oreanise 
te 
ork 
elevision (See (ist) 
| ! 
Hie ‘ i 
an Phere, an bret, are you may be 
ible tou 
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GR 
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— Locally 


6. Special newspaper sections 

Your group might suggest that thre (MA 
paper feature possibly in its Sunday edition, a section 
tying in with NEW 

[his is an opportunity to present editorial material 
on the industry, particularly that with a local slant 
contributions in terms of wiring and appliances for 
better living, of lighting tor better retail shopping, 
ol power tor mass industrial production, and the like 


In connection with such a ne wspaper section, local 


concerns—both in and out of the industry -can b 
urged to advertise. Such advertising may be genera 
ie., on the industry, institutional (on service of a 
company to the community) or iles-oriented (on a 


new model electric home or appliance 


Use general advertising 

National Electrical Week is a likely time for satura 
tion local advertising: trom ney paper ids to direc 
pieces to PV and radio commercial 


herve ine iho noncommercial OP 


youl roup Perhap t local quiz how would be 


ELECTRICAL 


QUIZ 


receptive to including a series of questions about 
electricity and the industry during a show broadcast 
that week Or an interview show might invite a 


representative from the industry to discuss an NEW 


As An Individual Firm: 


National Electrical Week provides a neat opening 


lucts and 


fo? Promotion ol Vou? COMP it prod 
it SCTV ICE to thre Communit firm Cath Use 
this event to (1) associate your company name with 


the industry and with the Week 


pe ll out what 


services you offer, and (3) tell the community what 
Vou are doing right now 

Like the activitse for NEW uch promo 
tion requires planning and coordination. It involve: 
your sales and advertising activitic ind the acti 


vitices of your men 


8. Tell the story to employees 


It may scem trite, but NEW is a good time to 


remind your employe vhat their industry stand 


What's Available 
For Local Promotion 


Here's a partial listing of the mater 
available to you for promoting National 


Electrical Week at the community level 


From the NEW Committee: 


@ Planning guide. List ol suggested plan 
and projects, in detail 

@Emblem. Reproduction proots, for use 
in advertising, exhibits, et 

®@ Basic 20-minute speech. Covers electrical 
progress, the industry's contributions to 


nation and the significance ol the Week 


@?0-minute talk on adequate wiring 

Publicity memorandum, with sugewestio: 
for advertising and news copy, plus TV-radio 
spots 


@ Pattern news releases, covering formation 
of local NEW committee and governmental 
proclamation 

For additional information ind cost on 
the above materials, see your league or utility 
Or write: National Electrical Week Commit 
tee, c/o Fleishman-Hillard, Ine 107 N. &th 


St., St. Louis |, Mo 


From other sources: 


@ Display kit, including window poster 
counter card, outdoor banner, truck poster 
and bumper strip 

@ Booklet. “New Step-by Step Ideas to Help 
You Live Better Klectrically” runs 7 
pages, promotes electrical living 

@ Folder, “Electricity in Your Home,” fea 
tures checklist for home electrical inspection 
report for use in high schools 

® Folder, “Break-through to a New World 
tells importance of the Week 

film clip runs 30 second feature 
NEW and Live Better Electrically. Suggested 
copy included 

Housepower display 
pieces feature NEW 

@ Movies A variety of industry progre 


Separate insert 


and electric living movies are available 


For additional information and « 


these materials, see your utility or league 
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lor—and ho they and the company fit the dyvertising fits in, too—and again your COMPAL 
picture name can be associated with the NEW event 
Perhap it a meeting or by advisory letters, you 
can outline the industry rovre ind how it has . 
pro . Use Week displays 
iffected your COMpan It's also an Opportunity 
Your showroom and di play window are idaptable 
to remind your staff of vour company’s traditions 
lor NEW displays Perhap you have a new lightin 
il 
line or fixture Display of this item could be burt 
9. Pell your story to customers 
One ol the prune themes of NEW is how the | 
industry serves the community and the nation Dake 
your story beyond vour employes 5 to your custome 
reminding them of your facility idl service mid 
ol your in then ellare 
Phis might be done by direct mail letters on 
Ly the personal sales calls of your field men. Or 
round the Week and one or more of the industry's 
ou much mt to hold an open house during th 
clectric” living promotion Contests tor the best 
Weel 
NEW display are another possibilits 
| | 
10 Conduct home wiring surveys 1 
Promote all-electric homes 
Usine wiring we heets (see next pag NEW 
‘ Opening of model electric homes can be timed 
op tu ty t Provide i ccrvice 
! Oppotr pro id lor NEW This will vive your ile force an extra 
yor uistol ‘ AIS; thie ne systems 
Our ¢ alas i appraisal of then arin talking point, and the model home can be used to 
d how thie might be panded —lor convenienc pace in the nev paper or for tie-ir 
let nd vrowth 
an Week advertising (including the builder and others 
ho participated inn the proyect 
11. Use of advertising 
Your advertising budeet can be used to tell the 14. Kick-off spring activities 
NEW imal to tell Laon it the NEW iS a vood time to beein you! pring pro 
sugeestion to use a mathin plece on som notion Besides open houses for customers or thr 
Week electrical convenience With thi an Opportunity for tie-ins with 
ou might tre your rvices on improved home howings of new products and equipment, and 
Hing or on one ob your new product Newspape! nnouncements of special sales 
1 RESIDENTIAL: Use worksheet totals to fill in 
Belore mad “Alter columns on. first page 
Branch circuit loads on worksheet ill indicate 
excess Capacity to be entered in on third column 


On the following 12 pages are three 
fold-out worksheets designed for 
appraising and selling up-to-date wiring 
systems. These worksheets can help you 
chart out recommendations—based on 
present system capacity and what 
capacity will be needed in the future. 
Once your recommendations are set, use 
these worksheets as a tool to explain 


them to the customer. 


Leave COPS ol table with homeo nel 


COMMERCIAL: Obtain electrician 


Maintenance department or by 


personal check 


il information on existing system called for by 
tables. Show by riser diagrams recommended 
change ith alternative Suminarize circuit 


in tables on first 


pare 


INDI STRIAL: Obtain from plant electrician 


or ecngimeer (or by personal check) all information 


On CXIStING SVStem called for by table Show by 
riser di ivrams recommend. d changes, w ith alter 
HaAatives Summarize circuit provements in 
tables on first page 
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HOUSEP 


PLANNING GUIDE PANEL 


] CB or 1. Outline ar 
Typical 
Equipment Watts Volts Wires Fuse Notes on panel : 
Rating 
2. Indicate g 
KITCHEN provided 
Range 12000 3x6 50 rvice 
e 
Oven, built in 4500 120/240 3210 30 | Special purpose receptacle if 
Range top 6000 3#10 30 not direct-connected Service Cond 
or 3300 3H#12 20 
= Service Entrar 
Dishwashe 1200 Grounding receptacle if not 
ishwasher 20 120 2412 20 rounding ptac I 
Waste disposer 300 direct-connected 
Circuit 
Broiler 1500 
Fryer 1300 Parallel or grounding receptacle 
Coffeemaker 1000 120 2412 20 If used regularly at one location, 1 
Toaster 1000 appliance should have sepa 3 
Waffler 1000 rate circuit 
Skillet 1000 5 
7 
Refrigerator 300 120 2+12 20 Separate ckt recommended 9 
Freezer 350 feeding these appliances only 11 
LAUNDRY 13 
15 
Washing machine 1200 120 2212 20 | Grounding receptacle; separate ‘7 
ckt recommended 19 
Dryer 5000} 120/240] 32210 30 | Must be grounded 21 
lroner 1650 120 2#12 20 | Parallel-grounding receptacle 23 
Hand iron 1000 120 23%12 20 Provide for use in other locations 
Water heater 3000 Consult utility 
] 
LIVING AREAS PLUS I 
Portable lighting 1200 One ckt per 500 sq ft @ Dimme 
Television 300 Should not be connected to ap 
pliance ckt @ Sun La 
Portable heater 1300 120 2x12 20 Separate ckt recommended 
Workshop 1500 Grounding receptacle; separate 
ckt recommended e Fire Al 
FIXED UTILITIES © 
Fixed lighting 1200 One ckt per 1200 watts 
@ 
Sump pump 300 Parallel grounding receptacle 
Heating plant 40 120 212 20 | Local code may require sepa @ Valanc 
rate ckt 
Fixed bathroom heater 1500 Direct-connec ted ° Night ( 
Attic tar 300 May be direct-connected 
Air conditioner hp 12001 120/24¢ 32°12 | 20 Individual ckt required Multipl 
ulti 
Air conditioner 2 np 2400 20/240 | Sar lz 20 Use approved receptacle P 
Central air conditioner 5000} 120 240 | Follow mfr's recommendations Garder 
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POWER MODERNIZATION| ano maintenance 


ELECTRICAL WHOLESALING 


NELBOARD SCHEDULE THE ELECTRICAL WIRING 
Jutline and number circuit breaker or fuse locations IN THIS RESIDENCE 
PROVIDES HOUSEPOWER FOR 


idicate general nature of connected load in blanks 


BEFORE | AFTER 


ce Amps Phase Volts MODERNIZATION 


ce Conductors: (2, 3, 4) AWG No Type 
ce Entrance Conduit Inch 
it Load Panel Load Circuit Rang 
Oven, built in 
2 Range top 
4 
6 Dishwasher 
8 Food waste disposer 
10 Kitchen receptacles (sufficient 
12 for feeding 2 appliances at 
14 same time) 
16 Clothes dryer regular 
18 — 
20 hi-speed 
22 Automatic washer 
24 — 
Water heater 
lroner 
4) ry ’ ’ ’ 
US ITEMS TO CONSIDER: 


Electric space 


Dimmers heaters in 


Sun Lamps | 


Fire Alarm System a 
Central ai: conditioner | 
Garage Door Opener Attic fan | 
—— 4 
Low-Voltage Switching Work shop ™ 
Work center 
Valance or Cove Lighting — om 
call the undersigned 
Night (Stairway) Lighting Dat for additions to your wiring syster 
ate 
Sports and Game Lighting 
Signed 
Multiple TV Antenna Outlets Cectrical Contractor 
Address — 


Garden, Walk and Driveway Lighting 


Phone 
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SERVICE EQUIPMENT 


Service Rating| volts} phases | conductors} size type Show by block diagrams existing system plus rec 
‘ equipment, feeders, panelboards and transform 
Main Switch volts poles amps number of active and spare circuits, and ratings | 
Main fuses or circuit breakers frame amps 
Raceway 
MAIN DISTRIBUTION EQUIPMENT 
Description and ratings 
FEEDERS 
No. or No Rating Load 
+— — 


Notes 


PRESENT 


LOAD AND CAPACITY 


Lighting 
Motors 
Heating 
Misc 


Total connected load 


kva | Service capacity 

kva | Peak demand 

kva | Off-peak demand 
kva | Average power factor 
kva PF capacitors in use 


kva 


kva 


kva 


kvar 


rated voltage x rated current x 1.732 


Notes 
— 
kva service capacity = 
kva motor load — 
kva demand = 
— 


motor hp x 0.746 


kw demand/power 


factor 


Additional load to be added immediately 


New total! connected load 


Estimated new peak demand 


kva 


kva 


kva 
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EXISTING AND PROPOSED 


RISER DIAGRAMS 


TYPICAL 


| plus recommended improvements. Include service equipment, main distribution 
ransformers. Indicate ratings of all equipment, size and type wire, raceway, 


ratings of circuits. 


LIGHTING 
LOADS 


wotts per sq ft 
Receiving, shipping 


Rest rooms 


watts per sq ft 


Dining areas 
File rooms, vaults 


Reception rooms 


watts per sq ft 


Offices 
Lobbies 


Kitchens 


watts per sq ft 
Reading rooms 
Show rooms 


Counter displays 


watts per sq ft 


Very fine work 


Drafting rooms 


watts per running ft 


Halls, corridors 


watts per running ft 


Wall display cases 


= — 
New capacity of service required for 
kva immediate additions kva]| Additional PF capacitors recommended kvar 
Notes 
kva Capacity of service recommended kva 
At present demand factor, this capacity will 
kva permit future additional load totalling kva 
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WORKSHEET 


COMME! 


PANELBOARDS FEEDERS 
Active Circuits Growth 
No. or Total after Capacity No. or 
Symbol | Circuits Description Modernization Circuits Symbol Description 


UTILIZATION 


Motors 


Connected Load 


Before | After 


EQUIPMENT 


Modernization 


Lighting-Heating 


Before 


Motorized Equipment (horsepower) 


Lighting Equipment (kva) 


Air conditioning 
Compressors 
Conveyors 
Cranes, hoists 
Elevators 
Fans, blowers 
Motor-generators 
machines 


Office 


Production machinery 


General 
Floodlights 
Portable 
Signs 
Stairway, exit 


Supplementary 


Total lighting kva 


Pumps 

Tools Furnaces 

Valves Kitchen equipment 
Ovens 
Production machinery 
Space heaters 
Tools 


Electric Heating Equipment (kva) 


Total motor horsepower 


Total heating kva 


Connected Lo 


Modernizatic 
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IERCIAL MODERNIZATION 


ELECTRICAL CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL WHOLESALING 


’ al ’ al 
Connected Load SER VICE Connected Load 
(amperes) Growth (kva) Growth 
Rating after Capacity after Capacity 
tion (amps) | Modernization Amperes Description Modernization kva 
Plans for Extension 
of Main Distribution 
Equipment 
Date Electrical Contractor 
Phone 
nected Load 
re Atter PLANNING 
= e Make revisions to present system in ac- For new branch circuit wiring, inconspicuous sur 
cordance with a plan for COMPLETE MOD- face raceway can be installed to blend with 


ERNIZATION. 


Make provisions for 

Growth capacity in branch circuit wiring, feeders 
and service equipment 

Spare feeders 

Spare circuits in panelboards 

Expansion of main distribution equipment as re 


quired 


If extensive general remodeling is to be 
done, plan electrical and structural changes 
simultaneously. 

Hung ceilings for luminous-area lighting effective 
ly hide feeder, home run and branch circuit 
raceway and accessories 

Built-up structural columns may be used to enclose 
panelboards and feeders 


If structural changes are not contemplated, 
provisions for use of existing space must 
be made. 


New risers may be run in air shafts, abandoned 


elevator shafts, shafts, stairwells and 


washrooms 


pipe 


Floor space may have to be sacrificed, with risers 
run up along wall, breaking through each suc 
cessive floor, and then boxed in 

With no inside space available, risers may be se 
cured to exterior building wall 


decorating scheme 


If complete or extensive rewiring is feas- 
ible now: 

outmoded 2- or 3 
120 208v 3 


Arrange for replacement of 


wire single-phase service with 
phase 
277% system if avail 


mary feeders direct 


Consider economies of 480 


able from utility, or of pr 


to load center substations 


Provide 


sure contr 


alternate feed or en ergency power to as 


vity of service and avoid customer 


or personnel panic in case of power failure 


Study building layout for new and better location 


for service and main distribution equipment 


If most of existing system must be reused: 


New higher-capacity panelboards may be in 


stalled in existing cabinets to provide addi 
tional branch circuits 
lf required panelboard capacity exceeds that 


which may be obtained as above, a sub-panel 


may be added, located close to load to avoid 


extended home runs 
Replac ng old feeders in same conduit witt larger 


size TW insulated 


of conduit area will 


conductors wired to 50% 


provide substantial capac 
ity increase 

Doubling voltage will double capacity of existing 

insulation is 


risers, if in good condition 
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DISTRIBUTION SYSTEM — EX) 


SERVICE EQUIPMENT 


kva service capacity 
kva motor load 


kva demand 


= rated voltage x rated current x 1.732 
motor hp x 0.746 


kw demand/power factor 


T T 
Service Rating| volts! phases | conductors | size type Show by block diagrams existing system plus | 
: equipment, feeders, panelboards and transfo 
Main Switch volts poles amps number of active and spare circuits, and ratinc 
Main fuses or circuit breakers frame | amps 
i 
Raceway 
MAIN DISTRIBUTION EQUIPMENT 
Description and ratings 
FEEDERS 
— 
Present 
No. or No Rating Load 
Symbol] Conductors | Size Type Raceway (amps) (amps) 
Notes 
PRESENT LOAD AND CAPACITY 
Lighting kva Service capacity kva 
Motors kva Peak demand kva 
Heating kva Off-peak demand kva 
Mise kva Average power factor 
Total connected load kva PF capacitors in use kvar 
— 
Notes | 
Additional load to be added immediately kva 
| 
New total connected load kva 


Estimated new peak demand | kva 
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EXISTING AND PROPOSED 


RISER DIAGRAMS TYPICAL 


2m plus recommended improvements. Include service equipment, main distribution LIGHTING 
| transformers. Indicate ratings of all equipment, size and type wire, raceway, LOADS 
nd ratings of circuits 


watts per sq ft 


Special processes 
rough work 


Receiving, shipping 


Locker, shower and 
washrooms | 


Foundries | 


watts per sq ft 


Special processes 
medium-fine work 


| 
Core making 
Polishing, burnishing | 


Storerooms, 
stockrooms 


Packing, boxing 
Dining areas | 
Reception room 


File room, vault | 
watts per sq ft | 


Special processes 
fine work 


Assembly lines | 
Inspection 
Machine shops 


Sheet metal work 


watts per sq ft 
Offices 


Kitchen 


watts per sq ft | 


Drafting rooms 


watts per running ft | 
| 
Aisles, passageways | 


RECOMMENDATIONS 


T 
New capacity of service required for 


kva immediate additions kva] Additional PF capacitors recommended kvar 


| Notes 

kva Capacity of service recommended kva 

At present demand factor, this capacity will | 


kva permit future additional load totalling kva 
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PANELBOARDS 


FEEDERS 


Active Circuits Growth 
No. or Total after Capacity No. or 
Symbol | Circuits Description Modernization Circuits Symbol Description 
—— 


Connected Load 


UTILIZATION 


Before | After 


Motors 


Modernization 


Connected Load 


KQUIPMENT | 


Before | After 


Lighting-Heating 


Modernization 


Motorized Equipment (horsepower) 


Lighting Equipment (kva) 


Air conditioning 
Compressors 
Conveyors 

Cranes, horsts 
Elevators 

Fans, blowers 
Motor-generators 
Office machines 
Production machinery 
Pumps 

Tools 


Valves 


+ 


General 
Floodlights 
Portable 
Signs 
Stairway, exit 


Supplementary 


Total lighting kva 


Electric Heating Equipment (kva) 


Furnaces 

Kitchen equipment 
Ovens | 
Production machinery 
Space heaters 


Tools 


Total heating kva 
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ELECTRICAL WHOLESALING 


’ 
Connected Load SER VICE Connected Load 
(amperes) Growth (kva) Growth 
Rating after Capacity after Capacity 
n (amps) | Modernization Amperes Description Modernization kva 
Plans for Extension 
—{ | of Main Distribution 
Equipment 
Date Electrical Contractor 
Address 
Phone 
tted Load 
| Atter | PLANNING 
rnization 
Study records of past production make estimates of future obtain industry 
= ail economic reports and outlook. 
Discuss with management and department heads plans for expansion introduc 


tion of new operations and machinery improvement of existing facilities 


Examine existing operations for possibilities of improving efficiency through new 
methods of control . . . machine relocation . introduction of signal systems 


power factor correction. 


Provide for increased employee efficiency and comfort through improved lighting 


levels, air conditioning, ventilation and air purification . through substitution of 


| modern electric heating processes for fuel-burning equipment 


Investigate maintenance records for recurring motor failures, indicating possibility of 
incorrect motor application . . . for consistent blowing of fuses, indicating overloads 


Plan redistribution of existing load on feeders due to gradual shift of load centers since 


original installation. 


Check capacity and condition of all switchgear, panels and feeders which may be 


retained, to assure continuity of operation 


Test circuits capable of being retained for adequate voltage at points of utilization 


Plan sufficient outlets for hand tools and minor redeployment of portable machinery 
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ELECTRICAL CONSTRUCTION 


IAL MODERNIZATION AND MAINTENANCE 


ELECTRICAL WHOLESALING 


Connected Load SER VICE Connected Load 


(amperes) Growth (kva) Growth 
Rating after Capacity after Capacity 
(amps) | Modernization Amperes Description Modernization kva 


Plans for Extension 
of Main Distribution 
Equipment 


- 
Date Electrical Contractor 


Address 


PLANNING 


Study records of past production . .. make estimates of future .. . obtain industry 


economic reports and outlook. 


Discuss with management and department heads plans for expansion . . . introduc- 
tion of new operations and machinery .. . improvement of existing facilities. 


Examine existing operations for possibilities of improving efficiency through new 
methods of control . . . machine relocation .. . introduction of signal systems . 


power factor correction. 


Provide for increased employee efficiency and comfort through improved lighting 
levels, air conditioning, ventilation and air purification . . . through substitution of 
modern electric heating processes for fuel-burning equipment. 


Investigate maintenance records for recurring motor failures, indicating possibility of 
incorrect motor application .. . for consistent blowing of fuses, indicating overloads. 


Plan redistribution of existing load on feeders due to gradual shift of load centers since 


original installation. 


Check capacity and condition of all switchgear, panels and feeders which may be 


retained, to assure continuity of operation. 
Test circuits capable of being retained for adequate voltage at points of utilization. 


Plan sufficient outlets for hand tools and minor redeployment of portable machinery. 
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THERE'S UNIFORM 
HIGH-DUCTILE STEEL 
IN XDUCT CONDUITS 


Good accurate bends are casy with Xduct Conduit 
because only easily-formed, high-ductile steel is 
used as the basic metal. Xduct resists deformation 
and spring-back, and the silver-bright uniform 
zine coating does not flake, crack, or peel under 
bending pressures. 

All Xduct threads are machined (and couplings 
tapped) before galvanizing so that all joints are 
zinc protec ted equally as well as conduit surfaces, 

There’s easier fishing with Xduct’s baked-on 
aluminum enamel interior coating casicer 
pulling of wires because friction is minimized 
between conduit wall and conductor insulations, 

To find out more about Xduct’s easy bending, 
easy fishing and end to end zine protection, write 


for your free copy of the Xduct facts booklet 


For Dependable Pathways of Power 


National Electric Products 


PITTSBURGH. PA 
2 Plants « 11 Warehouses + 35 Sales Offices 
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Model 2501 (425 CFM) 1601 
With 2368 Silde Filter CFM) 


Greatest comfort for the owner 
Highest style for every kitchen Integral backdraft dampers 
Best workmanship in copper or Blower wheels for 
staintess steel, ' certified air delivery 
easiest installation ...And you'll For use with any Trade-Wind feed 


TRADE-WIND at the 
NAHB Show, Booth 449 
Sherman Hotel 


Mest efficient 
Easiest te install 
Widest range ef sizes, 1900, 
Combination light and ventilater IP. 1206 and 1500 watts 


(A 7755 PARAMOUNT BLVD. DEPT. EW, RIVERA, CALIF. 
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NEWS FOR THE INDUSTRY 


Outlook for Dis 


tribution 


@ Conferees note significant changes in concepts 
and channels of distribution. 


@ Wholesale volume may increase 20°, in next 
five years, 40%, in next 10. 


annual appraisal, by outstanding author 


trit 


aftect ng the busine ‘a itior 
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THE BOSTON CONFERENCE ON DISTRIBUTION 


tie tf the 


Distributors Are Not 


VALLE ADDED BY DISTRIB 
TION. By Dr. Theodore N. Beckman, 
Professor of Business Organization, 
Ohio State University. 


OTHE PUBLIC 
manutacturing as 
and ot 
In a word 


has come to think ol 
adding value 
distribution as ‘adding costs 
there 1s an enormous 


gap between our economic progress 
and our progress in think 
ing. It is hoped that the application of 
the value added concept to distribu 
tion will in some significant measure 
help to narrow this gap 

“There are at least 
tant reasons for 
added’ concept to the field of distribu 
tion. Value added 

(1) measures what distribution ac 


economic 


several impor 


applying the ‘value 


tivities have contributed to our society 
in terms of enhanced of the 
goods and services 

“(2) can be used also for comparing 


value 


one segment of the distribution sector 
of the economy with another, like 
wholesaling with retailing 

“(3) is really the value received for 
the costs incurred. To |ook at costs by 
themselves, without knowing what was 
gotten for them, is hardly scientific 
Yet that is exactly the situation 
one looks at 
without 
by it 

“(4) Data 
tribution should serve to promote re 
search for 
of productivity 
field 

“(5) Application of the value added 
concept would 
in improved public relations. It 
tend to shift the emphasis 
negative to 


when 
distribution 


added 


the costs of 


regard to the value 


on value added by dis 


the effective determination 


and efficiency in this 


necessarily result 
would 
from a 


a positive or constructiy 
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our economic life 


Important Discoveries 
in Marketing Field 


tHE OL TLOOK FOR COSTS IM 
POSED AND VALUES ADDED BY 
DISTRIBU TION, By Dr. Reavis Cox, 
Professor of Marketing, University of 
Pennsylvania. 
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Needed: A Program of Consumption 


DISTRIBU TION’S MISSING LINK. 
By John G. Forrest, Financial and 
Business Editor, The New York Times. 
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PLAY 


SELL 


PROVED 
FOR 
(4 


600 VOLT ust 


BAKELITE 
WIRE 
CONNECTORS 


4 

TYPE 

Quick-action pigtail splicing! 
Hi-4 and Hi-6 are UL. ap- 
proved as pressure cable con- 
nectors for genergl use in all 
branch circuit and fixture 
wiring. Comply with 1956 
N.E.C 


MILLIONS IN USE! 


"SET-SCREW”’ 


WIRE CONNECTORS 


Use where splices ore 
likely to be changed 
frequently. Bakelite 
shell covers both brass 
insert and wire insulo- 
tion can be re- 
moved easily. Three 
sizes! 


PLEASE SEND COPY OF 
1957 CATALOG 


NAME 
TITLE 
FIRM 
STREET 


HOLUB INDUSTRIES, Inc. 
450 ELM ST. - SYCAMORE, ILL. 


R 


ELECTRICAL 


WHOLESALING 


Blitz——-what ever happened to your uncle? You know 


important Discoveries 
Continued from page 111 


watching—as we have not 


hall he 
watched alternative ways ot 


tasks of distribution 


before 
doing the basic 
imposed upon the world by an indus 
trial, urban civilization 

Our final discovery about market 
ing——that having to do with limitations 
upon capacity to consume—may be 
the most important of the four in the 
long run. Inklings of it have struck us 
before this. Thus we have long spoken 
of competition for shares in the con 
sumer’s dollar, meaning that consum 
ers must choose not only among com 
offer them the same 


petitors who 


goods but also among entirely different 
sorts of goods 

The disquieting factor in the new 
discovery is the idea that even if 
spending power grows so large as to 
make unimportant the sort of compet! 
tion | have been talking about we may 
run into other limits upon what people 


can consume 


Value Added 


“For distribution establishment 
like a wholesale house or retail store 
(value added) would be calculated by 
subtracting from net sales and other 
operating receipts the cost of goods 
sold; costs of supplies, materials, parts, 
and packaging; cost of fuel consumed 
during the period covered; and the 
cost of purchased electric energy used. 


Dr. Theodore N. Beckman 


the contractor? 


Why Use Wholesalers 


THE IMPACT OF WHOLESALING 
IN A CHANGING ECONOMY. By 
Dr. Howard T. Hovde, Vice President, 
The Econometric Institute, Inc.; Trus- 
tee, The National Association of 
Wholesalers. 


AMERICAN economy may 

be likened to a broad highway of 
progress down which we have been 
driving at a rapid clip. On the road 
shoulders have been placed two red 
lanterns. One is tagged ‘money rates’; 
the other ‘wage scales.’ 

“As to the first lantern, flashing red 
signals indicate a slow-down of the 
rapid pace we were traveling in 1955. 

One condition, germane to the 
present economy, is that there must 
be adequate money supply consistent 
production and dis- 
population 


with increasing 


tribution in relation to 
growth 

“At this point lies a major argu- 
ment for the successful use of the 
wholesaler by a manufacturing con- 
cern, Profitable allocation of 
financial funds leads to considera- 
tion of wholesale outlets as a means 
The 
wholesaler is set up for physical han- 
dling and shipping of goods at an op- 
erating expense and at a profit margin 


toward reduction of total costs 


so low as to be scorned by most man 
ufacturers and retailers 
“As to the lantern 


Continued on page 124 


second red 
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CRESCENT 


HYVOLT SHIELDED POWER CABLE 


METAL 

SHIELDING 

TAPE RUBBER- NEOPRENE 

SEMI-CONDUCTING FILLED SHEATH 
TAPE TAPE 


CONDUCTORS HYVOLT 
INSULATION 


CONDUCTOR 
SHIELDING 
TAPE 


For More Amperes Per Dollar of Installed Cost 


ADVANTAGE 
6. 


3. 
4. 
5 


CRESCENT HYVOLT insulation is made from butyl rubber which is inherently resistant to ozone, 
heat, moisture and aging. HY VOLT is formulated and processed so as to retain these inherent charac 
teristics of the butyl rubber and at the same time provide excellent electrical and physical properties 


The insulation is protected during and after installation by an outer neoprene sheath providing 
a maximum degree of toughness, durability and long life. It is flame retarding and resistant to the 
deteriorating effects of moisture, sunlight, ozone (corona), oil, grease, and many acids and alkalies 


HYVOLT Shielding provides additional internal 
and external protection in these THREE WAYS 


3 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is ree Specify CRESCENT SHIELDED HYVOLT POWER 
ommended for use in conduits, underground ducts, in CABLE tor general power circuits and where severe 
wet or dry locations, or buried directly in the ground conditions are prevalent such as chemical plants, re 
for circuits operated at over 4000 voles and in accord liners paper mulls mines sewage disposal plants 
ance with LP.C.E.A. recommendations. Available in etc. It is approved as Airport Lighting Cable Type B 
single conductor or multi-conductor cables CAA Specification L-#24 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON 5, N. J. 
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WHATS HAPPENING IN WASHINGTON 


Spur to Home Building?—The new 5 per cent interest rate on FHA 


mortgages hasn't made any difference in new home building so tar 


It will begin adding to the mortgage credit pool in mid-January. Then, 
some effect will be felt—if life insurance companies and pension funds al 
locate more to mortgages in their 1957 investment plans, as the Administra 
ron expects 

That was the reason for making the FHA change in early December 
instead of waiting until the end of the month. The 2 per cent rate increase 
equals a 3!2 to 5 point discount on a 4!2 per cent mortgage, depending 
on whether you figure a 10-year or a 25-year expectancy for the mortgage 

Big discounts prevalent recently were distastetul to life insurance companies 
and other institutional investors. They much prefer 5 per cent paper bought 
at little or no discount. Early announcement of the FHA increase gave them 
time to realign their 1957 lending plans 

VA loan applications will drop fast. VA under present regulation can make 
direct home loans to veterans in more than 2,600 counties (of nearly 3,100 
in the U.S.) 


Bigger Homes—Bigger Market Government surveys of the char 
acteristics Of new houses for the first time show figures of particular interest 


to the industry—on types of heating and air conditioning 


The analysis of heating systems shows that steam is in less than !2 of | 
per cent of new houses, hot water in 10 per cent, warm air in 84 per cent 
(/0 per cent using ducted furnaces, 14 per cent without ducts ) About } per 
cent had no provision tor heating, and 2 per cent were unknown 

On air conditioning the breakdown is as follows per cent of the houses 
had air conditioning of some kind: 5 per cent had combined heating and 
air conditioning systems; one per cent had central installations; one per cent 


had unit conditioners 


These figures come trom a Bureau of Labor Statisucs survey financed by 


thirty members of the Producers’ Council. In general they showed that new 


home prices have been rising. The median for one-tamily homes is $14,500 


this year, Compared to $12,300 in 1954. Floor space has been growing, too 


1,200 square teet this year, compared with 1,140 two years ago 


Urban Renewal Gains ——Furure construction business opened up by urban 
renewal proyects is increasing at an accelerating rate. In the last two years 
the Federal Urban Renewal Administration has signed grant contracts for 
some 45 new projects that will generate more than $350-million of con 
tract Construction 

These projects raise to more than 130 the total number of urban rede 
velopment projects that the federal government has contracted to assist with 
capital grants Many of the projects have reached a construction stage calling 
tor advertising and contract awards in 1957. Total value: $1 billion 

Local government agencies take bids for streets and street lighting, schools 
parks, recreation buildings, fire and police stations and similar public im 
provements required by an urban renewal project. Private redevelopers 
handle the housing, commercial and industrial construction in the renewal 
and award the electrical, heating, air-conditioning and similar contracts for the 
buildings they undertake to erect 
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CUTLER-HAMMER’S 4105 TYPE A SAFETY SWITCH 
WITH DUO-STRENGTH OPERATING HOOKS 
ADDS NEW SAFETY TO SAFETY SWITCH PERFORMANCE 


This is the finest, most modern safety switch . .. the new Cutler-Hammer 
4105 Heavy Duty Type A Safety Switch. Tested and proven superior, 
the new C-H 4105 combines the famous C-H “heat proof dependability” 
with a new high-strength construction for safer, positive switch perform- 
ance. Plant electricians, engineers and contractors solidly recommend 
and install Cutler-Hammer 4105 safety switches for every heavy duty 
application, and here’s why. 

The new duo-strength operating hook and hook insulator insure the 
dependable performance so vital to reliable safety switch operation. The 
hook is made of high-strength steel and the insulator of glass fibre Alkide 
known for its exceptional dielectric strength. The all-steel linkage between 
the contact blades and operating handle will faithfully open and close the 
switch blades even after years of continuous service. The Alkide hook 
insulator and operating rod insulating sleeve provide double insulation 
for double-sure safety 

Other important features of design include new automatic pressure fuse 
receivers; no screws to tighten... fuse can’t work loose or be left loose 
while in service. Visible contact blades for quick, sure inspection at all 
times. Panel mounted mechanism of this new 4105 safety switch is read 
ily interchangeable with that of the previous 4101 design for rapid re 
placement without case-and-conduit work. 

Your nearby Cutler-Hammer Distributor is stocked and ready to 
serve you. Pick up your C-H 4105 safety switch today and see his com 
plete line of electrical controls by Cutler-Hammer — leading manufacturer 
of Automation Control. CUTLER-HAMMER, Inc., 1327 St. Paul Avenue 
Milwaukee 1, Wisconsin 


CUTLER-HAMMER 


Available in sizes from 30 amperes to 1200 
amperes; 2, 3, ond 4 poles; fusible and 
non- fusible 
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BUSINESS INDEX for October 1956* 


NATIONAL PICTURE: 
1947-49 *100% 


220 195 


160 


i6 Inventories 
0 | 


140 


INDEX % CHANGE 
Oct. 1956 Sept. 1956 Oct. 1955 Oct. 1954 Oct. 1953 1956 from 1955 


Sales 172 165 149 130 133 |-16 
Inventory .. 154 154 147 132 148 — 


Change) 


From From 1956 From From 
Sept. 1956 Oct. 1955 from 1955 Sept.1956 Oct. 1955 


NEW ENGLAND 6 4 23 > 3 
MIDDLE ATLANTIC 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL 

SOUTH ATLANTIC 

EAST SOUTH CENTRAL 

WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For elect 
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Atlanta, Georgia 
Baltimore, Maryland 
Boston, Massachusetts 

Chicago, Illinois 

Cincinnati, Ohio 

Cleveland, Ohio 

Dallas, Texas 

Dayton, Ohio 

Denver, Colorado 

Detroit, Michigan 
Greensboro, North Carolina 
Indianapolis, Indiana 
Konsas City, Missouri 
Lincoln, Nebraska 

Los Angeles, California 


THE “GENERAL” 
ADDS TEN 
NEW STARS 


Memphis, Tennessee 
Milwaukee, Wisconsin 
Minneapolis, Minnesota 
Nework, New Jersey 
New Hoven, Connecticut 
New Orleons, 
Philadelphio, Pennsylvania 
Pittsburgh, Pennsylvania 
Portland, Oregon 

St. Louis, Missouri 

San Francisco, California 
Seattle, Washington 
Springfield, Illinois 
Syracuse, New York 
Tampa, Florida 


stocks, General Cable now adds 


y Backing up our Authorized Distributors 
2 

gf 


10 New Distributing Centers to its 
nationwide operation. Now, to keep pace with 
soaring demands, there will be 40 General Cable 
Distributing Centers fully stocked to meet our 
Authorized Distributors’ wire and cable requirements 
Rely on General Cable's Authorized Distributor 
stocks for superior quality, unequalled service and 
availability for all your wire and cable needs 
GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 17, New York 
Offices and Distribution Centers Coast-to-Coast 


for quality and service... specify G E E F Cc A LE 
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WHOLESALE PRICE INDEX 


Product (1947-49100) Nov. 1956 Oct. 1956 Change Nov. 1955 Change 


Copper Wire, bare 159.0 172.8 8.0 181.5 
Building Wire, type RH-RW 148.9 152.9 2.6 147.1 
3. Non-metallic Sheathed Cable 103.2 105.3 -2.0 107.1 
Varnished Cambric Cable 165.5 168.5 170.4 
Flexible Cord type SJ 148.8 148.8 138.4 


Lighting Panelboard, fuse type 127.2 126.1 y 125.2 
Lighting Panelboard, circuit breaker type 136.1 136.1 133.5 
Safety Switch, 2 pole, type A, 250-volts 165.5 165.5 ) 157.5 
Safety Switch, 3 pole, type C, 575 volts 169.0 169.0 ) 155.7 
Air circuit breaker, 250 volts 175.5 175.5 ) 146.7 
Power Panel, fuse type, 250 volts 141.5 141.4 132.9 
Power Panel, circuit breaker type 144.9 145.1 139.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 173.7 173.7 154.6 
. Motor Control, a.c., 25-30 hp., 220 volts 163.5 163.5 148.4 
Motor Control, a.c., 50 hp., 440 volts 189.6 189.6 156.0 
Motor Control, a.c., 75 hp., 440 volts 164.4 164.4 ) 149.3 
Motor Control, d.c., 110 hp., 239 volts 161.8 181.8 ) 165.4 
Renewable Cartridge Fuse, 250 volts 126.0 126.0 122.3 
Non-renewable ( artridge Fuse, 600 volts 127.9 127.9 9.0 125.4 
Plug Fuse, 125 volts, non-renewable 111.4 111.4 109.5 


Motor, d.c., 1/6 hp., 115 volts 170.3 164.4 b 142.9 
Motor, a.c., '/4 hp., 110-115 volts 108.4 105.4 112.4 
Motor, a.c., '/7 hp., 220-240 volts 115.1 111.8 ) 112.6 
Motor, a.c., polyphase, induction, 3 hp., open sleeves bearing 141.4 141.4 125.9 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 139.0 139.0 ) 128.9 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing 159.6 159.6 134.8 
Motor, a.c., polyphase, induction, 10 hp., ball bearing 155.0 155.0 133.2 
Motor, d.c., 5 hp 184.3 184.3 163.2 


Fan, under 12 inches 114.8 114.8 112.4 
Fan, propeller type, 24-30 in. wheel diameter, direct connected 166.4 166.4 ) 155.9 


Drill, production line, '/4 in 123.1 123.1 121.5 
Drill, production line 2 117.5 117.5 114.3 
Saw, production line, 6-8 in 103.1 103.1 100.6 
Pliers, 6-in., long nose 186.0 186.0 178.2 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted 145.0 145.0 147.2 


Distribution Transformer, 15 kva. 140.1 140.1 130.5 
Distribution Transformer, 45-50 kva 131.5 131.5 122.4 
Dry Type Transformer, 15 kva 136.8 136.8 129.1 


Dry Cell Battery, flashlight, type D 149.3 149.3 149.3 
Dry Cell Battery, portable radio B’ pack 67'/) volts 136.4 136.4 123.4 
Dry Cell Battery, general purpose, No. 6 type 1'/) volts 152.3 1§2.3 1§2.3 


Voltmeter, portable type }! 2 6! 7? inc hes, 0-300 volts 185.0 185.0 169.0 
Ammeter, portable type, 4-6!/) inches 179.8 179.8 0 162.0 
Watt-meter, for instrument transformer, 100-150 volts 160.5 160.5 139.7 


Toaster, automatic, pop-up 90.3 90.3 104.4 
lron, under 4 pounds 97.2 95.5 104.6 


Cooking range, standard size 104.5 104.5 101.2 
Washing Machine, non-automatic, wringer type 143 114.3 108.6 
Washing Machine, automatic 106.0 105.4 99.9 
lroner table model 119.7 119.7 115.7 
froner, portable model 113.8 113.8 111.3 
Vacuum Cleaner, upright 108.5 108.5 107.7 
Vacuum Cleaner, tank 95.9 95.4 102.9 
Refrigerator, capacity 7.4-9.5 cubic feet and over 98.8 98.8 ) 99.2 
Home Freezer Chest, 8-12.4 cubic feet 101.0 98.0 97.3 
Water Heater, 52 gallon tank, 230 volts a.c 101.0 101.0 106.4 


. Radio, table model 90.3 90.3 85.9 
Hi-Fi Phonograph, console 99.9 99.9 98.2 
Radio, portable mode! 91.3 91.3 ( 90.8 
Television, table mode! 70.0 68.7 68.6 

61. Television, console model 71.0 69.8 69.4 
62. Radio-television-phonograph combination 77.4 75.9 


All % changes are increases. Decreases are indicated by minus sign Bureau of Labor Statistics 
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A National Organization Serving The Electrical Wholesaler 


These men know wire and cable and are ready to help you increase your profits 


ALABAMA + GEORGIA 
Robert J. Griffin 

Griffin & Griffin Co 

1185-89 Howell Mill N.W 
P.O. Box 7374, Station C 


Atlanta, Ga 
Phone — Trinity 5-7736 


ARIZONA + CALIFORNIA 
(Southern) + NEW MEXICO 
Jack Payne 
Jack Payne Co 
431 Colyton St 
Los Angeles, Calif 

Phone — Michigan 7317 


ARKANSAS + KANSAS 
MISSOURI (Western) 
NEBRASKA OKLAHOMA 
James Schooler 
James B. Schooler Co 
1224 West 9th 
Kansas City, Mo 

Phone — Victor 0733 


CALIFORNIA (Northern) 
NEVADA 
Fred Nicholas 
F. M. Nicholas Co 
714 Harrison St 
San Francisco, Calif 
Phone Yukon 2.1964 


CONNECTICUT MAINE 
MASSACHUSETTS + NEW 
HAMPSHIRE + RHODE 
ISLAND + VERMONT 
Ben Yanow 
B. N. Yanow & Co 
37-39 Albany St 
Cambridge, Mass 

Phone —Kirkland 7-8300 


DELAWARE + DISTRICT OF 

COLUMBIA + MARYLAND 

NEW JERSEY (Southern) 

PENNSYLVANIA (Eastern) 

Henry Briel 

R. L. Cunningham Co 

843 S. Front St., Phila, Pa 
Phone Dewey 4-4680( 


FLORIDA 
Graham P. Dowling 
P.O. Box 5071 
Tampa, Fla 
Phone—Tampa 4-481! 


NORTH CAROLINA 
SOUTH CAROLINA 
Paul Sherrill 
808 Raleigh St 
P.O. Box 38 
Greensboro, N. C 
Phone — Greensboro 3-6163 


IDAHO + MONTANA 
OREGON + UTAH 
WASHINGTON 
Tom Emmett 
Bruce Emmett Ce 
830 S.E. Alder St 
Portland, Ore 
Phone— Belmont 8117 


ILLINOIS (Northern) + IND! 
ANA (Northeastern) 
WISCONSIN (Southeastern 
Jack Rowe 
Jack & Ted Rowe 
915 W. Randolph St 
Chicago, tl 

Phone Taylor 9.381% 


ILLINOIS (Southern) + MIS 
SOUR! (Eastern) 
Gene Hagen 
Gene Hagen Co 
3719 Vest Ave 
St. Louis, Mo 
Phone — Main 1-9566 


INDIANA (Central & South 
ern) + KENTUCKY + OHIO 
(Seuthern) + W. VIRGINIA 
Clyde Warble 
Clyde Warble Ass 
1437 Gent Ave 
Indianapolis, Ind 

Phone Melrose 27-1465 


LOUISIANA + MISSISSIPPI 
E. J. Hagan 

E. J. Hagan 

50 Egret St 

New Orlear La 


Phone 


MICHIGAN 

Arnold Young 

Arnold J. Young Co 

12600 Hamilton Ave 

Highland Park, Mich 
Phone Townsend 9 


MINNESOTA + NORTH DA 
KOTA + SOUTH DAKOTA 
WISCONSIN (Northwestern 
Marvin Pelletier 
M. J. Pelletier Co 
324 WN. First St 
Minneapolis, Minr 

Phone Federal 3-178 


NEW JERSEY (Northern 
NEW YORK (Seuthern 


Dave Samberg 


Dave Samberg Electric 
Sales Ce 

119 Wooster St 

New York, N. Y 


Phone Walker 5.1623 


@ Portable Cords 
NEMA‘ 


@ Cordsets 
@ Lamp Cords 
e@ Welding Cables 


CAROL CABLE COMPANY 


January, 1957—ELECTRICAL WHOLESALING 


NEW YORK (Northern and 
Central 
rge Eberhord 


OHIO (Northern 


TENNESSEE 
James Matthe 


otthew 


happel 2-771 


apito!l 4.94764 


VIRGINIA 
W. E. Epper 


t. tppe 


MANAGER + ZONE 
eph t 


whucket 7.3100 


MANAGER + ZONE 2 
fred 


leant 


MANAGER ZONE 3 


john Jone 


egon 8.0128 


® Power Supply Cables 
@ Thermostat Wires 
Government Types 


Special Constructions 


Division of the Crescent Company, Inc., Pawtucket, R.I. 


= Ebert t Elect ale ) 
278 Johnson St 
hone mer 619 
‘ 4 
Verne LaSalle ae 
4 2775 Pirtet sh Ave 
- , levelond. Obi 
> a +s 
* 401 Fifth Ave. § 
TEXAS 
Fred Wolters Co 
a 
4 103 Main St 
> 
Fairview 9017 Phone — Richmond 3-2126 
“ 
| 
> - 434 Larchwood Rd See 
» field, Del. Co., Pe 
f Kingswood 3.8732 
‘ 
aA 
Wareheuse 


This was.good-. 


\ 


but...for 
Modern Lighting 


SCIENTIFICALLY 
UNIFORM DIS 
WITHOUT 


FIXTURE AND 
APPROVED BY 
INC 
CONNECTION 
TYPE R 
ROMEX” 


AVAILABLE IN 
UALLY 


NEW EIGHT 
AVAILABLE 
FQUIPMENT 


ON 


r 
f 
i 
' 
t 
i 


ALSO APPROVED 


SEND 


see 


THIS 
NEW 


CEILING FIXTURE 
Lg) 


WITH HINGED GLOBE 
10 GIVE 


DESIGNED 
TRIBUTION OF 


GLARE 


HINGED GLOBE 


UNDERWRITERS LABS 


FOR 
TO BUILDING 
‘T TW 


FIVE SIZES 


PACKED 


PAGE 
MULTI 


BULLETIN NOW 
KLM LIGHTING 
FOR COPY NOW 


LIGHT 


DEVICE 
DIRECT 


WIRES 
AND 


INDIVID 


Sse eae eee eee eee ee ee ee eee eee eee od 


ELECTRIC MFG, INC, 


4223 W LAKE ST 


CHICAGO 24 


WHATS NEW WITH YOUR CUSTOMERS 


Roll-in-System Saves 50% 
Of Busway Hanging Time 
trolley duct 
fixtur are 
halt the 
thi type ol 


Lighting and industrial 


Nuore 


in 


ent being installed 
than 


lor 


formerly 
I he 


single 


time 
required system 
from 4a 
that re 


line ot 


installations ar made 


work 


pos ion per 


tation plattorm quire 


only on duct 
and fiy 
at a 16-ft-per-minute clip 
are the direct 
Method” which 


mass-production 


hour man crews install duct 
and fixture 
I hese 


result of 


adapt i 


efhiciencies 
the “Some 
sembly 
technique to the 
installation I he system Wa 
developed by kred Somes, Jr., head 
of Motor City Electric Co., Detroit 
Mich nvineers 

Basic component of the new method 
ly pc 
with horizontal, wedge-shaped 
the the 
Ihe rollers were 
pecifically tor General Ele 
Busway 
teel duct 
slot 


ine 
problem of busway 
roll-in 


und his « 


an invert suspension 
hanger 
end ot 


ball-bearing rollers at 


two vertical finde 
ke Sine d 


tru ype 
the 


since the con 
fours of enclosure 
the 
the 
the 
Although the roller-hangers are the 
key to the the 


economies are dependent upon 


pro 


on each side in 


hape a 


which hanver rollers can ride to 


provide roll-in feature while sup 


tying major supporting mean 


new technique man 
hour 
the overall installation technique em 


This 


equipment as 


ployed on specifi job involve 


additional rolling 


table 


such 
assembly for 
duct 


duct 


pre-assembly of 
clevator to raise 


platform 


section electric 


and fixtures to work 


(where final mechanical and electrical 


connections are made, fixture al 


tached ) hand or motor-operated 
cable to pull in assem 


11x 


winch and tow 
bled duct se 
tures 
Significance to you: In new con- 
struction advantages for electrical con- 
tractor and builder include man-hour 
economies, less scaffolding, lower over- 
all cost. Method probably will help 
overcome some relighting objections. 


tions complete with 


Cost Comparison Favors 
Electric Heating 


Data gathered in the Pacific 
and 


North 
common de 
for 


wesl reduced to a 


nominator spe ik favorably heat 


ing by electricity 
Research studies conducted by utili 
that the 


plus accumulated information 


tres located in section of 
country 
from equipment manufacturers and a 
few eastern utilities, make possible a 
quantitive appraisal from which gen 
eral inferences be drawn 


Three 


relative 


may 
principal factors govern the 
energy costs of 


inniual any 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers — electrical con- 
tractors and plant electrical men. 


stems under otherwise 
conditions: (1) the 
energy (2) the efficiency 
which the energy is converted to 
ind (3) more-or-less intangible 
of the system affecting 
onsumption which may be 
accounted for by an assigned 


viven he iting sy 
equal Operating 
local rate 
with 
heat 
characteristic 
eneryy 

venerally 
utilization factor 


[he 


as cent 


rey rate is readily defined 
per kwhr of electricity, cents 
cu ft of gas, or cents per gal 
Industry-accepted efficiency 
and are 
the conversion of elec 
iccomplished entirely 


cme 
per 
of ol 
values for ga 
iVailable while 
heat 1 
without loss 
Ihe third 
take 


advantages 


oil systems 


ily 
utilization fac 
into the 
inherent in a central heat 
Studies have revealed that 
cent en 
consumed central unit 
individual room units in heat 


the 
consideration 


item 
tor dis- 
inv source 


approximately SO per more 


1S by a 
than by 
ing equivant 


if 


heater re 


homes 


individual electric room 
issumed to have a utiliza 
the factor for central 
fuels may be 


the additional 


tion factor of 1 
tems employing other 
taken as 1.5 to reflect 
0 per cent used 
These three 


efliciency 


energy 
values—energy rate, 
utilization factor 
determine the 
effective heat which can 
in the Pacific Northwest 
cent for 


and 


have heen used to 
mount of 
he expected 
from an expenditure of 1 

vy trom various sources 
Electricity, employed in a unit sys 
with an energy rate of 1 cent per 
cent conversion 
and a utihzation factor of 1, 


effective ot 


tem 
kwhi 


cthiciency 


having 100 per 


produces heat at an rate 
3412 Btu for | 
Natural gas 


stem 


cent 

employed in a central 
heating with an energy rate of 
100-cu ft, 70 per cent 
and a utilization 
heat at an 
460 Btu for | cent 
iin in a central system, with 
gal, 


11.5 cents pel 
ion efficien 
factor of 1.5 
effective 
Or iv 


convel 
produces 
rate ol 
an rate of 16 cents 


pel 


ion efficiency and 
factor of 5, 


ot 


Ht) per nt conve! 
utsliz 


heat at an effective 


produces 
rate 3.520 Btu 
for | nt 


Significance to you: Thus to the pop- 
Continued on page 123 
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BATHROOM VENTILATOR 


Absolutely the Trimmest! 


NEW-DIFFERENT-BETTER 


All Other Models 
with More CFM 
per Dollar 


Meets all FHA requirements for inside bathroom ve 


SEE IT —AT FASCO BOOTH 438, 
NAHB SHOW, HOTEL SHERMAN, CHICAGO 
or send coupon for complete specifications. 


FASCO \ndustries, Inc. 
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MODEL 650 | 


Fits inside 6” joists without protruding leave 
imple pace for insulation blankets between joists 
The exclusive lower 5° depth also permits installation 
in shallow beamed cathedral ceilings or in bathroom 
valls framed out t » thickne 


heade! ece quat i nailed di 
rectiy to ade ¢ ist ue j able upport bracket 
x te nd ‘ ie’ i ! ad the obi done! 
Th new unl eal fe ing as well, as it 
installs neatly tl i celling without 

dismantiing his ensier-t istall feature trims in 

t ion cost irtually liminating time-consum 


ing assembly r alignment problen 


reased tency you 

ode i und trimming. The 

j cage blower wheel with special 
nee venturi delivers more air and 
ire characteristics. Its oversize 
mounted for powerful yet quieter 
ir louver i rille give uniform 


ntake pattern through 460 


ntilators 5 Year Guarantee. UL Listed 


FASCO INDUSTRIES INC 41 Avaqueta Rochester, NY 


tle 
Please send moplete information and specifications 
the new FASCO 650 BATHROOM VENTILATOR 


NAME 

ADDRESS 

city ZONE STATE 
TYPE OF BUSINESS 


ROCHESTER 2, N. Y., U.S.A. 


-Construction— 
Only 5“ High 

TRG 

) 

\ peration. Cire 

draft-free 

' 
‘ 
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COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 


i JUST SLIP IT ON 


Installation of the exclusive Blackhawk slip- 
fitter service entrance head is easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It's that fast 

that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service entrance head. 


Pat. applied for 


Available in a full 
range of sizes from 


through 4”, 


2 


Snap! It’s on to stay. Blackhawk Installed in seconds. Blackhawk 
snap strap has the exclusive one piece box support is in- 
“hold bump.” Ribbed bracket serted all at once Tabs are 
adds to the snap, provides rigid bent around wall edge and the 
contact support of the conduit. box support is ready to receive 

the switch box. After insertion 
Pot. applied for. of switch box, tabs are bent to 

inside, holding the box firmly. 


Patent No. 25/8912 


Specify B-/ when you buy 


BLACKHAWK INDUSTRIES 
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What's New With Customers 


ularly ascribed advantages—noiseless 
operation, cleanliness, flexibility of 
control, etc., of electricity for space 
heating in homes—must be added the 
implication that operating costs as 
compared with those of fuel-fired sys- 
tems are entirely reasonable and ac- 
ceptable. 


Electrical Standards 
Pay Off in N.M. Plant 


Ihe Anaconda Co. recently ex 
panded its uranium oxide leaching 
plant at Grants, N. M 


tremendous amount of electrical im 


including a 


provements 

In this large undertaking, stand 
ardization of electrical circuits and 
equipment played a large part in re 
ducing construction problems, also in 
simplifying operation and mainten 
ance 

Before the expansion, two substa 
tions totaling 1,500-kva were in use 
afterwards there were |2 substations 
(not counting pole transformers) 
totaling 150-kva 

Electrical work included additional 
overhead distribution lines and in 
stallation of substations, contro! cen 
ters and wiring 

Ihe contract with Oberg Electric 
Co Salt Lake Cuty Utah, included 
engineering, supervision and installa 
tion 

Although the plant capacity was 
greatly increased, provision was mad 
for further expansion as it is needed 
As an example, every motor circuit 
was wired for the full wire capacity 
of the starter. In addition to providing 
for future needs, it was felt that thi 
standardization of ample copper in 
starters reduced erratic Operation ot 
thermal overload devices 

Individual conduit runs were pre 
ferred for the various items of equip 
ment. Other than on the lighung, there 
was little or no intermingling of cir 
cuits. It was believed this plan con 
tributed more to the general reliability 
of the wiring 

Different wire sizes were kept to 
minimum, so far as the overall econ 
omy dictated. Color coding of phase 
and control wires was completel 
standardized. Busduct was used only 
in connecting the substations to the 
control centers 

Significance to you: Trend toward 
standardization becomes increasingly 
important to distributor salesman sell- 
ing supplies for plant expansion or 
construction, for processing industries, 
for automated industries, Standardiza- 
tion may eventually mean less brand 
variation, fewer stocking problems. 


W, G. WELDING, CONTROL CABLES 


SO, SJO, SV-NEOPRENE CORDS 


western 
insulated 
wire co. 


CORDS & CABLES MADE ESPECIALLY FoR 
USE ON PAYOUT & RETRACTABLE REELS 


| 
| § 
q 
| 
™ 
| 
© 
| 
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los angeles 58 
california 


with from 
1 TO 36 CONDUCTORS 


feet 


250 COILS AND REELS, 
AND BIG CABLES IN LENGTHS 


FROM 10 to 1000 FEET, AND 


. ad ¥ 
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a 
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> Sess 
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Why Use Wholesalers 


: Continued from page 112 
vage scales, the present so-called 
ae threat inflation is widely ascribed 
) Wag creases which double as they 


4 ead the form of increases 
Porcelain Products introduces of 


ippreciated, we are living In an era ot 


economy Major earners 
remain relatively constant even when 
ta n fore ist for the next ten years In 
brief, productive labor continues short 


in Supply 
“This leads to the second argument 


for consideration of the wholesaler by 
a manufacturing concern. Assuming 
eee full employment and a tight labor 


market for years to come, it is logical 


to utilize existing wholesale distribu 
of tion facilities rather than attempt 
duplication 
Rising wage scales and a tight 
labor market affect distribution costs 
us well as production costs. While pay 
envelopes have fattened faster than 
the cx ivine——in fact since 1939 
waves have more than tripled while 
living costs have not quite doubled 
the resulting effect has been increased 
disposable income on which sales feed 
but without advantage of stable or de 
sing production costs with in 
ised volume 
Were it not for the fact that tn 
dustry generally has operated at a 
level well above the break-even point, 
profits in both production and dis 
tribution would not have been possible 
“This suggests a third argument for 
consideration of the wholesaler by a 
manufacturing concern, Profits are 
always highest on top when increased 
these other fiber glass - e, volume rises faster than fixed expenses 
reinforced plastic (FRP) to support the increasing operating 
outlet boxes. (nother addition to Porcelain Products’ growing line cost including labor. The wholesaler 
of boxes is this new fiber glass reinforced polyester offers a favorable ratio for increasing 
switch box. The remarkable qualities of FRP make volume at low cost in distribution 
possil le this fully insulated, corrosion and flame resis Look ing ihead on the highway 
tant switch box that is fully rugged enough to withstand 
abnormally rough handling. Because the box itself is an there ts an open road to future sales 
Consistent with the growth pattern of 


insul itor grounding on many circuits ts not necessary 

Its inherent resistance to corrosion makes it ideal for the Ame economy, as measured 
No. 9314 cto ipplication in farm buildings, industrial plants, of by industrial production consumption 
pone wherever there is Contaminated or moist atmosphere ind income. tt is reasonable to assume 
rag Write today for complete information! that wholesale volume will increase by 


’) per cent over the next five years 


clamps 


and by 40 per cent over the next 10 

On the basis of 1956. dollars 

wholesale sales volume estimated this 

(past) year at $285 billion would rise 

above $340 billion by 1961 and $370 

billion by 1966. No consideration has 

rare been given to the value of the dollar 


nished assembles inger RF in these later vears which will be de 


without claw 


rd with FRP clo rout cla termined by political considerations 


ind probable wage increases in excess 

of productivity. For this reason, the 
PORCEI forecasted dollar volume may be con 
sidered conservative 


Ihere is an open highway ahead 


on which the sign post reads: ‘It’s 
Good Business to Do Business with 
Wholesalers 
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AMPROBE ENGINEERS HAVE GREEN THUMBS 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, WN. Y 
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POPLLAR 


® 


advertising pre-selis 


your customers 


Over 34% million readers of 


national consumer and trade 
publications are being told the 
every 


reason 


Channellock plier 
Another 


you'll find it profitable to 


story 
month good 
why 
put Channellock pliers up front 
for 


try 


your customers to se 


and buy 


fora profit per sale SELL QUALITY 


p 


onge 


THE COMPLETE CHANNELLOCK LINE 


CHAMPION DEARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


| 


NAED Outlook 


Business Good, Should Be Better 


@ Wholesalers end greatest sales year, still seek 
adequate return for risk. 


@ Favorable climate in '57 invites profits from in- 


creased efficiency. 


Year-end statement by 


ARTHUR W. HOOPER 


Executive Director 


— NEED for an adequate return on 
invested capital has become the para 
mount problem for electrical distrib 
according to the National As 
Electrical 
distributors of 
materials will record the 
history with 
$3,781,000 
of the electrical whole 


ulor 
ociation of Distributors 
W holesale 
onstruction 
‘atest sales 
estimated 1956 
O00. Total sales 


sailing industry including specialty ap 


electrical 
year in 


sales ol 


and electronic dis 
$7, 806,000,000, 


television 
may reach 
the year 1956 

Despite the the 
electrical wholesale distributing busi 


pliance 

tributors 
for 
record volume 


ness has become extremely sensitive 


ind success is being achieved only by 
those firms that have close control over 
their operations 

Such 
ther 


margin ranging from | to |! 


able to 
continuing declines in the gross 


firms have been wea 
per cent 
by reducing expenses 


As a 


uble to 


been 
advantage of a 16 per 
1956 sales 


volume to accomplish a slight increase 


result, some firms have 
tuke 


cent increase in ten months 


taxes) 
federal 
inadequate 


federal 
(after 
very 


in net income (before 
However the 


taxes) constituted a 


results 


net return on sales and investment in 
this commercial risk type of business 

The electrical wholesaling business 
including 
supplies-housewares) as 


(apparatus and supplies, 
combination 
represented by the figures above, is so 
sensitive to capital investment in new 
plants and equipment modernization, 
adequate better lighting and 
consumer willingness to spend for new 
ind improved appliances, 
that wholesale firms are watching fo! 
probable trends reflecting 


Wil Ing, 
electrical 


visible or 
unfavorable attitudes 

The pressures of operating a bus! 
ness within such tight economic limits 
has made it necessary for many whole- 
salers to adopt new concepts and new 
plans for their businesses 

The year 1957 will find distribution 
continuing to drop unprofitable lines 


Forecast for 1957 hy 


RALPH J. BROWN 


President 


OST OBJECTIVE economists predict a 
favorable climate for business con 
1957 in the 


seems to us, 


nauion as a 
that 
the translation of these predictions into 
tangible depends 
largely on the activities of producers 


ditions in 
whole. It however, 


results for us 
and distributors alike 

Ihe constant effort to produce more 
efficiently 
will determine the success 


and price more acceptably 
in any pro 
including the one into 
which we are heading in 1957 

It seems to us that there must 
attention given to the 
distribution of the products coming out 
Whether that distri 
bution is carried on by the producers 


ducers market 


also 
be increasing 


of our factories 


themselves or by those engaged in 
the distribution business, it 
tive that efficient 
ably 
ind perpetuate itself 

We hapily that U. S 
business is gradually coming to recog- 
nize the made 
by distribution to the financial success 
thus far achieved by in 


iS Impera 
distribution be suit 
compensated if it is to prosper 


have noted 


valuable contributions 


and growth 
dustry 
Businessmen, generally, are 
to realize that efficient distribution me 
thods add value to their products by 
reason of thei 


users may utilize them 


coming 


being located where 
ind where they 
are presented to these users in un 
derstandable terms 
Speaking for the distribution frater 
nity of which we are I am con- 
fident that continue 
to be depended upon to measure up to 
these standards take advantage 
of the opportunities in the favorable 


a part 
distributors can 
and 


climate predicted in the year ahead 


Heavier concentrations and support 
of those lines backed up by a distribu 
tor policy is expected next 
wholesalers come to realize the high 
cost of “playing the field” and back- 
ing from functions 
needed to justify in the trade 
channel 


year as 


the basic 


a place 


away 
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In 1955, nearly 2 out of 3 HPF ballasts 
were CERTIFIED CBM BALLASTS. 


There is just one reason for this preference: 
CERTIFIED CBM BALLASTS assure more satisfactory and economical 


fluorescent lighting. 


Built to exacting specifications that provide the precise elec- 


trical needs of fluorescent lamps, and periodically checked 


by Electrical Testing Laboratories, Inc., CERTIFIED CBM 


BALLASTS are your assurance of: 


RATED LIGHT OUTPUT © RATED LAMP LIFE 
LONG BALLAST LIFE © TROUBLE-FREE OPERATION 
FREEDOM FROM NOISE 


. all contributing to better lighting, lower maintenance cost 


and more economical fluorescent operation. 


*Total ballast sales from Send for free booklet 
U. S. Dept. of Commerce Why it Pays to Use 
CERTIFIED CBM BALLAST CERTIFIED CBM BALLASTS 


sales from ETL reports in Fluorescent Lighting 


RTIFIED BALLAST MANUFACTURERS 


2116 KEITH BUILDING ~- CLEVELAND 15, OHIO 


Seven of the country's leading manufacturers 
of ballasts make 

CERTIFIED CBM BALLASTS 

Participation in CBM is open to any 
manufacturer who wishes to qualify 
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this Housing ever 
Breaks or Distorts we 
will replace it Free. 


industry Wide Programs 
Continued trom page 92 


from the program sponsor, Edison 
Electric Institute. One big result: a 
study shows that, in five months, the 
term “Housepower” was correctly 
identified by 20 per cent of Consumers 
(compared to “Dynaflow,” after nine 
years, with 53 per cent). Industry sup- 
port—from manufacturers, local utili- 
ties and other groups—has run $3 for 
every $1 EEI has put into promotion 
During the fall, Housepower offered 
to the industry (Oct., p. 102) a wiring 
modernization forum slanted to con- 
tractors 

Plans: The 1957 program will take 
two approaches: (1) long-range con- 
sumer education through national ad 
vertising, and (2) two promotions 
mostly local in nature. General pro- 
motion plans are 

e The first, running during the 
spring, will kick off during National 
Electrical Week (Feb. 10-16) and will 
use the theme, “How’s Your House 
power Rating?” 

e The second will begin in Septem 
ber, with the theme, “How to Live 
Better Electrically with Full House 
power.” 

Both will be backed by national 
idvertising and by merchandising kits 
for local use, and will stress use of 


NAWB's Housepower rating sheet 


Live Better Electrically 


Results: L BE kicked off last Jan. 30 
with a national telecast seen by 35,000 
local businessmen (and seen on kine 
scope by an estimated 250,000 more) 
By the end of the year, over 300 local 
utilities were actively using the pro- 
yram locally, 39 manutacturers were 
cooperating, and 15 trade associations 
were encouraging members to tre-in 
Ihe first in a series of twice-a-year 
retail drives got underway in the fall 
with local participation (Oct., p. 99) 
and national coordination through 
newspaper supplements and a con 
sumer booklet (Aug., p. 114). Other 
promotions included full-color con- 
sumer ads, trade ads, manufacturer 
tic-ins, and “Meet Mrs. Swenson,” a 
technicolor movie on electrical living 
Plans: LBE’s 1957 drive will begin 
with a second national telecast on Jan 
30, timed to coincide with National 
Electrical Week. The telecast will 
again star John Daly and Gisele Mc- 
Kenzie, and will present 1957 plans in 
detail, together with case histories of 
successful salesbuilding promotions 
under last year’s LBE banner. There 
will be a retail promotion in the spring 
and another in the fall; intensified use 
of LBE materials and the better living 
theme is expected on the part of utili- 
ties and manufacturers 
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SOLA ELECTRIC CO 
G 


cost plus profit 
for any oe 
defective-in-warranty HE SUM 
MERC 
Sola | 
Fluorescent Ballast 


you replace! 


Offer this ballast replacement 


service to your customers free and 


receive full payment from Sola 
Electric Co. No Sola stock needed! 


The unusually low in-warranty failure ratio of Sola Ballast Service Center. As such, you are authorized by 


fluorescent ballasts makes possible a remarkable new the Sola Electric Co. to replace any defective in-wat 
ballast service plan. In those rare cases where a Sola ranty Sola ballast an electrical contracto brary 
ballast may fail in-warranty, you can be authorized to you. All you do is verify the warranty date, then issue 
replace it with any equivalent certified CBM ballast is a replacement another Sola, or any equivalent certs 
you stock, at a profit! You can offer this service to your fied (BM ballast if you don’t stock Sola ballasts. Sola 


customers free, and Sola will pay your cost plus full provides you with a chart showing these equivalent 
profit on the replacement ballast, regardless of brand 

There is absolutely no obligation to purchase or stock You make no charge whatever to your contractor 
, Sola products to participate in this plan customer; all he must do is sign a receipt for the re 
pl iwement. Then you send thi receipt and you nvows 
If you are a qualified electrical wholesaler stocking to Sola Electric Co., and you will receive heck far 
any make certified CBM ballasts for over-the-counte: your cost plus usual profit on the replacement ballast 
sale, mail the coupon below co receive recognition as a regardl of brand, just as if it were a regula ile 


| 
| 
| 


Registration and 
free promotion materials! 


TO: SOLA ELECTRIC CO. 
4633 West 16th St., Chicago 50, Ill. 


As an electrical wholesaler who stocks certified CBM ballasts for over-the-counter 


Send the coupon to indicate your participation 
in the plan. You will receive a detailed 
explanation of the Sola Ballast Service Plan 
and o sample kit of the many free 
promotion materials Sola provides you 


sole, | want my company to be authorized as a Ballast Service Center. | realize 
there is absolutely no cost or obligation of any kind in accepting this free offer 
Please send complete information and free sample kit of advertising and promotion 
materials to 


as a Ballast Service Center. my come 
Company 
S © LA Electric Co —— 
4633 W. 16th St., Chicago 50, City Zone State 
Bishop 2-1414 now stock brand CBM ballasts. 
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é on ashestos insulated wire fl 


and cable you know 


CONTINENTAL 


Whether it's 


delivery or 
final performance, Continental 
won't fail you. Fast service on 


every order isaseured, (Try us.) 
As for quality, you can depend 
on the best asbestos insulated 
wire and cable every time. Are 
you “up” onthe complete Cor 


tinental line? 


FACT FILLED CATALOG 
New, complete catalog of 
Continental insulated wire and 


cable available on request 


( ontinental 


WIRE CORPORATION 


PENNA 


WALLINGFORD CONN @ YORK 


Tips on Choosing a Site 


¢ Sizing up sites for small/medium-sized retail 


and service businesses. 


© How to tell if the grass really will be greener 


in another location. 


AVI wondered 

What's the secret of success in 
Have you 
‘How 1s it 


picking a new location?” 
ever thought to yourself 
that some outfits seem to locate where 
they are bound to draw more busi 
ness? 

Or are you giving serious consider 
ation to establishing a branch (FW 
Dec 56, p 

Careful 
certain definite influences which affect 


locations 


55)? 

investigation has revealed 
business 
Aspinwall, head 
of the marketing division of the Uni 
versity of Colorado’s School of Busi 
ness. His advice on sizing up small 


the character of 
according to Leo V 


business locations was recently pub 
lished by the Small Business Adminis 
tration as No, 13 in its series of “Small 
Marketers Aids 
reprinted here 
Continued success in a small stor: 


The highlights are 


or service business, states this mar 
keting advisor, depends a great deal 
on its location. The reason is cleat 
today’s rapidly growing and moving 
population is causing changes in the 
patterns of living 


ping. And by the 


working and shop 
same token 
changes are causing certain locations 
to improve and others to decline, from 
a business-prospects viewpoint 
Therefore, in planning ahead for 
your business, he says, it’s good policy 
to take stock of how your own com 
Knowledge of 
the probable future business and res: 


munity is developing 
dential pattern is essential in making 
sound decisions relative to moving to 
a new location, or on acquiring an ad 
ditional location 

e The Big Picture 
size-up should be an under 


The end product 
of your 
standing of what's happening to the 
community as a whole. Your objective 
should be to distinguish those loca 
tions Which would seem in the future 
to offer good opportunities from those 
where the future prospects don’t ap 
pear to be so bright. Basically, the 
features you need to study are two 
the land-use pattern and the transpor 
tation layout 

Under the heading of land-use pat 
tern the common classifications are: 
heavy industry, light industry, whole- 
sale, retail, residential and open (riv 
ers, lakes or parks) 

In studying the transportation lay 


those 


out of your community, you need to 
identify three related elements: (1) 
the big traffic artery to and trom the 
community, called the major axis; (2) 
the “main street” within the commun 
ity, called the principal axis; and (3) 
the chief crosstown traffic route, called 
the minor axis, 

e Major Axis—This big, 
munity traffic artery may be a railroad 
a river carrying traffic, a harbor, of 
or interstate highway. These 
usually do 


intercom 


in intra 
routes of transportation 
bring products and ma 


from distant 


two things 
terials to a Community 
markets, and move goods produced 
by the community out to other mar 
kets. Along this artery are the best 
sites for heavy industry, as a rule 
Light industries typically locate along 
the fringes of the great transportation 


route 
e Principal Axis—This is really the 
main street” of the community 


though it may include one or two 
streets on either side running parallel 
to it. It will generally be at right angles 
to the developing away 
from the industrial area, and toward 
the prevailing wind 

Thus, it is in the up-wind areas 
that you will find good locations for 
retail office banks 
and the various services which people 
Light industry and 
wholesaling will be located on the 
downwind end of this axis. Usually the 
chief district will be on 
an extension of the principal axis, and 
on the opposite end from industry and 
wholesaling. 
e Minor Axis— [his is the chief cross- 
It gives quick access from 


major 


stores, buildings, 


need every day 


residential 


town street 
neighborhoods to the 
point the district 
which provides 
the greatest opportunity to earn the 
largest net income per square unit of 
land. The minor axis usually runs more 
or less parallel to the major axis and at 
right angles to the principal axis 

e Follow the Shifts—As a community 
grows or shrinks, the minor axis often 
doesn't stay put, It tends to shift its 
position in relation to the location of 
the major axis. Expansion requires 
that more utilized for the 
downtown irea This requirement 
both the minor axis and the 


the outlying 
“husiness focal 


within a community 


land be 


forces 


Continued on page 132 
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BEFORE vou 
SELL ANOTHER 
VOLTAGE TESTER 


The chart shows at a glance how the 

Amprobe Jr. meets all the testing needs of your 
customer... measures both voltage and 
current while equipment is still in operation ! 
You're doing him a favor when you sell an 
Amprobe Jr. — the one instrument that does 
the whole job. 


And the cost is only $19.85 (just a few dollars 
more than an ordinary voltage tester) 


Just show the Amprobe Jr... . compare it 
feature for feature with an ordinary voltage 
tester... mention the low price... and the sale 
is closed, Once your customer learns the 
advantages of a snap-around tester, he'll 
“graduate” to a *300”, “600” or 1200” 
Amprobe. You can offer him an Amprobe model 
for every job, every budget: from 10 amps, 

250 volts to 1200 amps, 600 volts AC; from 
$19.85 to $67.50. 

PYRAMID INSTRUMENT CORPORATION 

LYNBROOK, N. Y. (Export Division 

458 Broadway, New York 14,N. ¥ 


world’s largest manufacturer of snap-around volt-ammeters 
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Choosing a Site 


FOR QUALITY, PRICE 
Rated No. 1 EASE OF INSTALLATION 


business focal point to move. That 


The 1” Line That Offers More movement has a considerable effect on 

the desirability of business locations 
UP TO THE MINUTE—MODERN WIRING DEVICES 
FOR EFFICIENT INDUSTRIAL COMMERCIAL AND 
RESIDENTIAL ELECTRICAL INSTALLATIONS (1) when a community is growing, the 
business focal point tends to move 


The main things to note are these 


@ COMPLETENESS—-on purchase order, one ship 
ment, one invoice, better stock control saves away from the major axis, towards the 


THE MOST time and reduces handling cost prevailing wind and the most desirable 
(2 if the 


LOW COST—Eagle’s 4 plants basically produce all residential district; and ) 


COMPLETE LINE OF costs down and allowing youll | population declines, the focal point 


qreater ofit 
hatte —— will tend to shift back again towards 


QUALITY ELECTRICAL tor over 35 years tagle has the major axis 


identified ‘ i ‘ d 
Jentified as th quality wiring devic lin at Sometimes movement of the busi 


WIRING DEVICES PP ee ness focal point can be minimized by 


a such techniques as putting public build 


SWITCHES and RECEPTACLES 3 WIRE GROUND RECEPTACLES the 


bilization can be accomplished, busi 
ness locations will tend to have mor 


constant values and profit: prospect 
both of which permit more long-range 
planning 
4 second important benefit is_ the 
climination of the “string” type of de 
~ velopment, where growth tends to 
Us A No 816 0 string out into the country When 
136 No 198 Re this kind of expansion take place too 
much land is devoted to business pur 


Receptact ind Receptacte Above devices Available Both Single G Duplex I 


, mounted on strap Aiso on 3'4" and 4” Metal Covers poses Itimately, this condition tends 


Tag to Cause depre ssed land iluc scal 


INTERCHANGE. DEVICES EAGALINE and INTERCHANGE PLATES tered customers and losses by business 


Interchangeable With All Standard Lines men who have invested in property 


| e Conclusions Understanding these 
influences on a Community's long-run 
development may enable a wholesale: 
or retailer to take a fresh look at his 
surroundings. What are the existing 
land-use and transportation patterns? 
What changes have been taking place’ 
What new developments are shaping 


901 No. 902 38 No. 952 up for the future? What approach 1s 
Single Pole Switch Power Receptact Combination Plate 2 Device Plate 


your local government taking? What 


RANGE and DRYER RECEPTACLES EAGALOK RECEPTACLES 


when you understand 
FLUSH G SURFACE TYPE 2, 364 Wire 10 G 20 Amp ; 
overall situation should you come to 


Ob grips with the problem of choosing a 

rm | specific site, Mr. Aspinwall says in 
summation 

Ihe simple piece of advice: locate 

a branch in the wholesale district (EW 

Dec 56, p. 62) may have to be 

D bye Ok ) | expanded to include many factors in 

\O) the light of today’s rapidly shifting 


No. 125 Nos 896, 898 Nos. 897, 899 No. 890 
No. 122 p Mlb Nos. 897. 899. 890 Available Grounded populations and growing Communities 
Range Receptacte Receptact All Receptacles Also on G Metal Covers Downtown sites may not he hope 


less at all—-they may in the long run 


Illustrated above are only a tew of the Eagle line of 1400 wiring devices. If you have be best for many a wholesaler. (EW 
not received your complete New 1957 catalog & price list send us the coupon below N S/ p 60) “ Ay Stavi 


| 
| 
| 
| 
| 


EAGLE ELECTRIC MFG. CO, INC 
Long Istand City 1, New York Ewis? 


Please send me your new 1957 catalog G prices 


SOLD THROUGH Downtown” ) 


WHOLESALERS ONLY On the other hand i wholesaler 

who decides he must move to stay in 
— business and makes a_ well-planned 
move—based on right location and 


ADDRESS 
better customer service—miay find the 
grass extremely green on the other 


side of the river (EW July ‘56, p 


EAGLE ELECTRIC MANUFACTURING CO., INC. S50 “Why We Made th 5000 
LONG ISLAND city NEW YORK Move") 


For more on the traffic strangle in 
Pergeetion ee “ot an teetdent cities and suburbs—turn to page 162. 
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“We back every 
Spang Conduit 
installation 

we make 
with a One-Year 
Unconditional 


SaYVS Vi R 


The new Shumpert Hospital installation GENERAL 
Cahn hlectric Co. P 
Cahn Elect lower ond 
Shreveport Loutstana of HD ¢ ed Condui in 


Our fine reputation is our 
best advertisement says 
Cahn Electric's Jack 
And SPANG helps us 
naintair Cahn Electric 
‘ talled over 70,000 fr 
of SPANG HD Conduit in the 


New Shumpert Hospital 
shreveport, Lo, scheduled to 
id. 1957 
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MORE GOOD REASONS 
\ FOR\YOU TO BE 
FURNAS ELECTRIC DISTRIBUTOR 


Look for these “PLUS” values in 
your motor control franchise 


SELECTIVE DISTRIBUTION—Furnas Electric is selective 
in ts Distributor appointments so that no two serve the 
Same accounts, 

QUALITY PRODUCT Furnas Electric Motor Controls 
are designed, manufactured and tested to constantly out 
perform all similar devices. 

WAREHOUSING—Furnas Electric looks to its Distributors 
to warehouse its products and do it profitably. Size of stocks 
are based on local requirements and area served. 


PROFIT MARGIN — Distributors enjoy substantial profit 


margins when selling to all classes of trade. 


ORDER REFERENCE Furnas Electric refers not only in- 


quiries, but direct orders to Distributors for handling. 


These and many other advantages can be yours. For full 
information, write or phone today for Distributor Port 
folio S412, Furnas Electric Company, 1069 McKee Street, 
Batavia, 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


Westinghouse States New 
Air Conditioner Policies 


EAST SPRINGFIELD, MASS 
Westinghouse Electric Corp. recently 
announced a new dealer protection 
plan aimed at encouraging non-season 
al buying of room air conditioners 

Phe company—through its distribu- 
tors—will buy back from dealers on 
July 15, 1957, a number of room atr 
conditioners equal to the number each 
dealer had purchased and accepted in 
the period January through May, 1957. 

Company officials indicated they 
helieved the plan would develop a 
more orderly demand and would eli 
minate the effects of concentrated sea- 
sonal sales. In exchange for assuming 
the dealer’s inventory risk, the com- 
yany expects to gain a more efficient 
production system 

At the same time, the company also 
pledged itself to a “line stabilization 
policy” in room air conditioners. This 
would be the virtual elimination of the 
industry’s annual “face lifting” style 
changes, often littke more than a 
change in model numbers, which have 
obsoleted dealer inventory. Under the 
policy, distributors and their dealers 
would be given ample notice and time 
to clear existing stocks when models 
are added o1 dropped 

Also announced was the fact that 
Westinghouse would leave distributors 
free to set suggested list prices in thei 
respective markets for the company’s 
room air conditioners. The factory 
will issue a distributor cost sheet show 
ing suggested list prices for guidance 


Official Calls Europe's 
Electrical Need ‘Critical’ 


LOS ANGELES, CALIP. Most 
of the nations of Europe are in “criti- 
cal need” of vast amounts of addi- 
tional electric power if they are to im- 
prove their economic situation. 

This was the opinion expressed by 
James F. Davenport, executive vice 
president and director of Southern 
California Edison Co., on his return 
from Geneva, Switzerland. At the re- 
quest of the Department of State, he 
acted as the United States representa- 
tive to a meeting of the United Na- 
tions Committee on Electric Power. 

The power shortages of Europe are 
difficult for Americans to conceive, he 
indicated. As an example, he said, 
United States used an average of 
3.455-kwhr of electricity per person 
in 1955——as contrasted with 758 for 
Russia and 168 for Bulgaria 

Mr. Davenport, as the U. S. com- 
mittee member, was the only represen- 
tative of an investor-owned utility 
all others being governmental officials 
of the nationalized power industries 
of Europe 
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wHy SMART 
DISTRIBUTORS 


STOCK GLOBE 


SAFE, SECURE DELIVERY . ‘Problems of breakage 
in transit are few and far between with Globe. Their 
“protective-pack” cartons hold the most fragile of 
their fixtures safely and securely right to our door.” 


Robert Mattea, Englewood Electric Supply Co., 
Chicago, Ill. 


FASTER DELIVERY .. .“‘I’m always delighted and sur 
prised to see how much faster Globe delivers directly 
from their stock instead of producing against orders 
as others do.” 


C. O. Marionneaux, Interstate Electric Co.. 
New Orleans, La. 


A "HOT" LINE... .“The ‘hot’ ones are most often in 
the Globe line. Their designs are better than beauti- 
ful. They are styled to America’s lighting tastes.” 


Jack Minor, Edison Electric Supply Co., Miami, Fila. 


EXPERT CRAFTSMANSHIP AND FINISH... “The finer 
finishes and expert craftsmanship that characterize a 
Globe fixture go a long way in selling our customers 
and keeping them sold.” 


Benjamin Levitt, Avon Electrical Supply, Inc., 
Jamaica, N. Y. 


PROFITABLE LINE... heartily endorse Globe's 
policy of distributing through authorized stocking 
distributors and backing them to the hilt. This makes 
Globe fixtures one of our most profitable lines.’ 


Homer F. Davis, San Francisco Lighting & Supply Co., 
San Francisco, Calif. 


more and more distributors are signing up with Globe because . 


IT’S MORE PROFITABLE TO SELL 


GLO 


THAN TO SELL AGAINST IT! 


GLOBE LIGHTING PRODUCTS, INC., 
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Utility Men Discuss Heat 
Pump, Electric Living 


NEW YORK, N. Y In order to 
sell “all-electric living,” one barriet 


Model 22 
a that must be broken ts the conservative 
FLUSHED RECESSED FLUORESCENT attitude of many architects, consulting 


with dropped Plexiglas. Maintenance is fast ond engineers and other professional peo- 
2 ple 
easy. All wiring is connected to ramovab!e : This was one of the ideas expressed 


pon, which is independent of the housing. : during a two-day electric space heat- 


ing and heat pump conference held 
here last month. More than 150 utility 
executives and sales engineers gathered 
at the invitation of Electrical World, 
McGraw-Hill magazine 

As one of the conference speakers 
expressed the problem: “Anything less 
than a strong, aggressive endorsement 
of central plant heat pumps by the 
local utility constitutes perfectly 


Plexiglas natural excuse for these buying in- 
is satin-smooth : fluences (architects, etc.) to give pas 
for even Mlumination. 3 ad sive or negative support to this prod 

uct 

e Outlook——It was evident that elec- 

tric space heating of homes and com 

er. : mercial buildings, along with supple- 
getting top priority in utility sales 


. planning 
ATLITE designed for better lighting Forecasts and plans were presented 
M.S. Angier, manager-utility rela 
tions tor Westinghouse Electric Corp 
said that 1957 would mark the real 
beginning of volume heat pump sales 
In 1970, electric heating of all types 
will account for 15 per cent of the 
total electric power used in homes, 
according to Stanley B. Aronson, sales 
manager, Berko Electric Mfg. Corp., 
Model 205 who spoke for the National Electrical 
Manutacturers Assn 


DIRECTIONAL SIGN WITH DOWN LIGHT 2 H. M. Brundage, general manager 


Weathertron dept General Electric 


Single face. Plastic bottom shield provides 
general illumination and offers quick Co., pointed out some of the sales 
problems to be faced in correcting the 


to wirtng for maintenance 


attitude of architects and others 
“These people resist change,” he said 
Their readiness to accept the “all 
electric home” is often less than the 


home buyer's, he indicated 
His forecast by 1962 the total 


PRE-WIRED ASSEMBLY 
market for packaged central plant 


. 4 cooling and heat pumps will be 870, 
FAST, INSTALLATION 000 homes. or 29 per cent of all new 


REDUCES YOUR INVENTORY single family housing starts 
Paul D. Brooks, vice president 


Drive four nail turn the serewsl it's |} American Gas and Electric Service 

without carpentry. ®, T or TW wire pully ‘ Corp., indicated that another ripe mar 
directly into the S-box, which alwoys ket includes the thousands of older 
Ne other pull boxes, asbestos or slow burning ; homes which have inefficient non 
wira Available tn six sizes for electric heating systems. This market 
60,100,180, 200-300 watt fixtures. me | will not be easy to crack, primarily 


because of the insulation problem, he 


Send for yeur Hestrated catelag of the complete ATLITE fine. warned 
: e Cites Survey FE. B. Sessions, com- 


317 Ten Eyck St., Brooklyn 6, N.Y. presented the results of a survey on 


electric heating including responses 
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trom 137 utility which 


serve 59 per cent of the nation’s 52 


companies 


million electric meters 

At the end of 1956 there wer 
250,000 homes and 18,000 commer 
cial buildings entirely heated by elec 
tric resistance heating. By the end of 
1957, a total of 300,000 homes and 
buildings will employ this type of 
electric heat 

There are about 12,000 heat pumps 
now in use, half of them installed dur 
ing 1956. The number is expected to 
195 


double in 


Maintenance Show Cites 
Automation's Problems 
CLEVELAND, OHIO The in 


creasing importance of maintenance 
in all levels of the nation’s production 
and distribution system will be re 
flected in the eighth Plant Mainten 
ance and Engineering Show this 
month 

The four-day exhibit will open Jan 
28 at the Public Auditorium here. A 
three-day conference on the same sub 
ject will be held in conjunction with 
the show. Theme of the 1957 show 
and conterence is “Good Maintenanc« 
or Bad— The Difference 1s Profit.’ 

The development of automation and 
automatic procedures appears to be 
the principal cause for growing In 
terest in maintenance problems, ac 
cording to the show’s management. As 
automation increases, it becomes neces 
sary to build maintenance features 
directly into machines and plants, and 
to develop procedures prevent 
breakdowns, it was pointed out 

Among the topics for conference 
sessions are maintaining electrical dis 
tribution equipment and maintenanc: 
of electrical rotating equipment and 
controls 


Low-Cost Atomic Electric 
Power Is Predicted 
BOSTON, MASS 
tric power from atomic energy ap 
peared closer to reality last month 
after a report that organic chemicals 
may be the key to simpler and cheaper 


Low-cost elec 


installations 

Malcolm McEwen, a research scien 
tist for Monsanto Chemical Co., St 
Louis, Mo., told a meeting of the 
American Institute of Chemical En 
gineers of the possibilities that atomic 
reactors can be cooled by 
chemicals rather than water, which is 
now the most widely used coolant 


Organic 


moderator in reactors today 

Ihe high construction and mainten 
ance costs of such coolant-moderator 
systems are reported to be important 
reasons why reactor-generated 
now costs several times as much as 
that generated from traditional fuels 


bet the on TOLEDO 
PORTABLE POWER 


TOLEDO No. 78 


TOLEDO Ne. 68 


we ve threads 


cranks, turns, pulls 
lozens of uses 


THE TOLEDO PIPE THREADING 
MACHINE CO 


1445 Summit Street, Telede 4, Ohie 


ves! Send 


bulletins checked 


TOLEDO No. 78 Power Drive TOLEDO No. 68 Power Drive 


Nome 


Address 


City Zone State 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


THREADED PIPE ' PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 


THE TOLEDO PIPE THREADING MACHINE CO. + TOLEDO 4, OHIO 


January, 
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YOU can count on 
ARROW:HART for 
ON-THE-JOB HELP 


Arrow Hart Type RACB Combination 
Starters At The Connectiout By-Products 


Compan Columbia, Connecticut 


PROBLEM: ‘lo provide the best method of one 
point control for electrically operated pro 
duction equipment in a new plant and 
to answer perplexing installation wiring 
question 


The Arrow-Hart Distributor, Beacon Light & 
Supply Company , Hartford, Conn., called for 
ARROW - HART SALES ENGINEERING 
SERVICE. THE NEAREST ARROW-HART 
SALES ENGINEER PROMPTLY WENT 
DIRECT TO THE JOB 


SOLUTION: ‘The A-H Sales Engineer analyzed 
the requirements and recommended Arrow 
Hart Type RACK Combination Starter 
to save space and assure easy, fast installa 
tion and economical operation. Type TRA 
Reduced Voltage Starters were used to 
protect against line disturbances 


Equally effective on-the-job assistance is offered 
to all Arrow-Hart Distributors, Electrical Con 
tractors and Plant Engineers confronted with 
perplexing problems. Simply write Dept. EW, 

The Arrow-Hart & Hegeman Electric Company, 
103 Hawthorn Street, Hartford 6, Connecticut, 
for complete information on ARROW-HART 
SALES ENGINEERING SERVICE 


annow HART 


IS 


Watters, Madison Electric 
Wins Rawiplug Contest 


NEW ROCHELLE, N. Y Mau- 
rice Watters, salesman tor Madison 
Electric Co., a distributor of Rawl 
products in Detroit, Mich. received 
$1,000 first prize in a distributor sales 
men’s contest sponsored by The Rawl- 
plug Co 

Watters was one of many distribu 
tor salesmen who participated in the 
manufacturer's Anchorama sales 
training program last year, and who 
wrote letters telling how they had 
applied their training. His prize-win- 
ning letter described how he had 
helped one of his customers——and ob 
tained an order in the process 

Additional salesmen who won prizes 
in the letter-writing contest included 
Marion Dick, Standard Electrical Sup 
ply Co., Milwaukee, Wis. and W. M 
Edwards, Mill-Power Supply Co., 
Charlotte, N. ¢ winners of $100 
each 

Twenty-five dollar winners in 
cluded Alfred Goodin. United Elec 
tric Supply Co., New London, Conn 
and R. Bader, Southern Electric Sup 
ply Co., Inc., Houston, Tex 


Thomas & Betts Installs 
New System in Chicago 


CHICAGO, ILI \ccording to 
The Thomas & Betts Co., all distribu 
tors’ orders placed with it in Chicago 
are now shipped within 24 hours 

This increase in service results from 
a new integrated data processing sys- 
tem which can transmit orders to the 
home office in Elizabeth, N. J. almost 
instantaneously. Previously, such or 
ders went by mail, delaying processing 
one or two days 

In the new system, the order is trans 
mitted from Chicago by punched tape 
from an electric typewriter; tt comes 
out in Elizabeth in both tape and type h 
written forms 

Ihe company indicates that it plans 
to extend the new processing system 
to its West Coast headquarters 


Housewares Exhibit 
Includes Survey Results 


CHICAGO, ILI \ nationwide 
survey of the housewares industry 1s 
currently under way to determine 
business outlook and product trends 
for 1957 

[his pulse-taking on housewares and 
small appliances is part of prepara 
tions for the 26th National House 
wares Exhibit scheduled tor Jan. 17 
23 at the Navy Pier and the Drill 
Hall 

Results of the survey of 10,000 
buyers and more than 700 manufac 
turers will be made public on opening 
day 
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Holophane Distributors 
Discuss Products, Markets 
NEW YORK, N. Y 
Co recently held a 
conference attended by 21] men repre 
14 of the New York City 


franchised distributors 


Holophans 
Inc., distributor 
senting 
firms 
Ihe two-day program covered new 
market 


relations 


product developments studies 


and distributor-manutacturer 


In charge were C. C. Keller, vice pres! 
dent, and G. G. Rae, sales manage! 

Among those attending were the 
following: R. J. Newell, Fife Electric 
Supply Co., Detroit, Mich.; R. Owens, 
Electric Supply & Equipment Co 
Inc Greensboro, N. ¢ W A 
Chapin, General Electric Supply Co 
Chicago, Ill; J. Nelson, R. Franco 
R. Adams and J. Kohaut, Jt General 


Electric Supply Co., New York City 


E. « Bataille, Graybar Electric Co., 
Inc., Newark, N. J 

Also, R. C. Wahlig, E. B. Latham 
& Co., New York City: Fred Lawson 
and R. H. Bowyer, Lawson Electric 
Supply Co., Tulsa, Okla.; R. L. Hosea 
The McCaffery Co., South Bend, Ind 


D. Hoyt, Michigan Chandelier Co 


Detroit, Mich.; C. M. Ferner and E. I 
[rabilcy, Watson-Flagg Sales Corp 
Paterson, N. J.; G. P. Babb, Jr... West 
inghouse Electric Supply Co., Atlanta 


Pisinski, Westinghouse 
Boston, Mass 


Ga and P 
Electric Supply Co 


Home Builders Face ‘57, 
Long Range Problems 


CHICAGO, ILI An informative 
look at the future problems of thet 
industry 13th 
annual convention exposition of 
the National Association of Home 
Builders 20-24 

Ihe pressing problems of 


awaits delegates to the 
ind 


Jan 
195 
taxes materials 
aired 


in workshops and convention sessions 


money merchandising 


and building methods—-will be 


Builders will also discuss how to 
cope with such long range develop 
ments aS population growth, the new 


the 

applications of atomic power 
Ihe expected of 

builders and see 


highway program and peaceful 


audience 10.000 


visitors will exhibits 
of building products and equipment by 


some 400 manufacturers 


Westinghouse Sets New 
Transformer Prices 


SHARON PA.—A _ new price 
policy, with price reductions on many 
powe! transformers rated at 300-kva 
ind above, was announced by _ the 
transformer div. of Westinghouse Elec 
tric Corp 

The company 1s reducing the fixed 
percentage additions to the list pric 


of transformers with sound levels be 


low official NEMA standards 


smallest 
im size... 


ONLY 
LABORATORIES 


15 AMPERE 120 VOLT AC 
LISTED AS STANDARD BY UNDERWRITERS 
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CAPITALIZE ON THE DEMAND BY 
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Arrow Hart & Hegeman | 
Street, Hartford 6, Conn 


ARROW 


103 Hawthorn 


lectru 


3 
~ 
= 
bea 
| 
AL 
A 
| 
| aw 
aug 0 
| HART DISTRIBUTOR: 
3 
deli Junior Ou Swittnes 
te 
“ 
~ 


Square D Co. Publishes 
Distributor Policy 


DETROIT, MICH Ihe Square D 
Co. has recently published in booklet 
form a discussion of its policy and 
procedure concerning its distributors 

Ihe brochure, states the company 
has been prepared to record its “con 
clusions regarding the prope! relation- 
hip between our distributors and oul 
selves,” reached during more than 50 
years of business 

Within the booklet, the company 
reathirms its conviction that “the bulk 
of its products can best be marketed 
through wholesale distribution chan 


nels 


I mphasis 1s placed on the idea that 
electrical wholesalers are engaged in a 
partnership with the manufacturer 
Ihe booklet continues this theme with 
a discussion of what Square D_ be 
lieves to be the logical, equitable divi 
sion of responsibilitic between the 
partner 

In discussion of joint-responsibility 


areas, distinctions are made between 
the manufacturer and the distribu 
tor’s roles in stocking equipment sale 
training, field engineering iles pro 
motion and advertising 

A section on general poli y ques 
tions is aimed at covering “some of the 
situations which might be considered 
controversial” in the light of today’s 


complex marketing procedures 


RESISTS CORROSION Sylvania Adds ‘Cool-Light’ 


To Home Decorating Line 
ELECTRICAL RIGID CONDUIT, made by Aicoa, SALEM, MASS.-—Sylvania Electric 
will cross corrosion right off your trouble list Products Inc. has added “Cool-light” 


for aluminum won't rust and resists corrosion to its line of “decorator” light bulbs 
even in contaminated areas. Excellent tor ex- The new lamp declared Garlan 
terior use. And it rarely needs painting. Morse, general sales manager of the 
company’s lighting division, has been 
introduced only after careful studies 
and market research 

He recalled that Sylvania’s “Soft 
light” pearl-pink bulb was developed 
and marketed in January, 195% 
after careful hom testing Cool 
light s the result of the same testing 
techniques he indicated Not only 
the housewives, but also our own color 
experts——as well as distributors and 
dealers interviewed in continuing 
field sury preferred the idea of a 
simplified line of decorator lamps 
Mr. Morse stated 

With Softlight and C ool-light 
Sylvania now offers a choice of 
warm I cool ighting to produce 
the desired kind itmosphere, he 
noted 

Thi the ompany 
Your Guide to the Best feeling that “: early stage of the 

the 


in Aluminum Value decorate with light 


CONDUIT correct approach 1s 
ALUMINY issue MC-36 
N Ihe new bulbs in 4 


LOO-w sizes stinct ely pack 


THE ALCOA HOUR 
or a ‘room atmosphere 
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GE Expands Service to 
Home Lighting Industry 


CLEVELAND, OHIO—Expansion 
of the General Electric Co.’s market 
ing service within the residential light 
ing industry has been announced by 
James C. Forbes, manager-market de 
velopment for the company’s Large 
Lamp dept 

Five marketing and lighting special 
ists from Nela Park will work in co- 
operation with people in other busi 
nesses and professions in all parts of 
the nation who are associated with 


When you make money — we make it too . 


home lighting 
Working with builders, fixture 
wholesalers, electrical contractors and 


hardware distributors will be F. Allen 
Schmidt, an electrical engineer and | you and your salesmen to get more sales dollar vol- 


specialist in home lighting 


Additional specialists will work with ume out of more anchoring sales opportunities 


other groups including manufacturers 
of home lighting equipment, decora RAWL D L- 
tors and store decorating departme nts RIL HAMMER 
makers of yard and garden lighting 
equipment, architects and schools of CONVERTS AN ELECTRIC DRILL, ECO 
architecture ; NOMICALLY, INTO A DEPENDABLE, FAST, 

They will make available the results de: ‘ mh POWER HAMMER. MORE THAN DOUBLES 
of General Electric’s experience in % 

THE VALUE OF YOUR '4" ELECTRIC DRILL. 


residential lighting market develop 
ment f Drill quickly into softest or hardest ma 


These latest additions to our line, we believe, enable 


sonry or stone with inexpensive Rawldrills 


Prescolite Shows Film, 

Latest Lighting Fixtures 
BERKELEY, CALII Prescolite 

Mfg. Corp. is staging a series of special . Automatic clutch starts or stops action 


lighting shows in major cities across 


Saves money — eliminates necessity for 


using expensive carbide-tipped drills 


automatically when the drill point touche 
the country to introduce its latest port touches 


commercial and residential lighting or is taken away from work. ‘‘Light'’, "medium" or heavy" blows 


fixtures are selected by turning the collar. RAWLDRILLS TO FIT 


Ihe firm’s distributors, dealers and 


respresentatives in each area act as RAWL RAWL 


hosts to the architects, engineers and 


building industry executives invited to i CALK-IN SCRU-LEAD 


attend shows res ) 
th h Ihe presentations Improved machine screw an ' The most holding power possi 


» Pre 
include Prescolite’s color motion pic 2 chor. Sleeve is precision-cast ble with any lead screw anchor 


ture. “A World of | ight.”” and new 2 of an exclusive Raw! lead a! Ex sive Raw ead alloy used 
five-color product literature ‘ loy, especially developed for or eaty installation and huge 
masonr anchors It's ust ole 20wer The top fi 
Cities on the schedule include Bos J nck es 
: soft enough for easy, com ul speeds » anchoring time 
ton, Portland, Seattle, Spokane, Cleve plete caulking ond hard pecause ews can be inserted 
land, Houston, Miami and Atlanta u enough for tremendous hold chly. Use for either wood 
Company officials traveling with the ing power. Sizes up to %&” . screws of sheet metal screws 
show include Wallace D. Runswick : 
Write for free new dimensional wall chart and catalog 
vice president, Austin Little, general 


sales manager, and Stan Heywood J RAWLORILLS 
eastern sales manager 
| 


NEMA Selects Housewares RAWL-TAPERS 
Section Chairman 


| NEW YORK, N. R. H. Wil RAWLPLU 3S 
lams, director of sales, electronics 
apphance div., Arvin Industries. Inc —_ THE 
Columbus, Ind., has been named chair RAWL HAMMER-SETS aA 
man of the electric housewares section EINy BOLTS RAWLPLUG Co Inc 
of the National Electrical Manufac ed : 
turers Assn. for the coming year Box 406) New Rochelle, N. 

J. P. Mellhenny, vice president 
Sales, Waring Products Corp., New RAW! 
York, N. Y., was elected vice chair- “ne 


man RAWL-ORIVES RAWL-ANCHORS SHIELOS 
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HIGHLY LEGIBLE WIRING 
AM PLare 


Primary 
Models in four ratings 


A with new weights 
91 and 110 Pounds 


ORATION 


STRONG ELECTRIC CORP 


Toledo 1, Obie 


126 City Park Avenue 


d details on Strong Distribution Transformers 
en 


Please * 
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FIRM 
sTReer 
city & STATE 


New Firm Leases Site 
To Produce ‘Uni-Bus’ 


ALLENTOWN, PA Electrical 
Distribution Products, Inc., newly 
formed subsidiary of Electric Ma 
chinery Mfg. Co. of Minneapolis 
Minn., has leased a new 24,000-sq ft 
factory and seven acres of land at 
2200 3ist St, S. W. The plant is 
located in the growing industrial sec 
tion of Allentown 

Ihe new firm will manufacture a 
line of electrical products under the 
trade name “Uni-Bus,” the manufac 
turing rights to which were recently 
acquired from the Roller-Smith Corp., 
Bethlehem, Pa 

Richard H. Olson, president of the 
new subsidiary and also of the parent 
firm, announced the appointment of 
other executive personnel 

Elmer T. Carlson, vice president and 
general manager, was formerly presi 
dent of the Trumbull Electric Mfg 
Co., Plainville, Conn. For the past two 
years he has been associated with 
Roller-Smith Corp. as executive vice 
president. Mr. Carlson is a co-inventor 
of the Uni-Bus system 

Lloyd H. Jones, sales manager was 
formerly associated with Roller-Smith 
and also with General Electric Co 

William A. Kuhar, works manager 
held senior engineering responsibility 
at Roller-Smith, and recentls 
was chief engineer 

Joseph P. Strakey, assistant secre 
lary-treasurer, Was comptroller of 
Roller-Smith for many years and pre 
viously was treasurer of the Electric 
Power Equipment Co., Philadelphia 
Pa 

Uni-Bus products will be sold 
through authorized electrical distribu 
tors 


Sylvania Team Conducts 
Lighting Clinics 

SALEM, MASS A series of 
fluorescent lighting clinics is being 
conducted by lighting specialists of 
Sylvania Electric Products Inc. in 11 
major cities this winter 

Demonstrations discussions and 
trouble-shooting sessions are being 
scheduled with local groups. Prob 
lems of installation, specification and 
design features of fluorescent lamps 
and fixtures are covered 

Ihe clinics have been held thus far 
in Cleveland, Detroit, Los Angeles 
San Diego, San Francisco, Seattle and 
Phoenix 

The tour will resume Jan. 14 in the 
Chicago area and will continue in the 
Atlanta area the week of Jan. 21: in 
Charlotte area, week of Jan. 28 
Kansas City district, week of Feb. 25: 
Denver, week of March 4: and Mil 
waukee, week of March 11 
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Alcoa Sees Big Markets TRINE’S NEW 


In Building, Durables 


PITTSBURGH, PA Continued 
growth of existing and new markets L 0 T L T U S Q UJ T T 0 N 
for aluminum was foreseen by the 


Aluminum (¢ ompany of America as it 
appraised the outlook for 1957 


Vigorous sales promotion in all mar : : ; FOR RINGING CHIMES 
kets, technical advances through re 
search and development, and a plent: BELLS, BUZZERS, ETC. 
ful supply of metal are expected to 


provide additional acceptance of alum Fe { NARROW 


inum, according to 1. W. Wilson, com 
pany president 

In 1956 building construction out- . SOLID BRASS 
stripped the transportation field tor 


the second consecutive year the HARMONIOUS DESIGN 


largest market for Alcoa and for the 
industry Ww 
Similarly, the potential looms large ) : LO PRICED 


in such established fields as consumer 


durable goods and electrical machinery i BIG BAR electrically 
and equipment, his report indicate 


Intensive merchandising effort is 
being directed to many new areas without light) 
among them heating and ventilating 
equipment 

As the year closed, Alcoa an 


nounced its “Forecast program to 9 

commission leading designers in all FEATURED ON TRINE S NO. 1 PUSH 
fields to create new and useful things | 

of aluminum for an era of better liv BUT TON DISPLAY 

ing, now and in the future. New cap 
ital expansion plans also were stated 


with FREE transformer 


Republic Steel Launches that lights up 

EMT Plant Expansion pilot-lite push buttons 
CLEVELAND, OHIO — The Steel este push out 

and Tubes division of Republic Steel , 


Trine’s new “'pilot-lite’’ avail- 

Corp. announced plans for a major able in two types: 

expansion of its plant at Ferndale No. 25715 

Mich. to provide space and equipment for 6 to 16 volts 

for the production of Flectrunite light No. 25724 

wall conduit tubing for 24 Volts 


Total cost of the expansion may 

run over $3 million, stated T. FP. Pat No special wiring required. 
ton, president of Republic Steel. He DEAL INCLUDES: 
indicated that the electrical industry Display with 4 samples and in- 
has “one of the most promising ex froductory backup stock of as- 
pansion programs in the nation. With sorted push buttons. 


the additional facilities at Ferndale for 

manufacturing conduit we will be in List Price $19.75 

procs seyaae ee oe This versatile, expandable display is one of a series of new Trine Sectional Displays 


Tork Time Controls Inc. Pia | 
Is New Firm Name a 
MT. VERNON, N. Y.—Broad - 


to Form Triangle, 
Wire Eavel fer 


Counter Display 
Masonit ilk screened in full 
cently by Cyril J. White president wire easel fer stead 
he firm is now known as Tork Time — } ing, four eyelets for hanging, S-hooks for join. 
Controls, Inc., a title more symbolic ioctl ing to future sections. Free transformer with 6 
Hang on Woll — New ft. of wire cord ready to plug in 
Section No. 2 Display now available, 


cording to Mr. White Heng on Well, New Sections 
Fie Aengoide ‘ad foo. Write for literature and prices 


organization of the 35-year-old Tork | : " Fastens Easily on Wall 
Clock Co., Inc. was announced re 


of the purpose of time switches, ac 


Other phases of the reorganization 


ot directors and an increase in the 


number of shares of capital stock 1430 FERRIS PLACE, NEW YORK 61, N. Y. 
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One dependable quality 


Manarch 


RENEWABLE FUSES 


From raw material 
to final inspection 
every part is 

MADE and ASSEMBLED 
under our own 
QUALITY CONTROL 


STRATEGICALLY LOCATED 
WAREHOUSE STOCKS 


Manarch 


CORPORATION 


Barrett Outlines Role of 
Distributor in Programs 


THE DISTRIBUTOR On 

Your First Team” is the title of a 
recent address by Lester E. Barrett, 
immediate past president of the Na- 
tional Association of Electrical Dis- 
tributors and president, Barrett Elec- 
trical Supply Co., St. Louis, Mo. Mr 
Barrett spoke to a meeting of electrical 
industry executives 

He began by charting briefly the 
growth of the electrical industry dur- 
ing the past quarter century and par- 
ticularly the spectacular growth in the 
last decade. He indicated a feeling that 
this growth—and the standard of elec- 
trical living that America enjoys today 

can be attributed to the efforts of all 
branches of the electrical industry. 

The separate branches—-wholesaler, 
contractor, dealer, manufacturer, util- 
ity—have operated mostly as such, but 
recently have discovered that they 
have a “common denominator,” Mr 
Barrett said. “We have certainly come 
to life at the national level at least.” 

He pointed out the numerous indus- 
try-wide programs now in existence, 
and named the chief coordinators of 
each 
© Grass Roots Problem—“If we were 
to poll these gentlemen and ask them 
what (is) the biggest problem they 
face in making their programs success- 
ful,” Mr. Barrett declared, “I think 
they would tell us that (it) is: ‘how to 
get the program functioning at the 
grass roots level.’ 

“Certainly,” he continued, “. . . all 
the effort, all the money spent means 
absolutely nothing until it begins to 
work and pay off ‘back home.’ ” 

The prime torce “back home,” Mr. 
Barrett stated, 1s the local electrical 
league. Since the electrical leagues are 
the only industry organizations at the 
local level, upon them falls the respon- 
sibility to make things happen at the 
grass roots level 

“It takes real cooperative effort and 
the enlistment of everyone’s effort to 
work as a team as the jobs come to 
hand,” Mr. Barrett said. “And every- 
one includes the electrical distributor,” 
he emphasized. 
Distributor Contacts —“The electri- 
cal distributor enjoys a rather unique 
position in the industry as far as the 
role he may play in cooperative efforts 
at the grass roots level,” Mr. Barrett 
continued. “He is the one man in the 
industry who has contact with all other 
branches 

“The electrical distributor has con- 
tact with the electrical contractor 
both the large contractor and the small 
one. He makes contact usually weekly 
or oftener. He not only has contact, 
but in most of these promotions he 
has a real vested interest 
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“The electrical distributor has the 
same contact with the electrical dealer 
Again he has a vested interest as well 
as contact. 

“The electrical distributor has con 
tact with the electrical manufacturer,” 
he said. “This contact in many cases 
is a very close relationship. He can 
assist in enlisting cooperation with him 

“The electrical distributor has con 
tact and usually a close relationship 
with the electrical utility. Again, there 
is mutual interest and a 
for cooperation,” he added 
® Key Man Theme—Mr. Barrett went 
on to state that NAED as an associa 
tion had recognized its responsibility 
to inform its members of the various 
electrical industry campaigns and urge 
their support. The electrical distribu 
tor is a “key man” in a industry pro 
gram such as Adequate Wiring, Mr 
Barrett declared, and he must demon 
strate through his own activities that 
he is sold on the basic idea 

“Fortunately,” he continued, 
Adequate Wiring, Housepower 
Live Better Electrically programs can 
be interpreted in terms of sales of elec 
trical supplies and equipment, in terms 
that interest not only the distributor 
salesman but the customer as well 
They are actually the finest sales tools 
the industry can hope to have, because 
they form the groundwork for so many 
more additional sales, not just of wir- 
ing and supplies, but of air condition- 
ing, lighting, heating and dozens of 
other appliance and supply items that 
daily pass through the salesman’s order 
book on into the home, office and fac 
tory 

“The missing element in these na 
tional programs,” Mr. Barrett indi 
cated, “is the local contact and follow 
through, the lack of which has pre 


real reason 


“the 
and 


vented these campaigns from reaching 


full maturity.” 

He went on to discuss the current 
NAED program to assist distributors 
in local action. The program, he stated 
is one of information, 
and action. Plans have been developed 
that the distributor can follow and use 
locally with contractors and dealers as 
a means of getting these customers 
interested and working in 
Adequate Wiring, Housepower and 
Live Better Electrically, he concluded 


coordination 


actively 


Fixture Manufacturer 
Builds New Factory 
PHILADELPHIA, PA 


Manufacturing Company, Inc., maker 
of residential lighting fixtures, chimes 
and exhaust fans, has contracted for 
construction of a 235,000-sq ft plant 
on a nine acre site here 

The new factory, now nearing com 
pletion, will expand the 50-year-old 
firm’s production space by 65 per cent 
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Eliminate the many problems of inventory 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 


M 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


DOUBLE EXPANSION SHIELD 
DISTRIBUTORS: 
Tus Advertisement Appears in Len ing Publications 
Directed to Uour Customers 
ARRO EXPANSION BOLT COMPANY 


1440 Boone Ave, Marion, Ohio 
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GE Takes Over Service 
_In Midwest Locations 
| n n | TOLEDO, OHIO—General Elec- 


tric Co. recently took over direct re- 
re) SELL sponsibility for appliance and tele- 
CHELSEA iS EASIER T vision servicing in the Toledo and Ft. 
Wayne, Ind. areas. 
THAN TO SELL AGAINST! Rea i GE's Appliance and TV Service, as 
/ the new organization is known, as- 
sumes this function from Commercial 
Electric Co., the distributor in the two 
areas. It operates from Toledo, with a 
branch in Ft. Wayne 
“We're all for it,” says Stanford 
Goldman, executive vice president of 
Commercial. “We are now stream- 
lined into a strictly merchandising or- 
ganization, which gives us more time 


and manpower for sales coverage.” 


Small Community Action 
On Urban Renewal 


WASHINGTON, Under the 
Housing Act of 1954, a small com- 
munity can receive planning assist- 
ance through a matching Federal grant 
to appropriate state planning agencies. 
In addition, the small community 
once it has demonstrated that it pos- 
sesses a “workable program” for urban 
renewal—can apply for Federal assist- 
ance for rehabilitation and redevelop- 
ment activities 

A small community is defined as one 
under 25,000 population 

A survey by the Urban Renewal 
Administration indicates that numer- 


PACKED WITH FEATURES CONSUMERS DEMAND communities ase taking ad 


vantage of these renewal programs. As 

of December, 1955, seven states had 
PRICED FOR MORE PROFITS TO YoU received approval of Federal funds 
| amounting to more than $220,000 to 


57 the Chelsea line will have the models, the prices, the | provide planning assistance to 76 small 
' municipalities. The states were Ala- 
features and the styling that makes customers out of prospects! . . . bama, Arkansas, Rhode Island, Mas- 


Again in 


The line will include window fans. “box” type portable fans, floor sachusetts, Connecticut, New Hamp- 


shire, and Tennessee 

e Charting—Types of community 
with every feature customers demand, sizes to suit all home needs and | planning studies facilitated by these 
grants include land-use surveys and 


plans, charting and analysis of popula- 
unit... . Get all the facts and see how the Chelsea line can increase tion distribution, highway circulation 


xlans, drafting and revision o ning 

store traffic and swell your profits for I 1 of zoning 
ordinances and analyses of residential 
neighborhoods 


fans and roll-a-bouts. . . . Each is highly styled for maximum appeal 


for every purse... . Chelsea's unconditional guarantee covers every 


ee+ National and local advertising and vonage Schedules Early 
Chelsea's famous “10 Point” promotional program an Promotion in ‘57 
that delivers everything you'll need to sell! NEW YORK, N. Y.—tThe electric 
fan section of the National Electrical 
Manufacturers Assn. announces that 
it will repeat its Early-Season Fan 


| Promotion in 1957 
The decision was reached at the 


section’s annual meeting at Sea Island, 


FAN & BLOWER co., INC. i _ Ga. where a report on the 1956 pro 


motion showed increasing success ot 


PLAINFIELD, NEW JERSEY hae ; the dealer window display contest. Ad- 
More then 30 years service to the ventilating industry ditional promotional materials are be- 


ing considered 
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CALENDAR OF EVENTS It’s easier: ee 
with Heinemann Service Equipment 


27th National Exhibit 
Navy Pier and Drill Hall ° bd 
Chicago, Il. ee -d g d f th | b 
January 17-24 esl ne OF e 0 
Exhibits 


Building Materials Exposition 
National Assn. of Home Builders 
f Chicago Coliseum, Conrad Hilton 
and Statler Hotels 
Chicago, Ill 
January 20-24 
Exhibits, forums 


American Institute of Electrical En- 


gineers 
Winter General Meeting 
Hotel Statler ns SAFELET has receptacle for 
New York, N. Y power tools or appliances. 
January 21-25 Built-in circuit breaker 


interrupts short circuits 

and dangerous overloads, 

Southeastern Electrical, Wholesalers prevents damage to 

A equipment that’s 

plugged-in. For use in 
7th Annual “Industry Day” Meeting — the home workshop, 
Biltmore Hotel on the test bench or 
Atlanta. Ga. production line. 
January 23-25 Write for Bulletin 1010 


Speakers, panels, meetings 


Speakers, papers 


Plant Maintenance & Engineering 
Show 

Public Auditorium 

Cleveland, Ohio 

January 28-31 

Exhibits, conferences 


RECEPTACLE 
TYPE OUTDOOR 
SERVICE UNIT is 

a portable, protected 

power outlet 
for temporary plug-in 
service. Easily moved 
from job to job. Write 

for Bulletin 2016. 


Missouri Valley Electric Association 
Industrial & Commercial Sales 
Conterence 
Hotel President 
Kansas City, Mo 

January 31-February 


Ventilating, Electric Heating Exposi- 


tion 
Electric Institute of Washington INDOOR SERVICE 
Sheraton-Park Hotel CENTER replaces 
Washington, D. ¢ old-fashioned fuse 


boxes, combines either 
two, four or eight 


February 8-10 


Exhibits, luncheon, speakers circuit breakers in 

a handsomely styled 
National Electrical Week unit for mounting 
ARI, EEI, IAEI, IAEL, IBEW anywhere in the home 


NARDA, NAED. NECA, NEMA, commercial property. 
In office building 


NISA installation shown, each 
February 10-16 office has its own 


Service Center so that 
Electrical Industry-Conference Show power interruptions 
Electric Institute of Washington areisolated. Heinemann ~ > 
circuit breakers 


Shoreham Hotel 

Washington, D. assure immediate, 
simple restoration of 

February 12-14 service. Write for 


Exhibits Bulletin 1002. HEINEMANN ELECTRIC COMPANY 
152 Plum Street 
Trenton 2, New Jersey 


National Adequate Wiring Bureau 
13th Annual Conference 
Sherman Hotel 


Chicago, Ill > 
February 21-22 
Discussions, displays, awards 
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ILSC 


THE BIG Luc 


OF INDUSTRY 


For Superior Quality 
Check these features 


Pure copper, 100% conductivity MODFL LO 
Wide wire range—re-usable 
| U/L-CSA Approved 
| Compact—rugged 
Advanced designing 
Sound engineering 
Speedy installation 
Cool operation—takes overload 
| No special tools needed 


All screws wax-treated for better clamping 


ALL THESE FEATURES AT LOW COST 


Your V Test Will Prove ILSCO 
Superiority Over Cast Or Any Other Type Lugs 


WRITE FOR CATALOG #50 AND SAMPLES 


ILSCO CORPORATION 


5746 MARIEMONT AVE. CINCINNATI 27, OHIO 


International Heating, Air-Condition- 
ing Exposition 
International Amphitheatre 
Chicago, II. 
February 25-March | 
Exhibits 


Pacific Coast Electrical Association 
Business Development Section 
Sheraton-Palace Hotel 
San Francisco, Calif. 

February 28-March | 


10th Biennial Electrical Industry 
Exposition 

Essex Electrical League 

Olympic Park 

Irvington, N. J 

March 12-14 

Exhibits 


Fourth National Electrical Industries 
Show 
Eastern Electrical Wholesalers Assn. 
7Iist Regiment Armory 
New York, N. Y. 
April 8-11 
Exhibits 


St. Louis Electrical Board of Trade 
Progress in Electrical Equipment 
Exhibit 
Kiel Auditorium 
St. Louis, Mo. 
April 9-11 


Electrical Industry Trade Show 
Electric Assn. of Kansas City 
Exhibition Hall, Municipal 

Auditorium 
Kansas City, Mo 
April 16-18 
Exhibits, lectures, demonstrations 


IHluminating Engineering Society 
Great Lakes Regional Technical 
Conference 
Pantlind Hotel 
Grand Rapids, Mich. 
May 13-14 
Speakers, papers 


Pacific Coast Electrical Assn. 
Annual Convention 
Fairmont Hotel 
San Francisco. Calif 
May 15-17 
Meetings 


National Association of Electrical 
Distributors 
49th Annual Convention 
Sheraton-Park and Shoreham Hotels 
Washington, D. C. 
May 26-29 
Meetings, conference booths 


Electric Asociation of Chicago 
4th Biennial Electrical Industry 
Show 
Conrad Hilton Hotel 
Chicago, Ill. 
June 4-6 
Exhibits 
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PEOPLE IN THE NEWS 


James F. Whitehead, Jr., formerly 
vice president-sales for Day-Brite 
Lighting, Inc., St. Louis, Mo., is now 
executive vice president of the firm 
George J. Taylor, formerly eastern 
district sales manager is now vice 
president-eastern operations. 


Richard T. Gustafson, merchandis- 
ing manager of the electrical products 
division of Minnesota Mining & Mfg. 
Co., St. Paul, Minn., has been pro- 
moted to maintenance and construc 
tion trades sales manager, Ridgefield 
division 


E. B. Thompson is sales manager 
of Fasco Industries, Inc., Rochester 
N. Y., appliance division. He has pre 
viously been employed by the Toast 
master div. of McGraw Electric Co 
and Graybar Electric Co. 


R. S. Laber was named manager of 
Hotpoint merchandising at the New 
York office of Graybar Electric Co. 


William R. Raymond was elevated 
to the newly created post of west 
coast regional manager by the Pyle- 
National Co., Chicago, Il. He will su 
pervise the company’s Seattle, Wash., 
San Francisco and Los Angeles, Calif 
districts. 


Marshall N. Waterman has been 
promoted to commercial engineering 
manager-large lamp dept. of the Lamp 
div. at Westinghouse Electric Corp., 
Bloomfield, N. J. Mr. Waterman re 
cently was elected president of IES 


Francis J. Davis is sales manager 
consumer products div. of Proctor 
Electric Co., Philadelphia, Pa., with 
headquarters in that city. 


Wendal Lewis has been appointed 
manager of the Lappin Electric Co.’s 
north central Wisconsin division, with 
headquarters in Green Bay. Jack Mar- 
lett has been named manager of the 
firm’s central Wisconsin division 
Lappin Electric's headquarters _ is 
Milwaukee. 


George H. Childers heads the reor- 
ganized merchandise sales dept. of 
Emerson Electric Mfg. Co., St. Louis 
Mo. He has overall responsibility for 
sale of commercial fans, industrial 
fans and air conditioners. Edward K. 
Handlan will direct room air condi- 
tioner sales. 


Joseph J. Dowling is president of 
the Philadelphia Insulated Wire Co., 
Philadelphia, Pa. He will direct sales 
of the entire line of PIW wires and 
cables. 
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Change these Two Rings 


and You Convert 


= This NEW Feev'’ 
LAMP HOLDER 


for use with either a 
Par-64 or Par-56Lamp 


Fitter hes 
90° 
markings 
above and 
below 
horizontal 
Covers full 


a great Revere Lamp Holder: 
that offers great possibilitic De 
signed so that the lamp position 
ing rings and the retaining rings 
are interchangeable—thus accom 
modating a Par-56, 300 Watt, or a 
Par-64, 500 Watt Lamp of Narrow 
Spot, Medium Flood or Wide 
Flood Type. Not necessary to 
change the wiring 


LAMP HO 


HEAVY-DUTY LENS RETAINING LAMP RETAINING POSITIONING BING 

CAST DOOR RING HOLDS LENS RING HAS TEAR DROP ROTATES TO LOCK 

FIRMLY IN PLACE SLOTS AND BOSSES LAMP IN PLACE 
FOR EASY REMOVAI WITH ANY DESIRED 


HEAT RESISTING 
GLASS LENS 


CAT. NO. 3530 
for Par-56 Lamp 
CAT. NO. 3540 
for Par-64 Lamp 


SILICONE RUBBER 
GASKET SEALS LENS DEGREE 
AND WITHSTANDS SILICONE RUBBER GASKET MARKED 
HIGH TEMPERATURE SEALS LENS DOOR BODY SLIPFITTER 
GENERATED BY LAMP —s CASTING MAKING UNIT FOR EXACT 
WATER TIGHT POSITIONING 
satile unit readily adaptable 
ge in Beam Candlepowe 
SILICONE Rubber Gasket 
init 


wil not char 


amb 


This is a new addition to the « 
tings. With it you produce porkm 
its good loo for year Write for dat 


REVERE ELECTRIC MFG. CO. * 6009-17 BROADWAY « CHICAGO 40, ILL. 
Available in Canada thru Curtis Lighting, Lid., Leaside, Toronto, Ontario 


THE OMLY COMPLETE LIME OF LUMIMAIRES FLOGOLIGHTS AND POLES FOR STREET SronTs 
AIRPORT SERVICE STATION GCUTOOOR THEATOE MARINE AND IMOUSTRIAL LiGHTine 


| WW 7 
| \ “= 
SS 
4 
| 
} \ \\ j 
D 
HEAVY 
» 4 
LAMP bar 
2 
and smoke-up ten 6 Lamp position sta put inaftec 7 
ted during re ping cleaning g 
» fumbling with 7 A Ty nt. dis 
screws pate ‘ faste 
e REVERE Line of Cluster-Lite d Fit .. 
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Offers the Latest 
Development in a 


QUICK 


Connecting and Disconnecting 


SOCKET 


FOR INDUSTRIAL REFLECTORS 


IT’S THE 


VAD 


EASY TACH 


—~ the complete line of QUAD REFLEC 

TORS can be equipped with EASY TACH, 
a socket with simplicity of design that makes 
quick connecting and disconnecting of lamped 
reflectors very easy 


Any size or style of QUAD socket type re 

flector with hex hole may be converted to the 

quick connecting and disconnecting type by 

substituting the new EASY TACH socket for 
the regular one-piece '2-inch me 
dium or mogul socket. 


This new socket feature will be a 
great advantage in making your 
reflector sales move at a faster 
pace. 

Write for complete descriptive 
literature 


325. PEORIA ST. 


FRANK C. SWEENEY, Graybar Electric 
Co., Newark, N. J., was re-elected presi 
dent of Essex lectrical League at the 
annual election meeting in November 


ponsored for the wh lesaler division 


George G. Young, Philadelphia, Pa 
representative for the Plymouth Rub- 
ber Co. of Canton, Mass. for nearly 
35 years, is retiring at the age of 78 
He will continue as special consultant 
to the company. He is known as “The 
King” in Philadelphia 


Nat Blumberg has been named vice 
president in charge of West Coast 
operations of Lightolier, Inc., Jersey 
City, N. J. He will have headquarters 
in the company’s Los Angeles office 


George W. Henyan has been hon 
ored at a banquet in recognition of his 
40 years of service with the General 
Electric Co. He has served in many 
executive Capacities with the company, 
and now is a consultant in the elec- 
tronic tube sales operation 


Edward E. Helm is the new presi- 
dent of Reliance Electric & Engineer- 
ing Co., Cleveland, Ohio. Formerly 
vice president and general manager, he 
succeeds James W. Corey, who re- 
signed to become chairman of the 
board. Helm has been with the com- 
pany since 1924, and Corey since 
1913 


James V. Baxter has been promoted 
to the new post of director of distribu- 
tion for RCA Whirlpool home appli- 
ances of Whirlpool-Seeger Corp., St. 
Joseph, Mich. He will have overall 
supervision of field sales personnel 
John L. Bricker, director of marketing 
for Whirlpool-Seeger, has been elected 
a vice president of the corporation 


E. J. Hegarty has retired as direc- 
tor of training services for the appli- 
ance div. of Westinghouse Electric 
Corp., Mansfield, Ohio. He was first 
associated with Westinghouse in 1915 
In recent years he was responsible for 
the company’s wholesale and retail 
sales training plans. He is the author 
of six books on sales topics 
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SALES REPRESENTATIVES 


Ihe Continental Electric Equipment 
Co., Cincinnati, Ohio, now lists Ander 


son and Levy Co., 1635 Race St., as 


its representative in Philadelphia and 
the upper Delaware Valley area. Prin 
ciples of the firm are A 
Anderson and Hans Levy 


Warren 


Rodale Manufacturing Co., Inc., bm 
maus, Pa., has appointed Graham P 
Dowling to handle its line of wiring 
devices in Florida. He will make his 
headquarters at 1813 Second Ave., 
Tampa. The firm also has appointed 
Fred W. Stokes representative in the 
Washington-Oregon area. His head 
quarters is 11509 Second Ave., N.W 


Seattle 


The Miller Co., Meriden, Conn., an 
nounces Robert ¢ 

Evans as sales representative in the 
Utah-Idaho area. He 1s an active mem 
ber of IES 


appointment of 


Co., 
Irwin 


( hicago Hl 
Runge has 
sales organization 


Howard Electric 
announces that 

joined its factory 
Mr. Runge tormerly 
Killark Co. nationally and will serve 
the Howard Co. in the same capacity 


represented the 


University Loudspeakers, Inc., White 


Plains, N. Y., has added a new repre 
sentative for the Rocky Mountain 
territory. The firm ts Leon S. Bush Co 


of Salt Lake City, Utah 


Hexcel Products, Inc., Oakland, Cal 
has appointed the J. C. Epperson Co 
San Francisco 
in northern California and 
tor its Honeylite product. John ¢ 
Epperson and Roy Cook will offe: 
complete sales-engineering service 


as sales representative 


Nev ada 


McPhilben Lighting Co., Brooklyn, 
N. Y., lists Joseph Pellicano, 1226 
S.W. Hume St., Portland, Ore., as 
sales representative in Oregon and 


southern Idaho 


Fielden Instrument div. of Robert- 
shaw-Fulton Controls Co., Philadel 
phia, Pa., will be represented in Mon 
tana, northern Idaho and 
Wyoming by Continental Laboratories 
Inc., Billings, Mont 


northern 


Fasco Industries, Inc., Rochester, N 
Y., announces the appointment of 
Arthur Ehlers Co., 1031 Meta Dr 
Cincinnati, Ohio, as sales representa 
tives in Indiana, Kentucky and eastern 
Ohio 


Dialight Corp., Brooklyn, N. Y., has 
appointed Koehler-Pasmore Co., De 
troit, Mich 
state of Michigan 


its representative for the 
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hanging and 
fastening devices 


stock pAIN 


... the line with PLUS VALUES 


One 


ments in 


ource for all of your require 


PLUS 
VALUE 


hanging and fastening 


devices. Saves you paper work 


can save you on freight 


PLUS Top-Flight Quality. The newest and best in n 
VALUE facturing methods and quality control give y flaw 
less products your customers like to use 
PLUS strong, Colorful Cartons with complete easy 

VALUE reading content identification 
Customer Demand stimulated 
ane with abundant promotion that 
ALUE includes advertisements like 


this 


Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 

for catalog. 


Address 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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YOU CAN SELL 
THE 


Acme Electric 


LINE OF 
TRANSFORMERS 


PROFITABLY 


In any city where there 

and commerce, where ele 

is comsumed, there 1s worthwhile 

market for ccansformers. Whether you 

are selling a substantial pare of this 


business depends entirely upon 


whether you want the extra protits 
that come from your ability to supply 
your customers with the line of 
transtormers that meets the majority 


of their applications 


Asan Acme Blectric transformer dis 
tobutor you can successtully compete 
for power distribution transtormer 
O KVA You can 


sell machine tool control transtor 


business (up to 


mers, step-down transformers, voltage 
regulators, and buck and boost trans 


formers for the correction of off 
standard voltage circus 


Service dealers who have sold the 
Acme line of transformers 


for twenty years can contirm $ that 


they make money andl sautisty their 


customers. May we furnish more 


information 


ACME ALSO BUILDS 


DRY TYPE 


Power Transformer 


Single phase I! Oth to 22 ALA 


tlandard voltages ta 600 

Three phase 9 KV A to OKLA 

standard vollages tod 
BUCK & BOOST TRANSFORMERS 
MACHINE TOOL CONTROL 

TRANSFORMERS 

STEP DOWN TRANSFORMERS 
VOLTAGE ADJUSTORS 
VOLTAGE STABILIZERS 


ACME ELECTRIC CORPORATION | 
671 WATER STREET CUBA, N.Y 


OBITUARIES 


Leo K. Fox 
Leo K. Fox, aged 54, died at his 


home in New York City on Nov. 27 


Mr. Fox was mcording secretary of 
the Electric 
NEMA 
association's staff since 1947 

Mr. Fox was born and spent his 
early life in Augusta, Me. He was a 


| 


Housewares section of 


having been a member of the 


Leo K. Fox 


vraduate of Cornel) University, class 
of 1925. From 1925 to 1942 he was 
employed as sales engineer for Worth 
Harrison, N. J., and 
trade coordinator for Tidewater As 
sociated Oil Co., New York 

He was in active service with the 
United States Navy, Bureau of Ships, 
from 1942 to 1945, and with the For 
eign Liquidation Commission, Wash 
ington and London until 1947 

He retired trom active naval duty 
in 1945, with the rank of commander. 
He remained a member of the United 
States Naval 
moted to the rank of captain in June 
1956 


ingion Corp 


Reserve and was pro 


Harris McCarthy 


Harris McCarthy, 49, assistant vice 
president of Buffalo Electric Co. died 
Nov. 20 after suffering a heart attack 
while on a deer hunting trip. Mr. Me 
Carthy had been associated with Buf 
falo Electric for nearly 25 years 


William J. Dorrans 


William J 
manager of Curtis Lighting, Inc., was 
fatally injured on Nov. 8 in a plane 
crash near Taylor, Neb. An 
member of TES, Mr. Dorrans had 
been employed by Curtis since 1934 


Henry L. Walker 


Henry L. Walker, president and 
sales manager of the Detroit, Mich., 
wholesaling firm bearing his name, 
died during the month of November. 


Clarence E. Edson 


Clarence E. Edson, president of the 
Cleveland Electrical Equipment Co., 
Cleveland, Ohio, died Oct. 11 in 
Smyrna Beach, Fla. He was 75. 


Dorrans, 46, field sales 


active 


e Build and maintain 
Customer Satisfaction 


e Increase Sales 
and Profits 


Job - engineered for 
quick, easy installa- 
tions, BOSS boxes are 
code wauge steel, 
smooth corners, with 
firm but easy knock- 
outs. Finished in dur- 
able gray baked en 
amel. Complete line, 
from 414" x 5” x 3” 
to as large as need- 
ed. Surface or flush 
mount, with hinged 
or screw-on covers 


BOSS 


FLANGED OR FLANGELESS 
WIREWAY WITH FITTINGS 


BOSS Wireway and 

Fittings are easily 

adapted for “close fit” 

jobs where space is at 

a premium. Available 

in a wide range of 

sizes. Flangeless wire 

way is equipped with 

screw shields to pro 

tect wire as it is drawn 

through. Elbows, tees, 

closing plates. Tele 

scoping fittings, nip- 

ples, hangers . . . these 

and other fittings are 

available in flanged 

wireway. 

Better Buy BOSS . . . your all-in-one 
wireway. Sold through distributors 
source for quality electrical boxes and 
only. Write for catalog and complete 
information on the entire line. 


THE HUENEFELD CO. 


Cincinnati 25, Ohio, U.S.A. 
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Herbert Metz 


Herbert Metz, retired director, east 
ern district manager and member of 
the executive committee of Graybar 
Electric Co., Inc., died Dec. 4 after 
a brief illness. His age was 64 

When Mr. Metz retired May 1, 
1956, his career with Graybar and 
predecessor, Western Electric Co. sup 
ply dept., spanned 42 years. (EW 
May °56, p. 84) 

Mr. Metz was born in York, Pa. on 
Oct. 25, 1892. He graduated from 
Pennsylvania State College in 1914 as 
an electrical engineer and joined the 
Western Electric student course. By 
1919 he was power and light advertis 


won’ damage glass 
let alone wire or cable! 
ARROW STAPLE GUNS can't damage 
cable because driving blade automatically stops s 
right height! That's why Arrow Staple Guns 
safer on jobs all over the country. And Arrow : 
tremendous holding power because they're ros 
have diverging points that lock into wood 


7-25 (shown) for wires up to in diameter. 


heating, bell, thermostat, telephone, intercom. ¢ 


edge gets into tight corners. Uses *, ‘ and’ 

7-258 For burglar alarm wiring. Drives staples f 

T-75 For non-metallic sheathed cable, Rome 

Herbert Metz object (such as copper tubing) up to ', in dia 

%”, and ’,” Arrow staples t 4 

ing manager. In this capacity he pro 

ducec first estern ectric mo ONE JUNIUS STREET, BROOKLYN 17 WN OY 

tion picture entitled, “The Go-Getter.” 
Phat title applied very personally to 

Herb Metz. He was always a crusader 


for the recognition of selling as a 


protession and wrote many ‘articles CIRCLESHEATH 


and speeches on this subject 
Among those familiar to many elec } ee re 

wholesalers, “You Cant Make || cable 

Gold—But You Can Polish It,” (EW 
May °55, p 76) and “I Didn't Raise 


My Boy to Be A Salesman.” In 1947. | CIRCOZONE — a but) 
he edited the U. S. Department of | 1, 2, or 3 Conductor ant rubber compou 


voltage application up to 


Commerce booklet, “Opportunities in from 600 
Selling 
Mr. Metz also was known for hay up to 15,000 
ing coined the name “Graybar” for the volts for 
company he served. This was in 1925 


ingrounded system 


Multi-conduct 
ually insulated « 


9? grounded and wether with jute 
In 1928 he became sales promotion and a neoprene 


manager; in 1939 he was appointed ungrounded 

head of the lamps, lighting and signal systems CIRPRENE | & tough 

ing department, and in 1947——ecastern ; jacket with high re 

district manager, Size 14 to oils, acids, alkalie 
He was elected a director in 1945 2,000,000 C.M. cally designe d for dit 


and a member of the executive board 


in 1947 FREES 


He held the Jame s H. McGraw Goud Caden Ger 

Award wholesaler’s medal, presented wiring ald. Gives conduit sizes, 

in 1945 amperage Capacities, and helpful 
motor running data 


S. Glenn Vinson WIRE & CABLE 
S. Glenn Vinson, 80, president of i RC L a fanen on a “J 

the Ideal Electric & Mfg. Co., Mans PORATION 
field, Ohio, died Nov. 17 after a brief PLANTS: Maspeth and Hicksville, N.Y. SALES OFFICES: In all principal cities 
illness. He organized the Ideal Elec- Dept. EH! 5500 Maspeth Avenue, Maspeth, N.Y 

tric firm in 1903 and first served as 


secretary and general manager. He be- 
came president in 1925. 
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To sell Electrical products... 


you've got to sell Electrical Men 


THE ELECTRICAL CONTRACTOR 
THE CONSULTING ELECTRICAL ENGINEER 
THE PLANT ELECTRICAL ENGINEER 


i 
4 
“ee ee ee ee 


All three pack equal buying authority. Men who 
know electrical construction and maintenance 
markets best will confirm it... you have to reach 
the whole team before they'll buy your equipment 


and materials. You have to sell men like 


CONSULTING ELECTRICAL ENGINEER 
Norman P. Gordon, who designs electrical sys 


tems 


ELECTRICAL CONTRACTOR Ralph | 


Johnson, who installs electrical systems . 


PLANT ELECTRICAL ENGINEER Andrew 
P. Bissinger, who operates and maintains electri 
cal systems... 


trio's a good example they're representa 
tive of the men who buy your products. Repre 
sentative, too, of the kind of men you cultivate 
regularly in the advertuusing pages of Electrical 
Construcuion & Maintenance over 33,500 pun 
chasing powered subscribers who find this maga 


zine a dynamic influence in their daily work 


No other business paper makes its mark on this 
>3 billion-a-year market like El. C. & M. Non 
integrates so well the overlapping responsibilities 
of consulting electrical engineer, electrical con 
tractor and plant electrical engineer. No maga 
zine in the field serves its readers so well, makes it 
easier for you to sell... as Electrical Construction 
& Maintenance. 


ELECTRICAL CONTRACTOR: 


President Ralph E. Johnson of Sturgeon 
Electrical Company in Denver has this to 
soy about FI. C&M... “By indicating 
methods and experience used by others, we 
find this experience can be used by us. 
Also trends and new developments are 
helpful." 


CONSULTING ELECTRICAL ENGINEER: 


Norman P. Gordon, Electrical Engineer at 
Daniel, Mann and Mendenhall, Los Angeles 
engineering firm, soys . . . greatest 
source of helpful information is my refer 
ence file, compiled from articles appearing 
in Electrical Construction & Maintenance 


PLANT ELECTRICAL ENGINEER: 


Andrew P. Bissinger of Cochrane Foil Co 
in Denver comments . In looking 
through this magazine, I find shortcut meth 
ods, labor and cost saving in applications 
of electrical equipment. | also like new 
equipment and devices .. . you include 


mony.’ 


ELECTRICAL  @ 
CONSTRUCTION 
AND MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 36, N.Y, 


) 
3 


NYLON 


KOOLSHIELD 


A marvelous new accessory 
that snaps over reflector to 
guerd against burning 


standard 
of 4 


POSITIVE 
PROTECTION 
FROM HOT REFLECTOR 
When Using 
100-Watt Lamp 


Fits all 
old and 
new 
model 
Localites 
with half 


FOSTORIA LOCALITES © 


Finest Seeing Tools Ever Designed 
for Machine Tools, Assembly, Inspection 


reflector 


Frictional arm and collar dis« 


MODEL 
55-BH-701 


joints give flexibility of a thousand 
positions to direct light exactly as 


wanted. Rugged construction with 


$803 cach heavy duty industrial socket Levo 


In Std. Pkg 
of 4 


safe seeing 


lier switch and universal base 
Millions in use for fast, accurate, 


WRITE for complete 
catalog of Localite 
Models for every in 
dustrial use 


THE FOSTORIA PRESSED STEEL 

CORPORATION, FOSTORIA, OHIO 

Localites are available through 
wholesalers everywhere 


storia 


RECTANGULAR 


DIAL 


IN-A-WALL CLOCK 


FACTORY REPRESENTATIVES 


A tew territories are open. We 
suggest that you write at once 
and let us give you the full de 
tails. In-A-Wall clocks are fast 
moving and territories are paying 
well 


ANOTHER FIRST 


The Rectangular Dial Clock answers 
numerous requests for a clock kit that 
could be mounted into the soffit of 
the kitchen, hall, etc. The dial of the 
rectangular clock kit measures 934 
inches in height and 14 inches in 
width 


Like the now popular round dial In 
A-Wall clock kit, the new rectangu 
lar dial clock also comes in kit form 
for easy installation into and flush 
with the wall 


Rectangular Dial and round dial kits 
are now available in satin finished 
brass, copper, stainless and black. 27 
models in all. Retail prices start at 
$17.95 (plus tax 


Write for complete information 
and price structure. 


WISCONSIN CLOCK CO. 


921 S. 2nd Street 
Milwaukee 4, Wisc. 


ASSOCIATION NEWS 


NEWARK, N. J. Essex Electrical 
League held its annual Christmas 
luncheon on Dec. 11 at Essex House 
Hotel with nearly 600 league mem- 
attending. Guest 
speaker was Rev. Raymond I. Lind- 
quist, pastor of the First Presbyterian 
Church, Hollywood, Calif 


bers and guests 


PASSAIC, N. J. Passaic County 
Flectrical League held a Christmas 
12 at the Duet Plaza, 
Paterson, N. J. Father David Pathe 
vas guest speaker. The league also 
innounces two new members, Louis 
Morales and Robert Duffus 


meeting Dec 


NEW ORLEANS—The Electric Assn. 
of New Orleans extends a welcome to 
new members elected in November. 
They include C. G. Glueck, Westing- 
house Electric Supply Co.; J. F. Pecora 
and | S. Basanez, General E‘sctric 
Supply Co. The association reports the 

annual Christmas party 
and its second Christmas 


uccess of its 
on Dex | ] 
lighting contest 


KANSAS CITY, MO.— Members and 
guests attending the November meeting 
heard a discussion of homebuilding 
prospects for the area and the nation. 
Nominees for association offices in- 
clude John A. Dunn and E. D. Shiffler, 
General Electric Supply Co., Larry C. 
Bray, Graybar Electric Co., and Joe 
Gorman, Continental Electric Co. Vot- 
ing was scheduled for the December 


mecting 


CHICAGO Due to unprecedented 
demand for display space, the Fourth 
Biennial Chicago Electrical Industry 
Show scheduled for June 4-6, 1957 
has been expanded to include the 
north exhibit hall of the Conrad Hilton 
Hotel, as well as the south exhibit hall 
as Originally planned, the Electric As- 
More than 100 
manufacturers of electrical devices, 
materials, apparatus and equipment 
have already confirmed reservations, 
pointing to more aggressive sales ef- 
forts in the market during 1957. Com- 
mittee members are as follows: chair- 
man, W. H. Boyce, Delta-Star Electric 
div H. K. Porter Co., Inc., Pitts- 
burgh; H. A. Bamford, Fairbanks, 
Morse & Co.; John Klein, The Thomas 
& Betts Co.; David Lothian, General 
Electric Co., R. J. Malcomson, Com- 
monwealth Edison Co.; A. B. Miller, 
Chicago & North Western Railway; 
G. T. Myers, General Electric Co., 
distribution assemblies dept.; L. P. 
Swanson, Illinois Bell Telephone Co., 
Richard Wessling, Allen-Bradley Co.; 
J. M. Wolfe, Westinghouse Electric 
Corp 


sociation reports 
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MARVEL tectric wire MACHINES 


Model No. 3 


NEW LITERATURE 


Armored Cable—C atalog-ty px 

tin, “Nepco-Lok Interlocked Armored 
Cable, Supports and Fittings vi , 

published recently for use of person ~ A h 
who specify electrical systems. Th : \ eavy uty 
24-page book has arranged in tabk Wil e 

form correlated listings of most tr 


quently used dimensional data, includ measuring 


ing conductor size, stranding, insula 


tion, sheath and armor thickness machine 


weight per thousand ft, etc. Separat 


sections discuss coordinated support 
ot this —MEASURES, 


systems and fittings. Copies 


reference piece may be obtained trom . 
REWINDS 


National Electric Products Corp 
Gateway Center, Pittsburgh 22, Pa 
AND CUTS. 


Lighting New condensed catalog on Shipped set up, crated 
lighting equipment for industry and k. shipping weight 1954 
schools covers RLM fixtures, vapor 1 


proof units, floodlights and fluorescent $9400 NET 


fixtures. Available trom Multi Electr 

? FOB FACTORY 
Mfg. ( es 4219 WwW l ake St Chicago Model No 3 is specially designed tor use where 0 c 
24 il heavy volume requires exceptionally rugged construction 
Handles all types of electric wire trom through 
diameter. Payott turntable has 34 spread 
capacity. Collapsible takeup reel rewinds coils up to 20 
outside diameter, 7'4" core, 9 width. Floor space 4°6 10 MODELS 
x 2’. Equipped with 2000° measuring device 


Fastening Devices — Four-page form 
FDB-556 features information on all 
purpose plastic screw anchors plu 
other devices and drills used tor clec 
trical installation work, etc. Copic 
from Holub Industries, Inx Syca 
more, Ill 


to choose from 


MARVEL Rack Mfg. Co. Inc. | 


descriptive catalog 
24 North Ist Street, Minneapolis, Minn 


Controls Thirty-two page illustrated 


tion and application ot general pul 200 AMP FUSIBLE 


pose controls: what each product | ‘ 
how it works, and where the devic« ADEQUATE WIRING for 
can be applied. Includes data on man ; ae today and tomorrow! 


ual, magnetic and reduced-voltag 


starters; push buttons, relays; limit 
switches, etc. Available trom General 
Electric Co., Schenectady 5, N. Y 


Industrial Lighting Prescribed 
Lighting Protects the Eyes of Indus 
try” is a new 28-page booklet with 
sections on safety and visibility fac 
tors, standards for use in preserib: 
plant lighting, uses of fluore 
incandescent and mercury Vapor 
lamps; lighting of other areas, main 
tenance, and condensed catalog data 
on fixtures. Three-color brochure with 
photos, sketches and charts is availabk 
from Sylvania Electric Products, In 
Wheeling, W. Va 


Fuse Links—Bulletin FC 5, des 
the firm’s complete new line of 
links, including EEI-NEMA Types" kK 


and “T”’, is now available. Dimensions 


time-current curves, construction tea 


tures and application information are 
included. Method of packaging and 
labeling to facilitate handling tn both 
storeroom and field are described 


Available from Line Material Co ‘Sites va 
Milwaukee 1, Wis " WRITE FOR FREE CATALOG 
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FOR “E-Z-RED" (15 7.) = Plog Fuse Recoptacies con be weed for 
circuit BRANCH CIRCUITS Lighting and Applionce Circuits, 
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Porcelain Insulators All standard 

ELECTRIC HEATING wet and dry process porcelain insula- 
tors in manufacturer's line are covered 

in Bulletin 304. Includes illustrations 
and specifications for screw type wire 
erates on 120 volts holders, house brackets, spools, split 
AC and solid knobs, etc. Also gives data 
on housings and cable supports for 

Ra-Grid glass panel electric signs, specifications for trans 
furnsemes TOO wane former bushings. Catalog is available 
from Universa! Clay Products Co 


1528 First St., Sandusky, Ohio 


Easy to install, op 


Designed by Ray 


mond Loewy Ass 
ciates Electric Heaters — Descriptive litera 
ture on line of radiant glass electric 


Overall size 41” heaters (portables and permanent pan 
high, 12%" wide 


els) is now available. Catalog No. 83 
illustrates models, gives specifications, 
Beautiful two-tone 


advantages. Engineering Bulletin No 


gold. Ruse and tar %4 includes calculations on cost of 
nish proof operation, heat requirements, heat 

loss; also climatic data, information 

Fully guaranteed for both industrial and residential ap 

00 plications. Write to Can Arm Corp., 


his beautiful API Radiantglass No. 2200, the most advanced P. O. Box 156, Champlain, N. ¥ 


all bathroom heaters, turns pennies per hour into millionaire luxury 
Ihermostatically controlled, it features a night light and ladies’ Connection Tools—Iwo new hand 
electric shaver outlet right in the control panel tools, which can install a wide range 
Write todes it (Bell of compression connections on overt 
the comp! \P antglass | f head lines, are described in a new 
folder on Hytools. Detailed specifica 
tions of the MD4 and MDS5 Hytools 


ALLIED PRECISION INDUSTRIES, INC. 


v' ductors and connectors accommodated 
25 STEVENS ST. | GENEVA, ILLINOIS appear in the folder. Examples are 


given also to aid in selection of the 


proper tool for cach application. Write 
Burndy Corp., Norwalk, Conn 


THE Fluorescent Ballasts Revised cross 
FACTOR IN reference guide tor selecting GE fluo 
rescent ballasts is designated bulletin 

MAXIMUM MOTO GED-2416B. Pocket size  12-page 
R booklet contains cross reference in 

PROTECTION formation for general line, rapid start 
slimline, instant-start and circline bal 


THE ¢ 
ONLY lasts—all 60 cycle. It lists other man 
CONTROL NOT 


AFFECTED BY 
TEMPERATURE ble to GE designations referenced 


ufacturers’ catalog numbers compara 


CHANGES a } according to application requirements 


Published by General Flectric Co 


Schenectady 5, N. 
WITH THE UNIQUE MONITOR : « Resistors— Catalog data bulletin B-1A 
Ovetoan covers type BT fixed composition re 
OMPE rep RMAL RELA sistors. Includes comprehensive data 
on construction characteristics sol 


This bi-metal relay provides an important & derability, heat dissipation, color cod 
addition to the normal function of a motor " ’ : ing, resistance values tolerances 
starter MAXIMUM MOTOR PROTECTION Shows 
against overload regardless of in- 
stallation characteristics and am- | 
bient temperature. Whether your ; tional Resistance Co 401 N. Broad 
motor operates in sub-zero cold or | Philadelphia Pa 

boiler room heat . . . the tripping 

time is unaffected by ambient tem- 

perature and well within estab- Fape—A new four page folder de 
lished limits set by Underwriters scribes the use of lemp-R-Tape, a 

sults of at 2 Feflon tape, for 
and at {| 1364 F 


new design features and relia 
bility data. 12 pages. Write Interna 


Class H insulation and non-stick fac 
ing. It mentions applications, gives im- 
portant properties and prices of the 
product. Write The Connecticut Hard 


Monitor Controller rocktand, MASSACHUSETTS 


Haven, Conn 
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NEW PRODUCTS YOU CAN USE 


Give Away 
Carl Wagner, 2123 E. 
Cleveland 15, Ohio. 


Ninth St., 


Low cost, dignified 
that all home owners need and 


will use for 


advertising give 
away 
years” is the description 
sturdy manila file 


for a designed 10 


centralize guarantee certificates, all 


pertinent information on appliances, 
housewares, car, home improvements, 
etc. Protective flap carriers advertiser's 
name Imprinting iS free except when 
trade mark or photo are used. Samples 


and prices are available on request 


Cable Reel Jack 


r. J. Cope, Inc., Collegeville, Pa. 


The manufacturer's basic cable reel 


jack has been redesigned for 


efficiency. It is 


greater 
ratchet-operated and 
constructed of welded steel sections 
Ihe base 14-in to 


give maximum support in both direc 


measures 24-1in by 


tions. The swivel yoke ranges in height 


from 27%4-in to 45'4-in. The wrought 
a diameter of 


reel jack 


will accommodate spindles up to 2% 


steel square thread has 


)-in and is 21-in long. The 


in and has a capacity of 10 tons 


© | 


NOPP 


VOLTAGE TESTERS: 
a“ 


NOPP 


PHASE SEQUENCE 
INDICATORS* 


4283 Holden St., Oakland 8, Calif. 
* Profitable to Stock and Sell 
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cast 


Light 


itlable onto e pment 


Non-sparking cast aluminum 
strong and rustless. Ay 
standard 


Lappe 


in a wide 
and special sizes to 
Spec 


range ot 
tinderwriters at 


Send for Bulletin 1 


me Adalat conrany 


14300 LORAIN AVENUE © CLEVELAND 11, OHIO 


A financial giant, the new Texas Nationa 
Bank rises on the fabulous Texas Gulf 
coast. Marcus transformers 
in the bank’ dependability for power ang 
lighting distribution. For 
performance and greater profits, 
for your next transformer installation 


"MARCUS 


provide ‘'money 


Architect. Kenneth Frar 
Engineers. Bernard } 
Electrical ( 


aluminum 


veight, casily mounts 
Drilled and 
Made 
id Military 


sulting 
ciates 


TRANSFORMER CO., inc. 
RAHWAY, NEW JERSEY 


Reore niatives in Prune 


al 


A COMPLETE LINE OF DRY TYPE AND LIQUID-FILLED TRANSFORMERS THRU 5000 KVA 
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| | 
/ 
ward P foley Co 
; 
2 
>, J 
Opp In “Mark of Quality 
444 


amazing 360° 


LIGHT SENSATION 


MULTICOLOR 


MARK III 


~ 80 BRILLIANT 


HIGH-POWERED ATTENTION GETTER for: - FLASHES A — 
MOTELS *Goirrances — MINUTE—EACH A 
# RESTAURANTS acronis DIFFERENT COLOR 


DRIVE-IN THEATRES * DOCKS 


* TAVERNS * CAR LOTS, ETC. 

just to watch it! Can increase trade 25% or the day it's installed 
like an airplane beacon with a different colored flash each 44 of a second 
Does not conflict with traffic signals. Made like a fine watch to run trouble free in 
definitely from 40° below zero to hottest days. Long life 60 watt bulb burns 
2500 hours silent! 


Fascinating more 


Covers 360 


over 


WIRE or WRITE today for Catalog and Distributor Costs 


TRIPPE MANUFACTURING CO. Dept. X 


133 N. Jefferson Street, Chicago 6, Illinois 


BUILD YOUR 
BUSINESS 


with the 


"REPEAT ORDER" FUSES 


Year after year, Pierce Renewable Fuses have proved THI 
that's they give 
the user DOWN 
by NOI pro 


tection agaist shorts and dange rous overloads 


brand consistently re ordered because 


so much more They keep downtime 


blowing on sate overload yet give sure 
They save 
on fuse costs because their screen venting keeps them 10 
to 40°07 COOLER and they outlast other fuses 6 to 8 mes ! 
your customers Pierce the 
Renewable Link Fuses that help keep equip 
ment You ll be 
satistied customers and repeat orders. We 
and Pierce with any 
price! 


Upgrade with quality 


machined 
running repaid many times Over with 
invite you to 


examine Fuses others at 


any 


compare 


MAIL COUPON TODAY 


PIERCE RENEWABLE FUSES, INC. Leicester, N.Y 


Gentlemen 

Please send details on the Pierce active stock plan | 
Include a sample fuse for comparison with any other 
make | 


Name | 
Company 
Address | 


State 


City 
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Label Printer 

Weber Marking Systems div. of 
Weber Addressing Machine Co., Inc., 
Mt. Prospect, Il. 


Model 80 label printing machine is 
dual purpose. It permits user to print 
and content identification 
needed—also can be con- 
verted for stenciling shipping labels, 
packing slips and other small forms. 
Machine, which is no bigger than an 
electric typewriter, produces 105 labels 
per minute complete with variable in- 
practically any stock. 
an automatic pre-set counter. 
for sale or on a 
rental-purchase option basis 


product 


labels as 


formation on 
Includes 


Units are available 


Expanding File Pockets 
Alvah Bushnell Co., 925 Filbert St., 
Philadelphia 7, Pa. 


“Vertex” expanding file pockets fit 
into standard file drawers, ex- 
papers are added (will hold 
three papers or 300 equally well), 
climinate disorder and overcrowding. 
Index space is visible, front 
flap folds outward disclosing contents 
of file Pockets are made of 
Paperoid high-grade rope 
to withstand hard daily use. 
legal and special sizes. 


neatly 
pand as 
always 
instantly 


papel 
Letter 


Automatic Tractor 
Barrett 
brook, Ul. 


Electronics Corp., North- 


A new “optical guidance” system has 
been deve loped for the Guide-O-Matic 
tractor, requires no 
applications in moving 


electronic which 
operator, for 
goods. In place of a 
this new method requires 
only a painted line or a white tape on 
the floor to transmit guidance to the 
Light low-powered 
the reflects from 
tape or and 


materials and 


guide wire 


tractor from a 
box 
paint actuates 
thus steering the 


the direction of 


bulb in sniffer 
the 


photo clectric 


white 
cells 
tractor accurately in 


the line at all times 


Freight Rate Computer 

Speed-O-Rate Computer Sales Co., 
914° Marquette Ave., Minneapolis, 
Minn. 


A slide-rule type computer called 
Speed-O-Rate is said to take the mys- 
motor freight rates, by 
showing at a glance the cost of ship- 
freight to a given destination. It 
consists of a semi-permanent holder 
with apertures on each side and an 
insert card on which are printed the 
freight numbers between 
various cities and the actual freight 
various The 
said to be useful to shippers, 
for accounting depart- 


out of 


tery 


ping 


rate base 


rates for classifications 
devi 1S 
salesmen and 


ments 


ELECTRICAL WHOLESALING—Januwary, 1957 


' 
7 ) ‘ NEW TRIPPE 
__HI-BALL 
) 
| 
| 
| 
| 
| 
| 
| 
ia 
Hor 
AiR | 
: 
7 
Ban 
we 
, 
| 
COLD 
aia 


SALES AIDS 


Globe Lighting Products, Inc., New 
York, N. Y.—A new three-color hang 
tag has been designed to identify fix- 
tures in the Globe Continental Collec- 
tion. One will accompany each fixture 
shipped from the factory to local dis 
tributors rhe attached tag 
shows price and catalog number. 


(AUTOFLEX) 
Conduit 


easily 


Irade-Wind Motorfans, Inc., Rivera, 
4 Calif.—Colorful dealer displays show 

the complete line of ventilating hoods 
Metal swatches of hood fin 
included. Units wired 
to plug in for demonstra 


available 
ishes 
and ready 
tion. Dealers pay for equipment only, 
not for displays 


are are 


General Electric Co., Wiring Device 
dept., Providence, R. I.—Open box 
type display carton has been designed 
for maker’s auto spotlight. Free-stand 
ing blue and yellow cartons help in- 
crease self-selling. Three lights 
packaged in a sleeve with a colorful 
display topper for added impact 


“SEALFLEX” 
Liquid-Tite 
,» Synthetic Covered Conduit 


are 


U-10E ‘‘EXTRAFLEX”’ 


IMMEDIATE 
TRADE AREA STOCK 
SHIPMENT 


Ask for Price Bulletin 
ED-2 


Mitchell Mfg. Co., Chicago, Ill—A 


¥ 
val 
folder has company’s full ‘ 


wallet-size 


line of room air conditioners in color 
back 


for dealer’s salesmen 


side is a “trade-in calculator” 


U=" Quality ... ALL METAL FLEXIBLE HOSE PRODUCTS 


Chicago 23, Illinois 


Pat. No 
2632356 


POWERCRAFT 
STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


¢ Contractors, Industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact- 
ing service conditions. Available for indoor and 


Outdoor Service—fiat or pipe mounting. Conform 
to NEMA standards. POWERCRAFT invites your 
nquiries on any special Bus Support requirement 


Indoor and 
Bus Clamps, Power 


i 
Other POWERCRAFT Products 
Outdoor Disconnecting Switche 
Connectors, Pipe Frame Fittings for 11% 
Pipe, and Clamp Insulator Supports 
Send for new catalog 


PoweRCRAFI 
CORPORATION 


2215 De Kalb St. Phone 
St. Louis 4, Mo. Prospect 6-4532 
Since 1932 


January, 


NO BEND « NO SQUASH 

A MUST for Electrical Men 

Lontractors 
labor an 


punishment 
save time 


@ Engineered to withstand 
Refrigerator Men, and Plumbers 
material with these strong rugged THIEL Staple 
The greatest improvement in BX Staples in W year 
Another MUST for electrical men—Thiel's Easy-Drive 
Nail it’ and Easy-On Straps 

@ Sold by Leading Electrical Wholesalers 

write for information on open territories 


THIEL TOOL & ENGINEERING (O., INC. 


1417 WN. Meorket St. St. Louis 6, Mo. 
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YOUR SALES WITH 


44 [Tdatolight 
POWER PLANTS 


STANDBY POWER PLANTS 


Built t 


PORTABLE POWER PLANTS 


Handy 
light Portable 

MOTOR GENERATOR SETS 


ROTARY CONVERTERS 


Change 


WRITE FOR NEW FOLDER! 


KATOLIGHT CORPORATION 
Box 891-92 Mankato, Minnesota 


16! 


> 4 

: 
\ 
UNIVERSAL METAL HOSE CO. 

2107 South Kedzie Avenue 
| 


HYKON 
WIRE MISER 


Box 923, Mt. Union 
Alliance, Ohio 


MINERALLAC 
“PULL-IN” 


COMPOUND 


_ No. 100 


LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 
Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pullin J them into « onduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
“% gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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BOOK REVIEWS 


The Metropolitan 
Transportation Problem 
Wilfred Owen 


Brookings Institution 

Washington, D. C. 

No matter make 
our living, the nation’s urban traffic 
jams are costing you money. Thus the 
that the problem ex 


where you live or 


author indicate 
cities them 
expanding 
prob 


tends even beyond the 
rapidly 
transportation 


their 
These 


lems are among the most urgent and 


elves to 
suburbs 

neglected problems confronting the 
Some of the author's 
Staggering working 


country today 
recommendations 
hours to relieve rush hour traffic, more 
commuting railroads, out-of-city truck 
more zoning and rezoning 


What 


needed is teamwork be 


terminals 

also enforcement of same 
cems to he 
tween business, industry and local 
This would mean submit 
to the test of 
plan 
concept. But the cost of 
sO high that both 


community 


vovernment 
ting individual project 
an over-all community an en 
turely new 
trathy 


higher taxes and 


congestion 1s 
more 
planning may after all be bargains 
301 pages 


FOR 
MODERN 
QUALITY 
FITTINGS 

Specify 


Sales Are Booming 


Schools © Hospitals © Industry 
Don’t Miss These Extra Profits! 


Saut-Dr HAND, 
HAIR, and INDUSTRIAL DRYERS 


of the thousands 
being made in 


share 
of new dryer installation 
schools, hospitals, hotel terminals, ete 
PROFIT TWO WAYS Sales plus 
installation and service. Sani-Dri is the 
original and onl ‘ omple te line Sant 
Dri Electric Drvers are sold throughout 
the world. All models are fully guaran 
teed and Underwriter Approved for over 
18 vears 
‘Once a Novelty — Now a Necessity” 

WRITE TODAY FOR NEW BROCHURE 

and JOBBER PRICE LIST 


THE CHICAGO HARDWARE 
FOUNDRY CO. 
Pend San 189 
6317 Commonwealth Ave. 
NORTH CHICAGO, ILL. 


(set your 


1455 SPRING GARDEN AVE 
PITTSBURGH 12 PA 


2323 W. 18TH STREET 
CHICAGO 8. ILL. 
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ote Stops waste, saves lost time 
A a perate. Handles wire, and other flex 
ee ble materials up t liameter, with 
viuaranteed meter i 
Reel pok inlock nstantl 
tools needed. Load or unload is 
coonds. Rugged, welded nstruction 
ae Model SRM-18 illustrated consists of 
Sete, Store-room Reel, and Stand, Wire Meter 
md Tak ip Reel fo il mountin 
Other models availabl 
Write for latest catalo 
— = 
Ci 
| 
CONDUIT 
eas 
SOmPouN? 
COVERAGE 
if A } Four Salesmen 


Human Relations for Manage- 
ment 
Edward C. Bursk, editor 


Harper and Brothers 
New York, N. Y 


[his book Isa collection ol | articies 
which first appeared in the Harvard 
Business Review. The dominant them« 
of almost every article is the need for 
effective “communication” with em 
ploye is individuals rather than as 
representatives of groups. The book 
ind its articles provide an analysis ot 
many of the problems—but seem to 
imply that perhaps the only solution 


to them lies in psychoanalysis 


372 pages 


National Electrical Code, 1956 
National Fire Protection Assn. 

Boston, Mass. 

Ihe newest edition of the Code 1s re 
vised from the previous 1953 edition 
ind contains all interim amendments 
which have been adopted since publi 
cation of the earher edition Among 
the new items are: table on current 
carrying capacity of aluminum con 


ductors; grounding requirements for 
receptacles used for lawn tools pic 
ing requirements for receptack in 
dwellings; safety provisions for fluo 


rescent lamps. Paperbound 


480 pages 


The Road to Persuasion 


William Muehl 

Oxford University Press 

New York, N. Y. 

This is an excellent book for persons 
who speak in public and need material 
on the preparation, organization and 
delivery of speeches. His chapter on 
delivery contains a good analysis of 
changes in modern speech presentation 
necessitated by social and technolog 
cal changes. Includes comments on 
the advantages of memorization and 
the use of notes and other visual aid 
Ihe author also has some interesting 
Americans ar 


iddicted to panic on the rostrum 


observation on why 


254 pages 


L. B. ALLEN 


co., INC. 
6701 Bryn Mawr Ave 
CHICAGO 31, ILL 


ann 
\ = 


January, 


CLASSIFIED © 


ADVERTISING 


ELLING OPPOR TUNI TIES 


BUSINESS OPPORTUNITIES 


Box Numbers 
Position Wanted ads 


Discount of 


Send NEW ADS or Inquires to Class 
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WANTED 
Sales Trainee by top mopany he move 
t terrific sales organization Require young 
man, single sgaressive, willing to travel throug! 
out U.S and relocate if necessary Contact 
JH Kelly 
Globe Lighting Products, tn 
i710 Flushing Ave Hrooklyer 
OSITION VACANT 
Wiring 


ine of the oldest and best independent 


D 


SELLING OPPORTUNITY OFFERED 


Representative calling on Wholesalers and Job 


SELLING OPPORTUNITIES WANTED 


Expanding Agency Covering Southeastern state 


Fatablished Manufacturer's Kepresentative need 
thor ‘ he ‘ 


wi ‘ ‘ ‘ 
‘ 
Manufacturer representative just established in 
M 
Well established manw acturers representative 
‘ f M 


Your inquiry will have Special Vatus 


ROBOT OPERATORS 
OPEN 


P.O. Box 12, New York 36, for 


UNDISPLAYED RATES 
$1.50 per tine effective Jan 1957 minimum % 
lines. To figure advance payment count 5 average 


DISPLAYED 


An advert inet 


Div f ELECTRICAL WHOLESALING 


bruary u ' ng January th 


NO BACKTRACKING 


from job to warehouse for materials tor 
electrical contractors who own a ware 
house on wheels ' What is it? ‘ts the 
Wells Cargo JUNIOR SEMI AILER 
Looks just like a miniature semi 
trailer, but ts small enough to tow 
easily behind any station wagon, pickup 
or panel truck Just stock it, haul it to 
the job and leave it there as a walk in 
warchouse until the job ss completed 
Saves man hours, speeds service, trees a 
truck tor other work. One. two or tour 
ton sizes at prices from $995 


F YOU'RE A SALESMAN 


not an order-taker calling on elec 
trical contractors, and are tree to handle 
the nationally advertised Well Cargo 
JUNIOR-SEMI. let's get together Here 
is your opportunity to add greatly to 
your earnings with NO extra calls NO 
financing, NO quotas, NO expense to 
you WRITE TODAY TO 

Mr. Don Reed 
WELLS CARGO Division 

of Prairie Schooner, Inc 

Elkhart, Indiana 


FAN, Ho0D, CHIME SALESMEN 


We hav lucrativ en 
for aperienced and agq 
rang Ne nd 
In writing ’ past experer 
n th field togeth with ¢ tory 

sested 
wholesal md work tra 
build t ' 


Write: William T. 


Sales Manager, Fan Division 


Progress Manufacturing Company,  Inc., 
Castor Avenue and Tulip Street 
Philadelphia 34, Penna 


LINE WANTED 


METROPOLITAN NEW YORK AREA 


Highly promotiona ale gency flering full 
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Naturally, the publisher will appreciate 
it but. more important, it will identify y ae 
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A yciation produc Marne Brand Demand 
Apt 
Wrae tor Catalog 
: ROBOT APPLIANCES, INC. 
7041 ORCHARD - DEARBORN, MICHIGAN 
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RROW 
CONDUIT & 
FITTINGS 
corp 


It is also our business to keep 
daily pace with the contrac- 
tor's complex wiring prob- 
lems. The result is our 
modern line, geared to*your 
current needs, For example: 


Arrow TILE COVERS 


for Tile, 
Cinder Block 
and 
Wood Panel 
Partitions 


For 4” and 
411/16" 
Sq. Boxes 


In modern building meth 
ods, Arrow Tile Covers 
are ideal for brick, tile 
and cinder block con 

truction. They are 
regarded as the 
most and eco 
nomical devices for elec 
trical installations 


widely 
practical 


Available in standard 
144” and 2” raised sizes 
for 1 and 2 devices. Also 
raised sizes from 14" to 


114 


Depend on all Arrow prod- 
ucts for premium quality; for 
greater time and cost econ- 
omies, Specify “Arrow Con- 
duit" in your next job order. 


FREE! 
WALL CHART 
wuide for maximum 


number of condue- 
tor Quickly identi 


ee fies boxes & covers 
ASK FOR NEW CATALOG, TOO. 
WRITE FOR BOTH, TODAY! 


ARROW CONDUIT & 
FITTINGS CORP. 


129 30th STREET, BROOKLYN 32, N. Y. 


| Sales Representatives & *Warehouse Stocks 

BALTIMORE, MD. * CHARLOTTE, W.C. * *CHICAGO, 

HLL, * "CINCINNATI, OHIO *DENVER, COLO. 

DALLAS, TEX. * *LOS ANGELES, CALIF. * *MIAMI, 

FLA. * MEW YORK, N.Y, * NEWTON CENTRE, 

MASS, * *PHILADELPHIA, PA, * ROCHESTER, 


ADVERTISERS’ INDEX 


Accurate Manufacturing Company 

Acme Corporation 

Adalet Mfg. Company, The 

Advance Transformer Company 

Allied Precision Industries Ine. 

All-Steel Equipment, Ine. 

Allen Company, Ine., L. B. 

Aluminum Company of America 

Amplex Corporation 

Amprobe, A Division of Pyramid 
Instrument Corporation 125, 

Anaconda Wire & Cable Company 

Appleton Electric Company 

Second © 

Arro Expansion Bolt Company 

Arrow Conduit & Fittings Corpo- 
ration 

Arrow Fastener Company, Ine. 

Arrow-Hart & Hegeman Com- 
pany, The 138, 

Atlantic Conduit & Fittings Com- 
pany 

Atlas Eleetrie Products Company 


Berns Air King Corporation 19, 20, 


Blackburn Corporation, Jasper 

Blackhawk Industries 

Blackhawk Manufacturing Com- 
pany 30, 

Boston Woven Hose & Rubber 
Company 

Briegel Method Tool Company 

Bryant Eleetric Company, The 

Buchanan Electrical Products Cor- 
poration 

BullDog Electric 
pany 

Bussmann 
pany 


Com- 
26, 


Com- 


Products 


Manufacturing 


Carol Cable Company, Division of 
the Crescent Company, Ine. 
Certified Ballast Mfgrs. 
hampion DeArment Tool Com- 
pany 
hampion Lamp Works 
hase & Sons Ine. 
helsea Fan & Blower Company, 
Ine. 
hicago Hardware Foundry Com- 
pany 
irele Wire & Cable a subsidiary 
of Cerro de Paseo Corpora- 
lion 33, 
lark Controller Company 
onduit’ Nipple Mfg. Company, 
Division of Pittsburgh Nipple 
Works, Ine. 
onduit Pipe Products Company 
ontinental Eleetrie Equipment 
Company 
ontinental Wire Corporation 
ordomatic Corporation 
rescent Insulated Wire & Cable 
Company 
urtis Lighting, Ine. 52, 
utler-Hammer Ine. 
agle Electric Mfg. 
Ine. 
sconomy Fuse & Mfg. Company 
‘leetrical Construction & Main- 
tenance 154, 
Electrical Bureau, 
Ine. 
Electric 


Company, 


Mfgrs. Credit 


Tube Products 

Industries, Ine. 

Fostoria Pressed Steel 
tion, The 

Fullman Mfg. Company 

Furnas Electric Company 


Corpora- 


Gedney Electric Company 

General Cable Corporation 

General Electric Company 
Lamp Division 


37 
5! 


164 
153 


139 


162 
136 


2! 
51 
122 
31 


27 


Fourth Cover 


Globe Lighting Products, Ine. 
Guth Company, The Edwin F. 


Heinemann Electric Company 
Holub Industries, Ine. 

Hubbell Inc., Harvey 

Huenefeld Company, The 
Hykon Manufacturing Company 


Ilseo Corporation 
1-T-E Cireuit Breaker Company 


Jefferson Electric Company 
Jenkins Brothers 


Katolight Corporation 

Keystone Manufa.t. ring Company 

Killark Electric Manufacturing 
Company 

Knopp Ine. 


Leviton Manufacturing Company 
Linemaster Switch Corporation 
Lint Electric Sales, Ine. 


Marcus Transformer Company, 
Ine. 

Marvel Rack Mfg. Company, Ine. 

Midwest Electrical Mfg. Company 

Minerallae Electric Company 

Monarch Electric Corporation 

Monitor Controller Company 


Multi Electric Mfg. Ine. 
Products 
Okonite Company, The 


Paine Company, The 
Pass & Seymour, Ine. 
Phelps Dodge Copper 
Corporation 
Pierce Renewable 
Plymouth Rubber 
Ine. 
Porcelain Products, Ine. 
Powereraft: Corporation 


National Electric 


Products 


Fuses, Ine. 
Company, 


Quadrangle Mfg. Company 


Rawlplug Company, Ine., The 
on, A Division of Pyramid 
Instrument Corporation 
Revere Eleetrie Mig. Company 
Ridge Tool Company, The 
Rome Cable Corporation 
Royal Electric Corporation 


Sola Electrie Company 

Spang Chalfant (Division of the 
National Supply Company ) 

Square D Company 

Strong Electric Corporation, The 

Sylvania Electric Products Ine. 


Thiel Tool & Engineering Com- 
pany, Ine. 

Thomas & Betts Company, The 

Toledo Pipe Threading Machine 
Co., The 

Trade-Wind Motorfans, Ine. 

Triangle Conduit & Cable 
Ine. 

Trine Manufacturing Corporation 

Trippe Manufacturing Company 


Co., 


United States Rubber Company 
Universal Metal Hose Company 


Wadsworth Electric Mfg. Co., Ine.. 

The 
Weaver Company, J. A. 
Western Insulated Wire Company 
Whitney Blake Company 
Wiegand Company, Edwin L. 
Wisconsin Clock Company 
Youngstown Sheet & Tube Com- 

pany, The 

* 
CLASSIFIED ADVERTISING 


Eberle, Business Mgr 


SELLING OPPORTUNITIES 


ELECTRICAL WHOLESALING—Januvary, 


Third Cover 


41 
160 


24 
16l 


150 


BOXES 

out LET cn 

are 135 

g COVERS SC: 

57 

our B 133 112 

~ 4 A 140 162 

12 148 

39 

131 

over 

pal 161 

a 145 8 

55 

159 

42 

34 

162 

2 | ; 159 

Specify 157 

162 

144 

te 158 

16 

16 

Cat. No. 4-8C51 47 

| 

119 

127 

26 

| 

56 

60 

146 149 

162 

= I, 15 

153 129 

3 

133 

162 142 

17 

130 161 

at 113 137 

a ‘Be 

132 160 

61 

| 

| 54 157 

ok 45 62 

121 10 

25 

134 

28 

64 

117 

a | 22, 230 163 


Newspapers, Too, Sell 


Che Alister Ie 


brand World 
and Sticks Permanent), ¢ 
by 


Tstributors 


ar pest sel] 
ney er 


dries 


our 
‘arried in 


Stoc k 
Cver Where. 


leading 


thar 
che more 
dverti ing rea 

tion Tape a 

lipknot 


! 
earring regura4©nry 
week! Thi id ipp 
7.000 000 people every 


the natio § ew 
in é 


} ore 
enol wore one mor 

~h | 


. rricth 
| k t mec widely ised 
Slip no 


PLY MOU 


IINC. 
PANY, 

R Com 

RUBBE 


SINCE 1896 


— 
CANTON. MASSACHUSETT 


3 
F Y 
G 
‘ 
keep olipknol a 
stock and sell 
tape in the world’ 


Contains i I 
ind vol t rrect’ protective 
i 


electrical rout if ances and apparatu 


SETRON 


This booklet can help you 
get more fuse business 


Plant operating men often have plenty of 
trouble keeping the plant in tip-top operating 
shape. 

They are generally on the lookout for any 
practical tips that can help them conserve ma- 
terial or help them get more service out of prod- 
ucts they already have. ‘ 

One thing you can do to show your customers 
and prospects that you are in a position to help 
them ts to pass along helpful service manuals and 
bulletins that manufacturers get out. 

For example, BUSS brought out the booklet 
above to help men in charge of electrical installa- 
tions and maintenance get the most out of their 
luses. 

This booklet is practical, concise, and well 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 


illustrated. It has been welcomed by thousands 
of men in charge of plant operations. It is free 
for the asking 

Among your acquaintances in industry there 
must be men who would also welcome having 
copies of it. You can do such men a favor and 
build goodwill for yourself by seeing to it that 
they get copies 

Just make up a list of the men you believe 
would be interested in the Protection Handbook 
and show it to the BUSS Fuseman in your ter- 
ritory. He will be glad to furnish you with the 
number of booklets you need. 

Buyers prefer to do business with people they 
like. That's why building goodwill is one of 
the surest ways to bring in new business and 
hold old customers. 


BUSSMANN MFG. CO., St. Louis 7, Mo. 


Division McGraw Electric Company 
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FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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